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By John K, Teahen Jr. 
Associate Editor 
a imported-car field lost 1,031 
dealers—nearly 7 percent of its 
total retail organization—d uring 
the first half of this year, an 
AvuTOMOTIVE News survey reveals. 

The study found 13,999 dealer- 
ships handling imported cars in 
the United States on July 1, com- 
pared with a revised tally of 
15,0380 at the beginning of 1960. 
A year ago (July 1, 1959), there 
were 14,989 imported-car outlets 
in the U. S. 

The current dip is the first since 
the imported-car dealership force 
began its fantastic climb three 
years ago—an expansion that saw 
the total explode from less than 
3,000 to more than 15,000. 

* * * 
ERE are Automotive News cen- 
sus figures for that period: 


Sg eee 2,930 
i Be a. scenes 11,409 
Sealy Wy 1OGB oe cssecsssctesesccce 12,964 
8 Oe RE, SOE. 14,081 
PN I ass censeeetboosscichee 14,989 
BB IN sc ccctteccsessesessieoseon 15,030 
a 13,999 


There is little chance that the 
slide will be halted during the com- 
ing year. The Big Three compact 
models have played a major role 
in the decline of the import dealer 
body, and the appearance of more 
domestic small cars indicates a 
continued drop. 

At the beginning of July, nearly 
82 percent of the import deals 
(11,448 out of 13,999) also handled 
a domestic make. The breakdown 
showed 9,005 stocking a captive im- 
port and 2,443 selling an independ- 
ent line, 

* + » 
IN two months, almost all 
these dealers will have a do- 
mestic compact. If a sizable num- 
ber of them should decide to desert 
the imports, the dealer total would 
fall like a rock. 

In the case of the independent 
imports, there is evidence that this 
exodus already is in full swing. 

A year ago, 3,379 domestic deal- 
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| ers handled a noncaptive import. 

On July 1, the figure had shrunk 

to 2,443, a decline of 28 percent 

in 12 months, 

The U. S. chief of one of the bet- 
ter-selling imports recently told 
Automotive News that only 10 per- 
cent of his outlets are domestic 
duals today, compared with 20 to 
25 percent a year ago. 

He now is concentrating on im- 
port-only establishments in his 
dealer recruiting, and this is true 
of the importers of many other 
lines. 

+ * * 
EERVERS also believe that a 
break in the captive import 
dealer total is near. They say Opel, 
Vauxhall, Simca, Taunus and Eng- 
lish Ford are most likely to be af- 
fected. 

There are some 5,400 Opel and 
Vauxhall outlets in the U. S. Ap- 
parently Buick and Pontiac dealers 
aren’t spending much time on these 
lines now (Opel gales dropped 20 
percent and Vauxhall, 39 percent 
in the first half). Many dealers 
may dump them completely when 

(Continued on Page 4, Col. 1) 


60 Compacts Play 
Veiled Sales Role 
In Market Shifts 


By Robert M. Lienert 
Associate Editor 
JARRING realignment of the 
new-car market, to the sur- 
prise of nobody, is being charted 
by industry analysts as the end of 
the model year draws near. 

The one big question is, of 
course, “How big a role did the 
compacts play in the shift of 
customer preference?” 

The answer is not easy to pin- 
point because of developments else- 
where in the industry during a 
year which saw the first allout on- 
slaught of compact cars. 

+. ” a 

OMPACTS themselves, of course, 
grabbed a big chunk of the 
1960 market. When cars are classi- 
fied as Compacts, Standards, Medi- 
um and Highest-Priced, the com- 
pacts as a group were outsold only 

by standards. 

Standards, meanwhile, account- 
ed for less than half of all sales 
for the first time in modern auto- 
motive history. 

In fact, standards apparently 
were hurt more severely than were 
mediums, while the highest-priced 
market entries were virtually un- 
scathed by the upstarts. 

+ * * 


Ase on field reports, here is 
how sales of domestic cars 
(Continued on Page 6, Col, 2) 























DETROIT, AUGUST 29, 1960 


But Dealer Net Trails °59 Period... 





Entered as Second Class Matter 
at the Postoffice, Detroit, Mich. 








ENGINEERING SECTION 
Starts on Page 20 








$9 Per Year, 35c Per Copy 





Profit Rises to 1.7 Pet. 


By Kenneth C..Kelley dr. 
Staff Writer 

UTO dealers inereased their 

profit in the second quarter over 

the first-quarter showing on the 
basis of high-flying. sales, but the 
profit total lagged behind last year’s 
pace. 

The National Automobile Deal- 
ers Assn.’s quarterly survey of 
dealers’ operating figures showed 
that the average dealer had a pre- 
tax profit of 1.7 percent on sales 
through the first. half of this 


year. 

The total falls below the 2.0 per- 
cent earned in the first half of last 
year. However, dealers’ profits ran 
to 1.5 percent of sales in the first 
quarter of this year, To boost the 
first-half profit to 1.7 percent, 
earnings in the second quarter were 
pushed up near the 2.0-percent 
mark. 

The dealers showed a profit of $81 
per new unit sold in the first half, 
compared to $70 per unit in the 
first quarter and $190 per unit in 
the first half of 1959. 


7 sanaber of ijdiore operating 
in the red fell off sharply in 
the first half. Of all dealers sur- 
veyed, 7.9 percent were in the red 
for the first half, compared to 16.1 
percent in the first quarter and 12 
percent in the first. half of last 
year. 

NADA noted that washout gross 
on new and used units combined 
slipped in the first half, a not un- 
expected development in view of the 
upswing in sales of compact cars 
with their lower unit gross. 

Washout gross amounted to 

$386 per unit in the first half, 
down from the $400 per unit in 

the first quarter and $398 per unit 
in the first six months of 1959. 

The association said the dealer 
body faces a wide range of prob- 
lems, some old and some new, in the 
weeks ahead. The outlook is for “a 
ready market for new models.” 
NADA continued: 

“The flood of compacts in the 
offing suggests that new-model in- 
troductions may also find dealers 
in all makes competing with one 
another as never before. 


“ppeapinc: up "tie. old problems, 
but of mammoth proportions 
this year, is the liquidation of: the 
record stockpile of current models. 
The early and successful conclusion 
of this job in an orderly and profit- 
able manner must be of primary 
concern for dealers and manufac- 
turers alike. 

“It will be a real.test, calling 





Top Cars 
New-car registrations for six 
months, plus 14 states for July: 
1960 1959 


Pos. Make Pos. 
1— 924,859 Chev. 791,552— 1 
2— 750,948 Ford 168,302— 2 
8— 248,315 Plym, ,2938— 4 
4— 229,549 Rambler 186,124— 6 
5— 216,198 Pontiac 200,912— 3 
6— 203.224 Dodge 16,269—10 
7— 184,508 Olds. 202,527— 5 
8— 140,450 Buick 140,157 7 
®— 84,380 Mercury 930,440— 8 
10— 78,900 Cadillac 78,655— 9 
1l— 61,342 Stude. 71,634—11 
12— 58488 Comet ........ 
13— 42,781 Chrysler 33,653-—12 
14— 1 DeSoto 24,211—13 
15— 12,184 Lincoln 15,531—14 
16— 8,558 Imperial 9,414—15 
285,085 Misc, « 330,834 
Total All Makes 


3,545,102 3,224,008 
Further details on Page 40. 





for the utmost in teamwork, co- 
operation and understanding be- 
tween dealers anc factories in 
their mutual interest.” 

Detailed figures developed in the 
survey of dealers’ results show that 
it was rising expenses, rather than 
declining gross profit, that cut 
dealers’ profits in the first half 
below the year-earlier level. 

The average dealer had a gross 
profit of 14.6 percent on sales in 
the first half, up 0.1 percentage 
point from the 14.5-percent gross 
in the like period of last year. 

*” * 


OWEVER, selling expenses 
went up from 3.5 percent last 
year to 3.6 percent this year and 
operating expenses went»up from 





1958 








Trend in Dealer Profits 
1959 


9.0 percent last year to 9.3 percent 
this year. 

This made total expenses in the 
first half of this year 12.9 per- 
cent, compared to 12.5 percent in 
the like period of last year, and 
brought the pretax profit down 
from 2.0 percent last year to 17 
percent this year. 

As previous NADA surveys have 
indicated, there wasn’t much differ- 

ence in net profit among dealers of 
various sizes, 

Group I dealers, those who sold 
one to 149 new cars and trucks in 
1959, and Group II, those with sales 
of 150 to 399 new units in 1959, hit 
the industry average on the head, 

(Continued on Page 43, Col, 1) 
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Four GM Makes, Mercury 
Adopt No-Quota Bonus 


ENERAL MOTORS and Mer- 

cury stepped into the buildout- 
bonus ranks last week with no- 
quota programs that will pay deal- 
ers a flat fee on every new car 
delivered until the ’61 models are 
introduced. 

The GM rebates apply to Chev- 
rolet, Pontiac, Oldsmobile and 
Buick, and payments range from 
$50 to $120 per unit, Cadillac is 
not included in the cleanup pay- 
off. 

Last week’s developments mean 
that every domestic make except 
Cadillac, Lincoln and Comet is pay- 
ing a buildout bonus on all or some 
of its models. 

> * * 
HEVROLET dealers receive $60 
for sales of standard models, 
Corvettes and trucks, and the Cor- 
vair rebate hag been hiked to $50. 
A $25 payment on Corvair had been 
in force since May 1. 

The Pontiac bonus is $75 on Cata- 
linas, Star Chiefs and Venturas and 
$85 on Bonnevilles. 

Oldsmobile is paying $80 on Dy- 
namic 88s, $100 on Super 88s and 
$120 on 98s. 

For Buick dealers, the rebate is 
$80 on LeSabres, $100 on Invictas 

and $120 on Electra and Electra 
225 models. 

Mercury has authorized a $150 


payment on all retail deliveries 
until ’61 announcement day. 
oe + * 
INCOLN-MERCURY Division 
also is paying huge bonuses on 
its imported models from Aug. 21 
to Oct. 10. The rebates are $250 on 
the English Ford Consul, $300 on 
the Taunus 12-M and $500 on the 
Taunus 17-M. 

The Consul and Taunus payments 
apply to units purchased from the 
factory as well as to units sold. 

The no-quota programs adopt- 
(Continued on Page 4, Col, 2) 


More °61s Rolling; 
Output Hits Low 


By John E. Walsh 
Staff Writer 

RODUCTION of '61 models was 

scheduled to get under way 
today (Aug. 29) at American Mo- 

tors, while Ford Motor Co. was to 
begin assembling all makes except 
Thunderbird and Lincoln, 

The changeovers dropped car 
output last week to an estimated 
41,268 units, 13 percent under = 
47,545 for the week earlier, the 

previous low for the year,” 

PBoth Falcon and. Comet closed 
out assembly of 60 models last 
week, Mercury’s Wayne (Mich.) 

(Continued on Page 47, Col, 1) 
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Study of L. A.’s Stormy Gimmick .. . 





How Referral Selling Works 


Eprror’s Notre: This is another 
in a series of articles on referral 
selling. Many have condemned 
this method, a few defend it. 

= me * 
By William Carroll 
West Coast Editor 

LOS ANGELES.—It’s hard to 
argue with success, such as the 
referral programs operated by M & 
M Advertising Corp., Hollywood, 
Calif. 

Headed by Jim 
Merriam and Joe 
Martin, M & M 
operates or su- 
pervises referral 
sales plans for Howell Chevrolet 
and Art Frost Plymouth, Glendale; 
Art Frost Plymouth, Culver City; 
Baldwin Chevrolet, Los Angeles, 
and DeVon Plymouth, Torrance. 

Until recently, M & M also super- 
vised referral plans for Klem Mo- 
tor Sales (Ford), Eagle Rock, and 
Cc. H. Dimmette, Inc. (Chrysler- 
Plymouth), Santa Monica. 

_ Best estimates are that M & M 
is responsible for 200 to 250 new- 
car sales each month. Most of 
these are at full gross, as buyers 
accept the label price in hopes of 
selling enough cars to pay for the 
one they are buying. 

According to information given 
Automotive News, Merriam once 
operated referral plans for area 
auto dealers under the trade names 
M.T.M. and Marco. During this pe- 
riod, Martin was doing the same 


SAAB Appoints 
Sales, Ad Chiefs 


NEW YORK.—Saab Motors, Inc., 
United States subsidiary of Svenska 
Aeroplan Aktiebolaget of Sweden, 
has announced the appointment of 
two executives. 

Jonas C:son Kjellberg has been 
appointed U. S. sales manager, and 








J. C. Kjeliberg J. B. Daly 

J. B. Daly jr. has been named ad- 
vertising manager in charge of ad- 
vertising, sales promotion and pub- 
lic relations. 

Kjellberg has previously been 
employed by Firestone Tire & Rub- 
ber Co., as assistant sales manager 
of Simca, Switzerland, and as sales 
manager of Chrysler Corp, and 
Massey-Ferguson in Sweden. Daly 
had previously been in the adver- 
tising agency business. 























Business Barometer 


Automotive News Economic Index — 


99.4 Percent of Last Week 
129.2 Percent of Like Week Last Year 


Auto Production ............... 47,545 58.5 149.8 
Truck Production .............. 15,162 122.2 103.4 
Auto Registrations—yYear to date.. 3,545,102 cues 110.0 
Truck Registrations—Year to date. 508,189 seer 103.9 
Steel Production—Tons ......... 1,558,000 102.2 485.4 
Lumber Production—Board feet... 232,189,000 99.3 96.6 
Paperboard Production—tTons.... 314,607 100.1 97.2 
Soft Coal Output—tons ........ 8,050,000 102.5 111.9 
Oil Refinery Output—Barrels ..... 52,242,000 104.0 106.6 
Electric Output—Kilowatt hours.... | 14,453,000,000 98.8 103.2 
Barometer Freight Car Loadings 323,663 101.1 97.1 
Department Stere Sales Index .. 131 102.3 99.2 
Stock Market Price Index....... 404.0 100.5 93.8 
U.S. Gevernment Spending 

—Fiscal year to date ..........6+ $12,260,087,000 ee 98.6 
Commercial and Industrial Loans $31,069,000,000 99.9 108.0 
Savings Deposits ................ $31,498,000,000 100.2 102.4 
Used-Car Prices-—Average........ $968 100.3 94.2 
Business Failures ................ 279 90.6 106.1 
Common Common 
Stocks Aug. 24 Aug. 17 1960 Range Stocks Aug. 24 Aug. 17 1960 Range 
AMC....... 244%, 23%, 29-20% Plo cxanaans 43%, 47 50%-41% 
Chrysler... 45% 42% 71%-40 Mack...... 36%, 37 52%-33% 
Ford....... 69% 67%, 92%-60% | SEES 10% 9% 24Y%- BY% 
GM........ 47% 44% 55%-42% White...... 46%, 45% 673%4-41% 


(Aug, 29, 1960) 


thing as P.J.M. and Raye Manage- 
ment. 

Early in 1960, they collapsed 
their separate companies and 
formed M & M Advertising Corp. 
Merriam is president and Martin 
is vice-president, Another corpora- 
tion operating out of the Hollywood 


which Merriam is president. 


Their one-room office is furnish- 
ed with three chairs, two desks, a 
blackboard and a window air con- 
ditioner. The single visible employe 
was a bookkeeper. 

During the initial interview Mer- 
riam told Automotive News: “We 
have 60 employes with an average 
monthly payroll of $20,000. Because 
they all earn good money, we have 
very little turnover. They are all 
covered with hospitalization and 
group insurance.” 

According to Merriam, M & M 
sales management contracts vary 
slightly from dealer to dealer. 


In general, contracts assure the 
dealer a retained gross of $250 
for each car sold by M & M ef- 
forts. The difference between the 
$250 and full gross is retained by 
M & M, which pays all costs of 
making the sale including “ad- 
vertising representative” fees for 
the referral. 

Any trades the dealers do not 
wish to keep are bought by M & M 
and wholesaled for the M & M ac- 
count. F & M Credit Corp. buys 
some contracts from Howell Chev- 
rolet and Baldwin Chevrolet with- 
out recourse. Says Merriam, “Our 
dealers know for sure they’ve got 
their money.” 

The reason for contract varia- 
tions is obvious when dealers using 
the M & M plan are compared. 

At Howell Chevrolet, where M & 
M has been operating since Febru- 
ary, 1960, M & M handles the entire 
deal from initial solicitation to final 
close, according to Martin. All per- 
sonnel are paid by M & M out of 
the fund created by advertising 
payments by Howell Chevrolet. 

However, at DeVon Plymouth, 
though M & M employs tele- 
phone girls and “directors,” all 
deals are closed by a DeVon em- 
ploye. 

Baldwin Chevrolet is said to be 
giving space to M & M for tele- 
phone solicitation and selling by 

M & M advertising directors, 
Though Martin told AvTOMOTIvE 
News that closing at Baldwin is 
done by M & M, Dick Pagoda, who 
does the closing, said he is em- 
ployed by Baldwin Chevrolet. 

The two Art Frost operations in 
Culver City and Glendale, are said 
to be using M & M girls to make 
the solicitation, with M & M di- 
rectors to sell the referral program. 
Closing is done by Art Frost per- 
sonnel. 

However, Henry Frost told AuTto- 
Motive News his company pays and 
supervises the telephone girls, al- 





Percent of 
Percent of Like Week 
Last Week Last Year 












address is F & M Credit Corp., of 



























though M & M hires and trains 
them. 

Operation of the M & M referral 
plan is simple. In, or next door to, 
each dealership is an office and 
showroom prominently labelled 
“(Dealer) Advertising Depart- 
ment.” 

At Baldwin it is on the fourth 
floor and prospects use a self-serv- 
ice elevator. At Frost, in Glendale, 
the advertising department is in 
an adjoining building which is ob- 
viously a part of the Frost opera- 
tion. 

Each M & M operation has a 
showroom full of cars, a number 
of closing offices and a reception- 

(Continued on Page 48, Col, 1) 









ae 
4 i 
v Fi 


| 
¥ 





New Opel Reflects Italian Design— 








The flattened body appearance of the 1961 two-door Opel Rekord with trapezoid 
glass areas is marked by the thin roof which overlaps the rear window. The body has 
been restyled in crisp Italian lines. The panoramic rear window extends the full width 


of the car and wraps around the window. 









‘61 Vauxhall Has Larger Windows— 


Larger windows are one of the features of the 1961 Vauxhall Victor. The four- 


cylinder British-built car also has a new 
some changes in. the fri. 


grille, an improved instrument cluster and 


* * * 


1961 Opel Is Redesigned; 
Vauxhall Gets Facelift 


By George L. Glaser 
European Correspondent 

HAMBURG, Germany.—The 1961 
models of two General Moiors 
lines, Opel and Vauxhall, have un- 
dergone some changes in styling. 
Opel changes have been extensive, 
while Vauxhall received merely a 
facelift. 

Notable changes in the Opel 
Rekord include relocation of the 
windshield pillars to eliminate 
the dogleg, a flat, straight roof, a 
new grille, larger windows and 
new taillights. 

New features of the Vauxhall 
Victor are larger rear windows 
and grille. The instrument cluster 
has been improved, and some 
changes in trim have been made. 

The Opel body has been rede- 
signed in crisp Italian lines—square 
and flat, with pronounced horizon- 
tal lines and fewer curves, The 
luggage compartment has been en- 
larged by 10 percent. The lid lifts 
with the turn of the key, and lock- 
ing is automatic when the lid is 
pressed down. 

The unitized body has a chassis 
platform to which all parts are 
welded, similar to the Daimler- 
Benz body design. Front-seat backs 
are locked so that rear passengers 
can’t push them forward in case of 
accident, The right seat back can 
be pushed down by releasing a 
lock. 


There is a new instrument 





Romney Boosts Holdings 
To 92,795 AMC Shares 


DETROIT. — George Romney, 
president of American Motors 
Corp. has purchased 51,975 shares 
of AMC stock under a stock op- 
tion granted him by the company. 
The purchase brings his holdings 
to 92,795 shares of AMC stock. 

Last winter, it was revealed 
that Romney sold and gave away 
32,685 shares of AMC stock. He 
explained, at that time, that the 
sale was the only method avail- 
able to him to get the money 
needed to buy additional AMC 
stock under option to him. He 
said he would buy more stock 
this summer. The option prices 
available to Romney and others 
granted options are well below 
the present market price. 





panel with a safety cushion, and 
windshield washers are standard 
equipment. Two short-stroke, 
four-cylinder engines are avail- 
able, the 1.5 and the 1.7-liter, the 
latter being used chiefly on ex- 
port vehicles, 

Delivery of the new models is 
expected to start in November. 
Buick dealers in the United States 
will receive only the two-door 
sedan, however. 


These changes will be the last 
“for a long time,” an Opel spokes- 
man said in announcing the new 
models. 

The most important change in 
Vauxhall’s six-cylinder cars, the 
Velox and the Cresta, will be a 
larger engine. 

The Victor’s four-cylinder en- 
gine has a new high capacity 
rear main crankshaft bearing to 
cope with today’s sustained high 
speeds. 

Both the Opel and the Vauxhall 
have new tire sizes. The former 
has switched from 5.60x13 to 
5.90x13. The latter has gone to 
5.90x14, which reduces the turning 

speed of the wheels and leaves 
more space for larger brakes, 
which now are 10 inches in diam- 
eter. 


Unlicensed Outlets 
Face Crackdown 


In New Mexico 


SANTA FE, N. M.—An investiga- 
tion into alleged auto trading by 
nonlicensed persons and firms has 
been launched by the New Mexico 
Department of Motor Vehicles. 

Commissioner Benny E. Sanchez 
said that a “thorough and extensive 
statewide” survey would be con- 
ducted, and that state police offi- 
cers would cooperate in the pro- 
gram to enforce the licensing pro- 
visions of the state’s motor ve- 
hicle laws. 

New Mexico law defines a dealer 
as a person engaged in buying, sell- 
ing or exchanging vehicles of type 
required to be registered and who 
maintains an established place of 
business primarily and exclusively 
for such a purpose, 

Such a person must be licensed 
by the state. 

























Volkswagen Aims 
To ‘Go American’ 


Detroit-Style Preview 
Launches New Image 


By Robert M. Lienert 


Associate Editor 


an eee apparently real- 
izing that the word “import” no 
longer conjures up the old sales 
magic, has obviously undertaken to 
create a new image for itself. 

The prototype has long been 
familiar: The prosperous, natu- 
ralized immigrant who can’t 
quite shake the old-country ac- 
cent, 

VW, of course, suffers not at all 
in the sales race, with waiting lists 
still the rule at most of its retail 
outlets. But the firm is patently 
looking ahead to the day when it 
will have to start selling to reach 
its ambitious new targets in the 
United States. 

* 









* * 


N LINE with its Americanization 
process, Volkswagen on Aug. 19 
held its first U. S.-type preview of 
new models in Detroit, (They look 
like last year’s, 
although there 
are mechanical 
improvements.) 
Carl H. Hahn, 
general manager, 
of Volkswagen of 
America, set the 
tone for VW’s 





new outlook 

when he said at 

press conference 

during the pre- 

Carl H. Hahn view: “We feel 

that we are much more than an 
import.” 


With a bow to the domestic in- 
dustry for “the spirit of competi- 
tion and fairness in Detroit which 
hag contributed to Volkswagen’s 
success,” Hahn added: 

“We are a part of the American 
community.” 

ok * 
E EXPLAINED that 10,000 
Americans work for Volkswag- 
en dealers and distributors, noting 
that the welfare of 10,000 American 
families is tied to VW’s success. 

Furthermore, Hahn said, “our 
American partners (dealers and 
distributors) have invested $100 
million in the Volkswagen busi- 
ness (dealership buildings, parts 

inventory, etc.)” and VW has 
paid more than $100 million to 
the federal government in taxes 
and duties. 

He also cited money spent by 
VW for hauling cars overland, for 
dock-handling costs and for coal, 

(Continued on Page 8, Col, 4) 





VW Goes Like ’61 
With Press-Show Cars 


DETROIT. — With Volkswag- 
en’s new-model press preview 
slated here, the week opened 
without a single ’61 model in the 
United States. 

Early in the week, the first 
shipment was landed in Newark, 
N. J. The first 12 off the boat 
were rushed to a local dealership, 
given a “300-mile” checkup and 
driven full-bore to Detroit, where 
they arrived in time for VW’s 
first national press preview. 
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What 


Williams Raps Overordering .. . 


Cost of Big Inventory 
Put at $56 Million 


dealer inventory. And I’m not add- 
ing anything for the cost of clean- 
ing up a 90-day-old car and trying 
to make it look like new. That 
can be, and often is, a time-con- 
suming and expensive process. 

“Neither do the figures make 
any allowances for the large 
number of higher-priced makes 
and the consequent increased 
carrying costs. These figures are 
minimums. 

“A reasonable amount of inven- 
tory is a necessary and a justifi- 
able expense. If a 30-day supply is 
the proper amount, anything over 
that can be classed as excess. 

“And the excess in 1960 has run 
entirely too high. As shown in the 
statistical table below, overstock- 
ing cost dealers $56 million in the 
first eight months of 1960. That is 
an average of $7 million a month. 
“If we continue the same pro- 
gram through the year, we will 
have unnecessarily dissipated 84 
millions of dealer dollars in 1960. 
A truly staggering sum. 

“In years gone by, we have, 
from time to time, heard talk 
about overproduction by the fac- 
tories. If they ever did, today 
Pm sure they are g only 
what the dealers order. So it’s 
not overproduction, but our over- 
ordering which created this situ- 
ation. 

“With the multiplicity of body 
styles, colors, choices of upholster- 
ing, small, medium and large sized 
motors of both six and eight cyl- 
inders, the possible combinations 
are almost infinite in number. No 
dealer can expect to begin to carry 
even a full sample line. 

“There is an old saying, ‘a dol- 
lar saved is a dollar made.’ 

“In the 1961 model year, we can 
save ourselves a lot of money by 
more judicious ordering and a bet- 
ter control of our new-car inven- 
tory. There is no one place in the 
retail automobile business which 
offers as good an opportunity for 
savings to the dealer.” 





WASHINGTON .—Birkett L. Wil- 
liams, president of the National 
Automobile Dealers Assn., last 
week issued a statement, charging 
that overordering 
by dealers had 
cost them $56 
million that they 
should not have 
spent in the first 
eight months of 
this year. 

Williams said 
that dealers 
bought more cars 
Q than they could 

: sel] through the 
B. L. Williams first eight months. 
He estimated that the cost of car- 
rying this excess inventory was a 
minimum of $56 million, adding 
that less conservative estimates of 




































































Finlay Vacations 
Editorial Director Robert M. 
Finlay, author of the Dealer 
Forum column, is on vacation. 





the individual expense items could 
have run the total cost higher. 

The NADA chief estimated 
that dealers will show a pretax 
profit of $56 per new car sold for 
all of this year, If this proves 
true, he said, dealers would have 
had to sell an additional million 
cars in the first eight months to 
offset the costs of carrying the 
excessive inventory. 

He advised more careful order- 
ing during the 1961 model year. 
Wiiliams’ statement said: 

“There is an old rule of thumb 
in this business that a dealer 
should have on hand a 30-day sup- 
ply of new cars. And it has worked 

just as well as the yard stick that 
he should not keep a used car in 
stock over 30 days. 

“For some reason, in 1960, deal- 
ers went on a buying binge, We 
overordered, we overbought, we 
overstocked. And now, about 30 
days before the 1961 models make 
their debut, we dealers have al- 
most a million unsold 1960 cars on 
hand. 

“With sales running about 500,- 
000 a month, that is an excess 
inventory of about the same 
amount—500,000 cars. 

“To carry a new car in stock 
costs a dealer % of one percent a 
month for floor-plan financing 
alone. Assuming the cost of the 
average car at $2,200 for the lower- 
priced lines, that is $11. 

“In all the places I know any- 


WASHINGTON.—False advertis- 
ing charges have been filed by the 
Federal Trade Commission against 
Rootes Motors, Inc., Long Island 
City, N. Y., a dis- 
tributor of the 
British - built 


thing about, there are tax collec- autos. 
tors and they levy a toll on in- An FTC con- 
ventory. This, of course, varies in plaint alleges 


that Rootes has 
misrepresented in 
newspaper and 
magazine adver- 
tising that parts 
and service are 
immediately 
John T. Panks available to pur- 
chasers of its autos in all areas of 
the United States. 

These typical advertising claims 
were challenged in the complaint: 

“Service and parts readily avail- 
able.” 

“You can buy a Hillman, Sun- 
beam, Singer or Humber (and get 
parts and service for it) in over 
700 U. S. towns—Hawaii and Alas- 
ka, too.” 

“They are backed by factory 
parts depots right here in the 
states, supplying a large truly repu- 


the different states, but an average 
of $5 per month per new car is on 
the conservative side. Top that off 
with the cost of storage or ware- 
housing, and you add another $4 or 
better a month, 

“Those three items alone total 
$20 a month for each new car in 


Phila. Tax, Title Clinic 


PHILADELPHIA.—A sales tax 
and title clinic will be sponsored 
by the Pennsylvania Automotive 
Assn. and the Philadelphia Auto- 
mobile Trade Assn. Sept. 13 at the 
Bellevue Stratford Hotel here. The 
meeting will follow a noon lunch- 
eon. 
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Borgward Signs 
3 Distributors 


BOSTON.—Three new Borgward 
distributors have been appointed, 
according to H, K. Winkler, vice- 
president of Borgward Motors 
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Wayne, Ind., for the Indiana ter- 
ritory. 

Kelly had formerly been a Borg- 
ward distributor, but withdrew 
about a year ago. 





Cee eee meee eee eeeeeeeees 







er ee 




































































Colorado Dealers Hear 
Forecast of Prosperity 


By Ira Alexander 

Staff Correspondent 
BOULDER, Colo, — The Sixties 
will bring greatly increased pros- 
perity to this country. The automo- 
bile dealer will have an opportu- 
nity to make more money than 
ever before—the years just ahead 
offer a challenge to the men en- 
gaged in the automobile industry. 


This was stressed by Warren 
King, automotive merchandising 
manager of Life , in ad- 
dressing delegates to the 27th 
annual convention of the Colora- 
do Automobile Dealers Assn, 

Ed Garrett, a Loveland Ford 
dealer, received the annual “Mr. 
Colorado Automobile Dealer” 


award. He hag been an auto man 
for 19 years, has twice served as 


mayor of Loveland and has been 
active in the dealer association. 


He was selected for the honor 


by a panel composed of Gordon 
Allott, a United States senator; 
Walter Koch, president of Moun- 
tain States Telephone & Telegraph 


Co., and Frank Hoag jr., a Pueblo 


newspaper publisher. 


King pointed out that in the 
Sixties there will be more of just 
about everything. There'll be more 


money, too. 
The average family income in 


1970—after taxes and in current 


dollars—will be nearly $7,500 a year 


False Parts-Service Ads 
Laid to Rootes by FTC 


table dealer organization that pro- 
vides superior service close at 
hand.” 

“.. , They know they can depend 
on Rootes coast-to-coast facilities 
for prompt and courteous service.” 

The complaint charged that in 
many instances Rootes and its 
dealers do not have available the 
parts for the repair of the autos 
sold by them, and often such 
parts cannot be obtained for sub- 
stantial periods of time and, 
therefore, prompt service cannot 
be rendered by Rootes’ dealers. 

Also named in the complaint are 
Rootes’ officials, John T. Panks 
and Peter Lloyd-Owen. The respon- 
dents were granted 30 days to file 
answer to the complaint. 

Rootes Motors said the complaint 
is unfounded and the allegations 
will be answered at the proper 


time. 


In London, Panks, managing di- 
rector of Rootes Motors, said “We 
shall strongly contest the commis- 
sion’s charges. We maintain two 
large parts depots in New York and 
Los Angeles, and these bulk sup- 
plies are supplemented by stocks 
held by our dealers coast to coast. 
It is estimated that these combined 
holdings total more than $3 million 
in value. 

“Stock levels are consistently 
maintained and are regulated on 
a basis, the principles of which are 
common practice throughout the 
industry. There is no financial limi- 
tation placed on the holdings in 
these depots. 

“During the past 10 years a 
strong dealer organization has 
has been built up which is now 
more than 700 strong throughout 
the country,” he continued, 

“Rapid dispatch of parts to these 


dealers is facilitated by the most 


up-to-date IBM electronic equip- 
ment.” 


Oversupply Costs 


NADA Members 
Get New Services 


European Touring 
Proves Popular 


Eprror’s Norse: The following is 
the last of a series of five articles 
on the personalities and opera- 
tions that make up the National 
Automobile Dealers Assn. in 
Washington, D. C. 


Beginning 
of Month 
417 
546 
579 
639 
669 
681 
684 


158 
248 
377 
381 
346 
369 


PRIOR to World War II, accord- 
ing to the Department of Com- 
merce, there were 1,200 national 
trade associations in the United 
States. Today there are 1,700, and 
we met a man the other day who 
has started a new one since Com- 
merce made its count. 
One reason for the increase, of 
course, is that some new trades 
have appeared 
since the war. 


—an increase, in real spending 
power of about $1,500 per family. 
Auto sales will be up 75 percent. 
“Bear in mind that all the 
gains we've talked about in in- 


come, buying power, and the Last But another rea- 
like,” said King in his of a son is that people 
talk, “Will be made possible not have grown more 
by the collective efforts of an in- Series adept at organiz- 
dustry or a company, but by in- ing success- 
dividual productivity, and selling ful trade groups 


—and at keeping them alive. There 
is even an association for trade as- 
sociation executives today, whose 
members bat around ideas for offer- 
ed their own members new serv- 
ces. 

Trade association executives talk 
about services the way that General . 
Motor’s planners talk about new 
makes and models. Services are the 
commodities that trade groups sell - 
their members, and the more they 
can develop, the merrier. The Na- 
tional Automobile Dealers Assn. is 
no exception, and it has added sev- 
eral new ones in recent years. 

One of the newest bears the 
grandiose title of “NADA inter- 
national relations program.” 
Broken down, it means that the 


will depend upon how well every 
individual does his job, It will 
depend, finally, on you.” 

President Roy Mason, Capital 
Chevrolet, Denver, in speaking to 
the dealers, said: “Nobody asked 
you to open your own business. 
You entered it of your own accord, 
knowing the work it would entail. 
You entered your business with a 
desire to make money. 

“It is up to you to create in the 
people of your selling territory a 
desire to own one of the automo- 
biles you are asking them to buy. 
In other words—create an attitude 
of buying.” 

James Moore, executive vice- 
president of the National Automo- 
bile Dealers Assn., told of the great 
value and good that can come from 
cooperation on the part of the 
dealers and what such cooperation 
means to NADA, 

Moore reported on how NADA 


rope 
who have been able to apply the 
principles of profit control to 
their enterprises. 


Touring retailers visit the Eiffel 
(Continued on Page 46, Col. 1) 


NAD i 

A Appoints 
* * av 

Legislative Aide 

WASHINGTON—Ben Guill, 
Washington legislative consultant 
and former member of the House 
of Representatives, has been named 
legislative liaison representative 
for the National Automobile Deal- 
ers Assn., according to James C. 
Moore, NADA executive vice-presi- 
dent. Guill succeeds Rowland F. 
Kirks, who has resigned. 

A resident of Washington since 
1950, Guill served as a member of 
Congress from the 18th Congres- 
sional District of Texas. 

Since leaving his post as vice- 
chairman of the Federal Maritime 
Board on Jan. 1 of this year, Guill 
has acted as Washington consult- 
ant on legislative matters for sev- 
eral industries. Prior to his service 
on the maritime board, he served 
as executive assistant and legisla- 
tive liaison to Postmaster General 
Arthur E. Summerfield. 


bers of Congress. He voiced satis- 
faction with the dealer effort to 
retain their exemption from Fair 
Labor Standards Act and ex- 
pressed confidence that dealers 
would retain their exemption in 
the act despite the changes in 
the act now being prepared in 


gress. 

Robert A, Theobold, director of 
the Colorado Revenue Department, 
thanked the dealers for their close 
cooperation with his department. 

Charles Shumaker, Colorado De- 
partment of Highways, spoke of 
the progress being made in better- 
ing state highways. 

He said his department hag on 
hand $65 million for road construc- 
tion, but that estimated needs call 
for $385 million, This makes it nec- 
essary to do first things first and 
leave other work for a later time, 
he said. 

Political action groups will be 
set up by CADA in the congres- 
sional districts of Colorado. The 

(Continued on Page 47, Col. 4) 


On the House... 


Contrasted with a net profit of $37 per new vehicle 
in July last year, Chicago-area group of low-price 
car dealers report a net loss of $40 per vehicle sold 
during past month. Despite this, these dealers’ 
trading profit from new and used cars was $332 per 
new vehicle in July, compared with $303 for the first 
six months ... NADA-ATAM advertising committee 
plans a meeting soon with newspaper publisher reps 
on control of new-car advertising practices .. . 

Some Illinois dealers face loss of new-car 
licenses as state presses its battle against false 
registrations used to improve price-class pene- 
tration . . . Two more Minnesota dealers are 
seeking office this fall; Al Theis (Chevrolet) and Bob Odegard 
(Ford) are running for state legislature ... What a headache: 
Americans now consume 70 million aspirin tablets daily .. . 

North Dakota dealers have an annual potential of 10 more car 
sales per dealership, due to shrinkage in dealer total ... Washington 
State and Minnesota dealers are falling behind in their reports for 
NADA profit survey; Kentucky shows gain . .. Maurice Sopp (Chev- 
rolet), Huntington Park, Calif., honored by YMCA with its Golden 


Book Award for service to youth, 
—Pertrs Wemuorr, Editor, 
Automotive News 
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Cutback Is First Since Boom Began . . 


Import Dealerships Down 7 Pct. 


(Continued from Page 1) 


the Buick Special and Pontiac 
Tempest arrive. 

Taunus and English Ford are a 
year ahead of the Opel-Vauxhall 
situation. Their “parent” makes al- 
ready have compacts. 

Falcon and Comet cut sharply 
into dealers’ emphasis on the 
Ford Motor imports and this 
lessening of interest showed up 
in first-half sales. English Ford 
was down 31 percent and Taunus, 
44 percent. 

Simca took the greatest plunge 
of any captive import as sales 
skidded 54 percent. Valiant and the 
non-compact Dart reportedly stole 
most of Simca’s thunder. Next year, 
practically every Chrysler Corp. 
dealer will have either Valiant or 
Lancer. 

The question asked by many ob- 
servers is: “Will dealers move their 
slow-selling captive imports farther 
back in the showroom, or will they 
shove them out the door?” 

aa * + 
es phase of the declining 
import dealer setup involves 
the nameplates that simply haven’t 


Imported-Car 
Franchises in U. S. 


July 1, July 1, 
1960 §61959* 


ssovecessecesoersoneee 10,413 11,571 
8 8 

















made the grade in the U. S, mar- 
ket. There are dozens of them, 


The other 55 makes counted by 
R. L. Polk & Co, totalled 13,861 
registrations. 


ed market. 


2 Makes Adopt 
No-Quota Bonus 


GM Lines, Mercury 
Rebate $50 to $150 


(Continued from Page 1) 


ed by Mercury and the four GM 
lines are the type of buildout as- 
sistance that dealers prefer. 

(Some other makes also have no- 

quota setups this year.) 

In a nationwide survey conducted 
by Automotive News last spring, 85 
percent of the dealers responding 
found fault with the buildout-bonus 
programs used by their factories, 
and most of the complaints con- 








eee ere 20 cerned the quota system. 
I< Sivicadcshcdinsinsoes 0 of Se 
pan sissicg"~ Bg Sag | PBALIBRS contend thatthe quote 
BO system favors the less-efficient 
75 | operator and penalizes the better 
668 | performer. 
663 784 They explain it this way: “The 


dealer who does a poor selling job 
early in the model year gets a low 
quota for the cleanup period. He 
gets into the bonus class early and 
then hurts the rest of us by selling 
at cost or below cost.” 

The GM and Mercury programs 
eliminate that difficulty, although 
many dealers in those lines un- 
doubtedly wish that the bonuses 
had gone into effect a month ear- 
lier. 

. * o 
) fe ADDITION to the cleanup re- 
bate, Mercury also will pay $150 
on each ’60 model in dealers’ hands 
when the ’61s are introduced. 

Ford Motor franchises do not 
require a carryover payment if a 
buildout bonus hag been offered. 
Ford Division also is relaxing the 
rule with a $75 carryover award 
on standard models in addition to 
its cleanup bonus. 

Chrysler Corp. contracts, like 
Ford’s, call for a 5 percent carry- 
over rebate if there has been no 
buildout campaign, GM, American 
Motors and Studebaker pay 5 per- 
cent on carryovers, regardless of 
whether there has been a cleanup 
bonus. 

—JouHN K. TEAHEN JR. 
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In the first six months of this 
year, only 22 imported makeg reg- 
istered more than 2,000 units. Those 
22 accounted for 256,852 sales—95 
percent of the 270,713 imports sold. 





Not all the 55 makes are slated 
for extinction, of course. The num- 
ber includes some luxury lines and 
high-performance sports cars for 
which there will always be a limit- 





But observers feel that the fringe 





makes have had it. Signs of the 
times are “distress sales” of two 
lines in California and sizable de- 
creases in the dealer totals of many 
others in the last half year. 
+ oa +. 

MANY of the fringe makes ap- 

pear to be overdealered. For 
example, one line which claims 
about 250 dealers registered only 
300 cars in the first half. Two oth- 
ers, with more than 300 dealers 
apiece, had sales of 600 and 700 
units. 

There are a few bright spots in 
the import dealer setup, and the 
brightest of all is Volkswagen. 

VW has hiked its dealer popu- 
lation nearly 25 percent during 
the last year, and its retailers 
still are rocketing along at an 
annual rate of 300 sales per 
franchise. Volkswagen now has 
502 dealers. A goal of 750 outlets 
has been mentioned. 

Renault kept its sales and dealer 
totals on an even keel during the 
first half, and several other makes 
brought their dealer figures more 
into line with today’s import mar- 
ket. 

With the interest of domestic 
dealers on the wane, it appears 
that importers must look to the 
dealerships handling exclusively 
imports when seeking replacements 
or additional outlets. As mentioned, 
many lines already have adopted 
this policy. 

* * 

OLKSWAGEN has done this 

from the beginning. VW has 
only a handful of duals with U. S. 
makes, and some 90 percent of its 
502 dealers handle only Volks- 
wagen. 

Renault _also hag a goodly 
number of exclusives, plus many 
other outlets that stock only Re- 
nault and Peugeot. Small vol- 
ume, of course, precludes ex- 
clusives in most imported lines, 
At the beginning of July, there 
were 996 import exclusives in this 
country and 1,555 handling two or 
more imports, but no domestic 
makes. The import-only total was 
2,551. 

A year earlier, there were 1,046 
exclusives and 1,666 duals for a 
total of 2,712, 

” * * 
BALANcs of the import dealer 

organization (on July 1, 1960) 
consisted of 9,005 U. S.-captive 
duals and 2,443 U. S. duals with 
other imports. The year-earlier 
census showed 8,898 captive duals 
and 3,379 U. S. duals with other 
imports. 

On duly 1, there was one deal- 
ership selling imported cars for 
every 2.38 outlets handling do- 
mestic makes. The ratio was one 
to 2.21 on Jan. 1 and one to 2.31 
on July 1, 1959. 

The imported-car franchise total 
was 21,341 on July 1 of this year, 
compared with 22,897 on Jan. 1 and 
22,997 on July 1, 1959. 
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Kaplan, show chairman and vice-president, Kaye's Chrysler, and Dick Smith, president, 
Other committee members are Bill Richards, DeRusso-Richards, 





New Officers of West Virginia Assn.— 


New officers were elected at the annual meeting of the Automobile Dealers Assn. 
of West Virginia. Shown, left to right, are John D. Queen, Queen Chevrolet Co., 
Wellsburg, Region One vice-president; Joe Holland, Rhodes-Holland Chevrolet, South 
Charleston, Region Two vice-president; Jack Moses, Moses Pontiac, Huntington, first 
vice-president, and Harold A. Hupp, Hupp-Wharton Cadillac-Oldsmobile, Parkersburg, 
president. Not shown are Don Clark, Don Clark Ford Sales, Inc., Welch, Region Three 
vice-president, and Tag Galyean, Tag Galyean, Inc., Charleston, secretary-treasurer. 


Service and Goodwill Held 


Essentials for Success 


WHITE SULPHUR SPRINGS, 
W. Va.—Service and goodwill are 
essential in a successful dealership, 
Dr, Carl Viers, General Motors 
special lecturer, told the West Vir- 
ginia Automobile Dealers Assn, 

He was one of the speakers at 
the association’s 1960 convention, 
which was attended by more 
than 200 members and their 
wives. 

“If you treat people right, good- 
will will return to you,” said Viers 
in urging dealers to “get out and 
sell.” 

The operation and service of 
autos, he continued, “can be liken- 
ed to the services of the public 
utilities, and they are as necessary 
to modern life as the electric light 

and the automatic washer.” 

O. L. Mullens (Ford), Madison, 
moderated a panel discussion on 
advertising and selling problems. 

Harold A. Hupp (Cadillac-Olds- 
mobile), Parkersburg, was elect- 
ed to succeed Mullens as presi- 
dent of the association for the 
oe year. Other new officers 


a Moses (Pontiac), Hunting- 
ton, first vice-president; John D. 


4 Italian Makers 
Will Introduce 
7 New Models 


ROME. (UTPS)—Seven new 
models will be introduced in world 
markets this fall by three veteran 
Italian auto makers—Fiat, Alfa- 
Romeo and Lancia—and a new- 
comer, Innocenti, Whose principal 
products has been Scooters. 

The new cars are designed to 
meet growing foreign competition, 
particularly from within the Euro- 
pean Common Market. 

Fiat igs bringing out a four-cylin- 
der limousine, the 1300, which is 
styled along the lines of the six- 
cylinder 1800 which wag launched 
some time ago. 

Fiat also is introducing the 600-D 
with a 750-cc engine. This car, un- 
officially called the 750, ig described 
as a faster, more efficient vehicle 
with equally low gasoline consump- 
tion. The 750 is intended to compete 
with the Renault Dauphine. 

A revolutionary front-wheel-trac- 
tion model, the four-cylinder Flavia, 
will be placed on the market by 
Lancia. The car, which has a 1,500- 
ce engine, was designed by Pinin 
Farina. Lancia also will introduce 
the Nocciolina, an 850-cc model, 

A new Giulietta model, the SS- 
1600, will be offered for the first 
time by Alfa-Romeo. It will com- 
pete with the Mercedes-Benz SL 
series and the Jaguar, the firm said. 

Under British Motor Corp. license, 
Innocenti will build the Austin 
A-40 and the Austin-Healey Sprite. 


Queen (Chevrolet), Wellsburg, Re- 
gion One vice-president; Joe Hol- 
land (Chevrolet), South Charleston, 
Region Two vice-president; J. Don- 
ald Clark (Ford), Region Three 
vice-president, and Tag Galyean 
(Chrysler-Dodge), Charleston, s e c- 
retary-treasurer. 

Ralph Ballard, Charleston, is ex- 
ecutive director of the association. 





Cooke Assigns 
Personal Assets to 


Closed Companies 


LOUISVILLE. — Thurston Cooke 
has voluntarily assigned his per- 
sonal assets to the agency which 
is liquidating a number of his com- 
panies, including two auto dealer- 
Ships, following the closing of the 
companies. 

The action apparently ends any 
hope Cooke had to salvage any- 
thing from what was once a thriv- 
ing business empire. His personal 
holdings were reported to be few 
and heavily mortgaged. 

The investigation carried on 
along with the liquidation led to a 
grand jury probe of charges of 
forged auto mortgages and leases. 
The grand jury indicted Cooke and 
four associates on charges related 
to fraud. 

Meanwhile, a foreclosure suit has 
been filed against one of the deal- 
erships involved, Thurston Cooke 
Mercury. 

The foreclosure suit was filed 
by the group which owned the fa- 
cilities of Thurston Cooke Mercury. 
The group includes J. Rumsey 
Weir, former Chrysler line dealer 
here. Lincoln-Mercury Division de- 
cided not to name another dealer 
here. 

In another action, Joe Brown 
Ford, Inc., the company which took 
over for the closed Thurston Cooke 
Ford, has hired Al E. Hines as gen- 
eral sales manager and Emmet 
Gerstle as business manager. Hines 
had been with Girdler Motors, a 
Cooke deal in the Louisville sub- 
urbs that was not assigned for 
liquidation. 


Arkansas Bills 
NADA’S Williams 


LITTLE ROCK, Ark. — Birkett 
Williams, president of the National 
Automobile Dealers Assn., will key- 
note the Arkansas Automobile 
Dealers Assn. convention here 
Oct, 24. 

Vince Baker will address the 
convention on “How to Sell Cars.” 

The association has made special 
arrangements for dealers who wish 
to come to Little Rock for the 
week-end to see the Arkansas- 
Mississippi football game. 





Research News for AUTOMOTIVE: EXECUTIVES 


RESEARCH READIES “CENTRAL” HYDRAULIC FLUID 


for over 300 degree temperature range 


Well on the way for passenger car use, the central hydraulic system 
has top priority at Dow’s Automotive Chemicals Laboratories these 
days. Dow’s goal: to develop for commercial use, a truly “universal” 
fluid to supply hydraulic power to almost all the hydraulic, electric, 
and vacuum-operated equipment in today’s automobiles. This central 
system could increase reliability and safety, and also keep driver 
fatigue at a minimum. 


The biggest obstacle to date has been the development of a fluid that 
operates well at both ends of the thermometer. It must be fluid enough 
at —40°F. to provide fast-acting braking, Yet it must also be able to 
provide power steering equipment with high-temperature viscosity for 


good fluid pumping at high temperatures. Possible transmission use 
requires excellent high temperature stability. The fluid that success- 
fully “marries” these critical applications will go a long way toward 
meeting the hydraulic power requirements of all the other equipment 
in the system. 


A years-ahead research project like this is but one of the many now 
in progress at the Dow Automotive Chemicals Laboratories, In close 
co-operation with automotive engineers, Dow research chemists are 
making strides toward new brake fluids, coolants, V.I. improvers, 
gasoline and oil additives that anticipate automobile operating con- 
ditions in the next decade. 


THE FULL FACILITIES OF DOW'S AUTOMOTIVE CHEMICALS LABORATORIES 
ARE AT THE SERVICE OF AUTOMOTIVE MANUFACTURERS. 


If you have a design, engineering, or manufacturing problem that might be solved chemically, let us work 
with you. Together with your automotive engineers, we are working to solve problems like those mentioned 
above ... just as we have worked in the past on some of the developments that go into today’s automobiles. 
Call us at the Fisher Building, TRinity 5-7200. Or write: Chemicals Merchandising Department 409U8-29. 


THE DOW CHEMICAL COMPANY - MIDLAND, MICHIGAN 














By Francis J. Gawronski 
Staff Writer 
CAMPAIGN to organize 3,000 
Detroit area autoé salesmen has 
been launched by Detroit Local 376, 
Teamsters Union. 


or- 

ganization meeting and 142 

application cards. 

A four-point program to be pre- 
sented to dealers was ratified at 
the meeting, Petroff added. He said 
the program requests the dealers 
to: 


1. Provide adequate pay and $75 
or 4 percent commission for the 
sale of every vehicle. 

2. Guarantee reasonable hours of 
employment not to exceed 44 hours 
a week. 

3. Hire only registered and li- 
censed salesmen. 

4. Provide fringe benefits such as 
paid vacations, holiday pay and 
health and welfare programs, 

* * - 
A 15-MAN organizing and policy 
committee also was set up at 
this meeting, Petroff said. The 
union hag scheduled another organ- 
ization meeting for Wednesday 
(Aug. 31). 

A similar drive six years ago 
ended in failure because of a con- 
flict of jurisdiction between the 
National Labor Relations Board 
and state labor boards, he added. 
The campaign is being resumed 
at the request of a number of sales- 
men, Petroff said. The only Detroit 
contract the union now has covers 
Cadillac branch salesmen, he 
added. - 

* 


Louisiana Automobile Deal- 

ers Assn. reports that the 

Teamsters Union lost representa- 

tion elections at McInnis-Peterson 

(Chevrolet) and Polk Chevrolet in 
Baton Rouge. 

In Dayton, shop employes at 
White-Allen Chevrolet, Inc. 
voted 41 to 28 against representa- 
tion by Machinist Lodge 225, Dis- 
trict 13, in an election conducted 


the NLRB. 

The United Auto Workers Union 
has signed a contract with Austin 
Motor Co. plant in Hamilton, Ont., 
calling for raises of 5 to 9 cents an 
hour, depending on classification. 

The one year agreement was 
reached after one day of negotia- 
tions. The new pact continues the 
cost-of-living adjustment, increases 
life insurance and contains a num- 
ber of changes in contract lan- 


guage. 
os * 


Most hourly workers in the auto 
industry will receive an im- 
provement factor increase of 2% 
percent or 6 cents an hour, which- 
ever is greater, effective Sept. 1. 
Wages have risen 3 cents thug far 
this year due to cost-of-living ad- 
justments. 

The improvement factor in- 


Court Dismisses 
Antitrust Action 
Against 2 Firms 


PORTLAND, Me.—Antitrust 
charges against Maremont Automo- 
tive Products, Inc., Chicago, and 
Saco-Lowell Shops, Saco, Me., were 
dropped by Judge Edward T. Gig- 
noux in United States District 
Court here. 

He ruled that the tribunal had 
no jurisdiction in the case and 
granted the government a 10-day 
moratorium to refile charges in an- 
other district, which very likely 
would be in Chicago, according to 
John G. Galgay, federal antitrust 
attorney. 

The government contended that 
Maremont is attempting to elimi- 
nate competition from Nu-Era 
Corp., Rochester, Mich., which dis- 
tributes auto mufflers manufac- 
tured by Saco-Lowell. 

The court was told that Mare- 
mont and Saco-Lowell are trying 
to assure the monopoly by shutting 
down the Saco plant. 

Earl E. Pollack, Maremont coun- 
sel, asked for dismissal of the case 
on grounds that the firm was not 
doing business in Maine. 


Teamsters Woo Detroit Salesmen .. . 


On the Labor Front 
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crease will be the last under the 
labor contracts signed two years 
ago. The present contracts expire 
in Aug., 1961. 

Ford Motor Co. has pointed out 
that the first improvement factor 
was paid in 1951. Since then, the 
base wage rate of the average Ford 
hourly worker has increased 55 
cents an hour (including the Sept. 
1 raise) through the improvement 
factor alone. 

In addition, transfers of cost-of- 
living allowance have added 34 
cents an hour to hourly employes’ 
base wage rates, for a total hike 
of 89 cents since 1950, the company 
said. 


(Continued from Page 1) 


have been shared by new-car clas- 
ses, compared with last year: 


Pet. Share Pet. Share 
1960 Class 1959 
49.02 Standards 59.21 
25.06 Compacts 8.82 
21.36 Mediums 27.12 
4.38 Highest-Priced 4.81 

18 Domestic Misc. 04 


In the above table, Standards in- 
clude Chevrolet, Dart, Ford and 
Plymouth, Compacts cover Comet, 
Corvair, Falcon, Rambler, Stude- 
baker and Valiant. Mediums con- 
sist of Buick, Chrysler, DeSoto, 
Dodge, Edsel, Mercury, Oldsmobile 
and Pontiac. Highest-priced cars 
are Cadillac, Imperial, Lincoln and 
Thunderbird. 

a + * 
1 compacts, despite their over- 
whelming success this year, 
were not alone responsible for the 
upheavals among classifications 
that are apparent in the table 
above. 

Two key factors which tend to 
obscure the overall impact of the 
compacts were provided by 
Chrysler Corp, developments: 
Splitting Dodge-Plymouth fran- 
chises and introducing the Dodge 


The Dart provided more than 10 
percent of all sales in the standard 
class and outsold Plymouth, The 
question that plagues market ob- 
servers: Had there been no Dart, 
how many sales taken by this 
nameplate would have gone to 
Plymouth and other standards, or 
to makes in the medium class? 
How many more sales would have 
been chalked up by the “big” 
Dodge? 

The consensus is that Dart tend- 
ed to strengthen the showing of 
the standards and weaken that of 
the mediums. 

* + * 
ANOTHER factor which must be 
considered is that the standard 
class apparently would have taken 
a smaller share of the market, even 
had it not had to contend with the 
compacts, 

For example, the loss of vol- 
ume by the standard Ford was 
greater than that accounted for 
by Falcon. Chevrolet, on the 
other hand, showed an increase 
in volume, not counting Corvair. 
In noting that the mediums lost 
less ground than the standards, it 
should be kept in mind that this 
came about despite the fact that 


Late Report... 







Small Car Replaces Bike— 


The Teaneck (N. J.) Police Department 
has added a new look to its traffic pa- 
trol—a Metropolitan to take the place of 
one of its motorcycles. Lt. William D. 
Muhthahn, left, traffic bureau head, said 
the car is about $500 cheaper than the 
3-wheeled motorcycles presently used by 
the department. The two remaining motor- 
cycles eventually will be replaced by the 
small cars. Patrolman Joseph Begendorf 
is shown behind the wheel. 


mediums are subject to a greater 
number of market pressures. 

In other words, while standards 
theoretically lost sales only to com- 
pacts and to buyers who traded 
up, mediums lost sales via these 
two routes as well as to top-drawer 
series in standard lines. 


OPPING gains for the com- 
pacts, of course, largely came 
about because there are six entries 


DADA Moves 


To Own Home; 


First in 51 Years 


DETROIT. — The Detroit Auto 
Dealers Assn. last week moved into 
its own home for the first time in 
its 51-year history. 

The 250-member association pur- 
chased a modern, single-story office 








A. C. Seligren Boyce Tope 


building at 6525 Lincoln Ave., just 
off W. Grand Blvd. in Detroit’s mid- 
town area. 

“The association is delighted to 
have its own quarters in which it 
can operate, and which can be used 
by dealers,” said A. C. Sellgren 
(Buick-Opel), DADA president. “We 
have been planning for years for 
this day.” 

Boyce Tope, DADA executive 
vice-president, said the 6,500- 
square-foot building would be big 
enough for every DADA function 
“except the annual meeting and 
golf party.” 

Facilities include two parking lots 
and two panelled conference rooms. 
Tope said the group plans to pro- 
vide additional conference rooms for 
dealer line-group meetings. 

DADA has 250 members in the 
Detroit metropolitan area. Head- 
quarters are staffed by eight per- 
sons. 

Prior to last week’s move, DADA 
had occupied quarters in Detroit’s 
old convention ‘hall since 1932. An 
open house is planned in the new 
building, which was erected in 1953. 





Used-Car Market 


The overall average price of used cars sold at wholesale auction 
declined $2 last week to $963, according to Automotive News’ index. 

Despite the downward movement, ’56s went up $7, 59s went up 
$5 and the price of ’55s remained unchanged. 

Losses amounted to $1 on ’57s, $5 on 60s and $6 each on ’58s, 
54s and ’53s. New lows were established for ’58s and ’57s and the 
previous low was matched on ’55s. 

At a group of representative auctions last week, the sales ratio 
was 69.9 percent, compared with 170.8 percent a week earlier. It 
was the first time in five weeks that the sales ratio had fallen below 
70 percent. Consignments were down a bit from the previous week. 

Auction reports begin on Page 36. 





Other Charges Hurled .. . 





Chrysler Case Faces 
Long Run in Courts 


By Kenneth C. Kelley Jr. 
Staff Writer 
To Chrysler case last week be- 
gan what is likely to be a long 
run in the courts as more details 
became available on the charges 
and countercharges being made. 
The court action got off to a 
slow start. Chrysler attorneys 
asked for depositions from Sol A. 
Dann, Detroit attorney who leads 
the anti-management forces, on 
two suits which the Dann group 
has filed against Chrysler. 
Dann obtained a delay in the 
hearing until Sept. 14 for fami- 
ly reasons. The effect of the dep- 


60 Compacts Play a Veiled Role 


in the field this year, whereas in 
1959 there were only two—Rambler 
and Studebaker. Rambler increased 
sharply this year, but Studebaker 
lost ground. 

In 1961, there will be at least 
four more compact lines—run- 
ning mates of Buick, Dodge, 
Oldsmobile and Pontiac. 

As noted above, Dart was a new 
entry this year in the standard 
class—and its success has been un- 
paralleled. 

Next year will find Mercury in- 
vading this field, but reports pub- 
lished elsewhere that Pontiac 
would also offer a Dart-class series 
are unfounded. 

oe a * 

pedeet, a medium-class car last 

year, long ago left the auto 
scene. DeSoto will be marketed in 
1961, although for some time it has 
been selling at a rate lower than 
Edsel’s in the corresponding year- 
ago period. Z 

How launching of the “second- 
generation” compacts will affect 
Buick, Dodge, Oldsmobile and 
Pontiac sales—as well as those 
of standards and existing com- 
pacts—remains to be seen. 

In the highest-priced class, it’s 
considered a safe bet that the aris- 
tocratic makes will continue to roll 
along in a silken world all their 


own, 
* * * 


New-Car Sales Slip 
In Four Farm States 


MINNEAPOLIS, — The sale of 
new automobiles has lagged in ag- 
ricultural regions in the Ninth 
Federal Reserve district, according 
to the Monthly Review of the Fed- 
eral Reserve Bank of Minneapolis. 

In the first five months of this 
year, the number of new cars reg- 
istered in the four states fully 
within the district (Minnesota, 
North Dakota, South Dakota and 
Wisconsin) was one percent below 
the number for the corresponding 
period of last year. 

In North Dakota and South Da- 
kota, registrations were down as 
much as 10 percent and 13 percent 
respectively from a year ago, the 
bulletin pointed out, In Montana 
registrations were down 4 percent 
and in Minnesota, up 4 percent. 


Halt Price Bias, 
2 Firms Are Told 


WASHINGTON, — A consent 
order approved by the Federal 
Trade Commission forbids K-D 
Lamp Co. and Vehicle Products Co., 
both of Cincinnati, to discriminate 
among their customers in the prices 
charged for their automotive safety 
parts and supplies. The order also 
prohibits K-D from conspiring to 
fix the resale price of its products. 

The two concerns were cited last 
Jan. 6 together with their former 
parent company, Northeast Capital 
Corp. Northeast now is out of busi- 
ness, and the charges against it 
were dismissed by this order. All 
outstanding capital stock of K-D 
and Vehicle presently is owned by 
Duplan Corp., Winston-Salem, N. C. 

The agreement is for settlement 
purposes only and does not consti- 
tute an admission by respondents 
that they have violated the law, the 
FTC said. 


osition delay on the date for 
Chrysler’s answer to the suit and 
other actions in 
the suit was un- 
certain, The an- 
swer deadline has 
been Sept. 6. 

At a deposition 
heating, the plain- 
tiff (Dann, in this 
case) is question- 
ed by attorneys 
for the defendant 
and the answers 4 
are taken under -_* 
oath by a court St A, Dame 
official, The move is a preliminary 
to a trial. 

Dann charged that Chrysler 
management would try to drag 
out the suits, without answering, 
under oath, the charges made. 
He predicted that, after taking 
the depositions, Chrysler man- 
agement would seek dismissal of 
the suits on technical grounds 
and then file appeals, if the dis- 
missal is not granted. 
Commenting on developments in 

the Chrysler case in recent days, 
Dann said: 

1. The appointment of the law 
firm of Thomas E. Dewey to as- 
sist in Chrysler’s own investigation 
“is a small step in the right direc- 








Review of Chrysler case begins 
on Page 24. 





tion.” He said that he would wait 
for the Dewey-Chrysler probe to 
produce some results before he said 
anything more. 

2. He excoriated Ben Stone, who 
joined William C. Newberg in set- 
ting up supplier firms. Newberg 
was ousted as Chrysler president 
for his interests in the companies. 

* oe * 


[FASS said that the firms sup- 
plied Chrysler with defective 
parts, upsetting both dealers and 
customers and losing customers for 
Chrysler and its dealers. Dann said 
that some acts at Chrysler had 
cost the company money but that 
he could forgive that, since the 
money could be replaced. 

He added that he found it “very 
difficult to find sympathy for a 
man like Ben Stone” because the 
lost customers could not be re- 
placed. 

Specifically, Dann said that the 
door hinges produced by Stone 
did not fit, causing door rattles 
and doors that would not open 
or would not close. 

Stone denied Dann’s charges em- 
phatically. He said his products 
were always of the highest quality 
and he was willing to let the record 
speak for itself. 

3. Dann also made it clear that 
he would continue battling Chrys- 
ler management until L. L, Colbert 

was removed as company chairman 
and president. 

Of a 
| ANOTHER development last 
week, it was reported that the 
Internal Revenue Service is looking 
into the Chrysler disclosures for 
evidence of tax evasion. The serv- 
ice would not comment on the 

progress of its probe. 
study of the suit, filed by the 

Dann group against Chrysler and 
Chrysler officials and a host of 
suppliers and officials of supplier 
firms, turned up a number of 
charges not previously reported. 

Chrysler said it had no comment 
on the additional charges because 
they are matters of litigation, Col- 
bert had previously issued a state- 

(Continued on Page 47, Col, 3) 


GM Supervisor Resigns 


In Conflict of Interests 


DETROIT.—A shop supervisor at 
the central office of Genera] Mo- 
tors’ Ternstedt Division hag re- 
signed over a conflict of interests 
in an outside tool and die shop 
which serves several GM divisions. 

It was reported that the division 
investigated after receiving an 
anonymous tip about two months 
ago. The employe was confronted 
with the results of the investiga- 
tion and asked if he wished to 
resign or drop his outside interests. 
He resigned. 
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Why should an automobile dealer take on the Fiat franchise? 
What are the prospects—in sales and profits—this year 
and in the years ahead? How strong is the economy-car 
market? What does Fiat have to offer that other imports and 
American compacts do not? 


The tremendous surge of the import-car market changed the entire thinking 
of the automobile industry. 


It started as a mere trickle. As recently as three years ago American manu- 
facturers scoffed at the inroads import cars were making. They said it was 
just a fad. A passing vogue that appealed to the nonconformists. 


That import sales would never reach any appreciable proportions. 
They were dead wrong. 


Import sales climbed by the hundred thousand. And when American manu- 
facturers saw they couldn’t beat them, they joined them — introduced their 
own compact versions. : 


But did this stem the tide? Not one whit. In 1959 import cars accounted for a 
whopping 609,534 units. 


The first six months of 1960 have shown the expected leveling off of import 
car sales. However, the fact that well over 500,000 import autos will be sold 
this year leads to a clear conclusion: A large and growing segment of the buy- 
ing public has found that American economy cars simply do not satisfy their 
needs and desires—in price, in gas mileage, in workmanship and in 
resale value. 


There is one point that should be made perfectly clear, despite the strong 
showing made by import cars: This is a tough market, and there is no auto- 
matic guarantee of success. 


However, there will always be a market for the service minded dealer who is 
oe about an import line that offers the many distinctive qualities 
iat does. 


What about Fiat? What does it have to offer this economy-minded buyer? 
What does it have to offer the dealer who sells it? 


First, Fiat is now one of the top import sellers in this country. In only a little 
more than two years it has gained wide acceptance here. 


Next, Fiat is no Johnny-come-lately. It has been a leader abroad for over 60 
years as a product of Europe’s largest manufacturing concern. 


What about price? Fiat prices start as low as $1098 in New York. The largest 
selling Fiat, the 600, is priced over $200 less than comparable models of the 
two leading French and German imports. (Import prices, generally, average 
from $300 to $800 less than U. S. compacts.) 


SELL 
FIAT? 








An exceptional economy story. The popular Fiat 600 averages over 40 miles 
to the gallon — other models even more. 


The widest selection of models and body styles and prices of any import: 
sedans, hardtops, convertibles, sun roofs and station wagons — eighteen 
models in all. A Fiat dealer can choose his own selection of models, can trade 
up or down, depending upon the wants of his prospects. 


High resale value. The Fiat returns a higher share of the original price, and 
because of its rigid quality control, there is less actual depreciation for the 
owner, less trouble for the dealer. 


What does all this mean? Simply this. There has never been a better time to 
become a Fiat dealer. Fiat dealers have the products and the prices to capital- 
ize on a big and steady market. 


If you are a dealer looking for a change, or an addition to your present line of 
cars, it will pay you to get all the facts and figures about the Fiat franchise. 
Right now there are some openings in all parts of the country, in both large 
and small markets. 


It is a Fiat policy, however, to limit the number of dealers in any one area, 
both to assure greater selling potential and to protect the investment of the 
dealer. For complete details write to: Dealer Franchise, Fiat Motor Company, 
Inc., 500 Fifth Avenue, New York 36, New York. 





Conclusion: It makes good sense to sell Fiat! 
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Chrysler Quizzes Dealers on Distribution . . . 
Quinn Sees Ample Debut Stocks 


Eprror’s Note: This is another 
in a series of articles designed to 
explore distribution in the auto 
industry. es 


+ 
By John K. Teahen Jr. 

Associate Editor 
* STRIBUTION is easy to de- 
fine,’ Chrysler Corp.’s E. C. 
Quinn remarked last week. “It’s 
simply a matter of having the right 
car in the right 
place at the right 

time.” 

He paused. Then 
he smiled and 
continued: 
“Sometimes it’s 
a bit hard to ac- 
complish.” 

As Chrys- 
ler’s sales divi- 
sions vice - presi- 
Pe dent, it’s up to 

E. C. Quinn Quinn to keep 
some 6,800 dealers supplied with 
the cars they need. He believes that 
communication is a vital part of 
his job. 

He explained, “We emphasize 
this point in talking with dealers: 
‘Tell us what you want in the way 
of models, colors and equipment, 
and we'll build them for you, But 
we have to know what you want.’” 


* * 
LL Chrysler 





* 
Corp. cars are 
built strictly to dealer order, he 
said. 

Quinn was happy to note that 
the corporation is confident of hav- 
ing a sufficient supply of '61 models 
in dealers’ hands for introduction 
day. Labor troubles in supplier in- 
dustries curtailed announcement- 
day stocks in recent years, he said. 

Stressing the role of communi- 
cation in the distribution pro- 
gram, Quinn said that two mem- 
bers of his staff currently are 
visiting dealers in key markets 
throughout the country. 

In these meetings, dealers are 
asked: “What are your distribution 
problems, and what are your sug- 
gestions for correcting. them?” 

Before his aides left Detroit, 
Quinn told them, “Remember, 
you’re not there to alibi. You're 
there to get information which will 
help us improve our distribution.” 


- * * 
AKING the nationwide swing 
are Thomas A. Ostby, director 
of distribution and programming, 
and Robert V. Diegel, distribution 
manager for the automotive sales 
group. 

They started their trip last week. 
By late September, they will have 
contacted dealers in Miami, At- 
lanta, Dallas, Kansas City, Detroit, 
Boston, New York, Chicago, Los 
Angeles, San Francisco and Port- 
land, Ore. 

Quinn feels that Chrysler’s dis- 
tribution setup is good, but he 
added: “It’s never good enough 
as long as one dealer says, ‘I can’t 
get my cars.’” 

Special or “sold” orders account 
for the bulk of complaints, since 
every customer wants his car de- 
livered ‘‘yesterday.” Two years ago, 
Quinn said, special orders took 
three weeks. The time was cut to 
10 days in the ’60 model run, and 
Quinn is shooting for a further re- 
duction. 


* * 
HRYSLER’S 18 regional offices 
check with assembly plants 
each day to determine the status 
of individual “sold” orders. By call- 





Import Dealer's New Home— 


English Fords are handsomely displayed in this new open-type showroom at 


Bill Brown Motors, St. Petersburg, Fla. 


ing the regional office, a dealer can 
determine the production stage of 
his orders from day to day. 

The regional people also help lo- 
cate cars for dealer trades, thus 
eliminating some special orders at 
the source. 

The infinite combinations of 
color, trim and optional equip- 
ment are responsible for the 
special-order problem, but Quinn 
sees no lessening of these choices 
in the near future. Customers like 
them, he explains. 

Quinn emphasized that the fran- 
chise system is the best method of 
automotive retailing. “The dealer 
route is the best route,” he said. 
“It has proved very succéssful, and 
it has stood the test of time.” 


+ * + 

a" IMPROVE the setup, he sug- 

gested that the factories should 
try to make better dealers out of 
the ones they have. In this regard, 
he mentioned the necessity of a 
strong field organization and 
stressed the role of the district 
manager. 

“He’s the most important man in 
the whole setup,” Quinn said. ‘“He’s 
on the firing line, working with 
dealers day after day.” 

Quinn declared that most deal- 
ers are solid businessmen, but he 
admitted that there are “a few 
bad apples.” 

When trouble arises—whether it 
be in the realm of dealer advertis- 
ing, Sales tactics or some other area 
—each case must be handled indi- 
vidually. “You can’t legislate good 
business practices,” he said. 

He also urges care in choosing 
dealers. “The most important trans- 
action you have with a dealer is 
when you sign him,” he said. 

* x = 


UINN believes that distribution 
today should be handled by the 
factory rather than by independent 
distributors. 
He said that a distributor in a 
volume line might have to stock 


1,506 or 2,000 vehicles and that this 
is too big a job, both financially 
and from the standpoint of physical 
facilities. 

The assistance the factory sup- 
plies to dealers in such fields as 
accounting and sales and service 
training was cited as another 
argument for a factory-directed 
distribution program. 

Outlining the position of Chrys- 
ler Motors Corp., of which he is 
president and general manager, 
Quinn explained that Chrysler Corp. 
manufactures the vehicles and 
Chrysler Motors Corp. buys them 
and distributes them. 

Dodge, Plymouth-DeSoto-Valiant 
and Chrysler-Imperial are divisions 
of Chrysler Motors Corp. The gen- 
eral managers of these divisions 
report to Quinn. Chrysler Motors 
also handles dealer franchising, 

* * * 


AstHoUGH he is only 56, Quinn 
has spent 41 years in the auto 
industry. He started as an ap- 
prentice toolmaker for Studebaker 
in 1919 ‘and switched to sales in 
1926. 

He was with Detroit-area dealer- 
ships from 1928 to 1934 and then 
served a year with DeSoto before 
becoming a Dodge field man in 
1935. 

After nine years in the field, 
he was appointed to the Dodge 
sales staff in Detroit and became 
general sales manager in 1947. 

Quinn moved to Chrysler Divi- 

sion ag vice-president and general 
manager in 1951 and was named 
division president two years later. 
He was elected a corporate vice- 
president in 1953 and was appointed 
to the board of directors the fol- 
lowing year. 

In the spring of 1958, he became 
vice-president and general sales 
manager of the corporation’s auto- 
motive sales group and was named 
to his present post of sales divi- 
sions vice-president a year later. 





St. Pete Dealers Hopeful pimes 





Imports Against the Tide 


By E, C.s@ash 
Staff Correspondent 

CLEARWATER, Fla. — Florida 
West Coast import dealers, con- 
trary to national trends, are en- 
joying goodmbusinesgs and expect 
import salestto continue to be good 
in the future. So great is their 
confidence, several dealers are 
building new facilities or adding to 
their present establishments. 

W. R. Brown, owner of Bill 
Brown Motors, 3100 Fifth Ave. N., 
St. Petersburg, is typical of the 
area’s optimistic dealers. Brown 
states: “We have enjoyed a sub- 
stantial increase in our English 
Ford business in 1960, Sales for the 
first seven months of 1960 were 
330, compared with 231 for the 
same period in 1959, We expect to 
continue to enjoy good acceptance 
of our product locally. 

“Our show of confidence in the 
imported-car business is our 
building of new, modern facili- 
ties. We have also given the 
buyer added confidence in the 
future of true economy cars.” 


Bill Brown Motors moved into 
* © * 





The more ‘than 23,500-square-foot facility 


represents an investment of $100,000 and a confidence in the future of the import car. 





its new home in July. The Florida 
type facility with open showroom 
and open service areas contain 
6,200 square feet. Including lots and 
parking areas, the facility com- 
prises 23,500 square feet. Total cost 
of land and buildings was about 
$100,000. 

During opening week, the firm 
sold 30 cars and finished July with 
60 new English Fords delivered. 

In the three years Brown has 
been in business in St, Petersburg, 
he has sold more than 1,100 new 
English Fords for an average of 
one new car a day. Before coming 
to Florida, Brown was a Ford- 
Mercury dealer in Morris, IIl. 


Another import dealer to whom 
the future looks good is Eugene S. 
Brooks, president of Import Car 
Sales, Inc., Largo. Brooks distri- 
butes the Holland-made DAF in 
Florida, Georgia and Alabama, and 
sells Volkswagen, Hillman, Sun- 
beam, Jaguar, Renault ang Austin- 
Healey. 


Brooks has completed plans 
for a new building with complete 
service department ‘and will 
begin construction soon, He has 
been in Largo only seven months, 
coming here from Atlanta, where 
he was in the import and used- 
car business, 

Brooks says, “the future is good 
for the type of import we are han- 
dling. American manufacturers can 
never put out a compact such as 
the DAF, with automatic trans- 
mission and 40 miles to the gallon 
that will sell for $1,500, nor a com- 
pact that can compare with the 
Jaguar. 

“We are not trying to compete 
with the American standard. We 
are aiming for the buyer of the 
second and third family car.” 

New-car registrations in the 
Clearwater-St. Petersburg area 
over the past several months have 
shown that imports comprise 
roughly one-third of the total num- 
ber of cars registered. 








Colorado Dealers Elect— 


Newly elected officers of the Colorado Automobile Dealers Assn. include, from left, 
Clive Bradford, general manager; Ed Eisenhaver (Dodge), Grand Junction, president; 
Hayes .Holloway (Buick-Chevrolet), Sterling, vice-president, and Jess Hunter (Ford-Lin- 
coln-Mercury), Pueblo, secretary. The association treasurer is Russell Lyons (Chevrolet), 


Boulder. (Story on Page 3.) 


Volkswagen Seeks to Adopt 
A New ‘American’ Image 


(Continued from Page 2) 


steel and production equipment 


-bought in the U. S. 


Each Volkswagen sold in Amer- 
ica, Hahn estimates, adds about 
$1,000 to the U. S. economy. 

* x * 


T= dealership investment will 
grow, since VW is steadily in- 
creasing the number of its U. S. 
dealerships. 

Volkswagen currently hag 513 
U. 8, dealers, compared with 370 
on Jan, 1, 1959, Hahn said. Its 
goal is 600 dealerships by the end 
of this year and a maximum of 
750 when its recruiting program 
is completed in 1961, 

“Our dealers,” Hahn said in em- 
phasizing the _ let’s-look-American 
program, “are as good as any- 
body’s.” 

To help meet the increased bur- 
den of supplying these new dealer- 
ships, Hahn said that VW. will 
boost car output by 25 percent, or 
200,000 units, in 1961. The same pro- 
duction boost will be applied to 
commercial units, he said. Increas- 
ed output, he said, also enables 
Volkswagen to hold the line on 
prices while improving the prod- 
ucts. 

The pipeline, Hahn said, will be 
shortened in 1961 through the use 
of faster ships, which will carry 
new Volkswagengs from Hamburg 
to New York in one week. 

In point of time, Hahn said, this 
will put VW dealers no farther 
from the end of the assembly line 
than are most domestic dealers 
from American factories, 

* 


* ” 

= DON’T believe in waiting 

lists,’ Hahn said. Noting that 
the waiting time for a new VW 
car has been cut to an average two 
months he added, “We are definite- 
ly against oversupply or under- 
supply.” 

Volkswagen’s U, S. sales in 
1961, Hahn said, should be up an 
estimated 25 percent over this 
year’s anticipated 150,000 units. 
He predicted that registrations 
in the third quarter would decline, 
reflecting the factory’s summer-va- 
cation shutdown, but he said that 
VW should register about 13,000 
units a month in the ‘fourth quar- 
ter this year before moving up to 
new sales plateaus in 1961. 

Total imported-car sales in the 
U. S. this year will top 400,000 (this 
was considered a highly conserva- 
tive estimate) and will -bounce back 
to 500,000 in 1961, Hahn said. 

* * * 


E “best of the imports” will 
survive in the U. S, market, he 
said, adding that “Volkswagen is 


Volkswagen Sells 
15,987 Trucks 


DETROIT.—Volkswagen has re- 
ported registrations of its trucks 
totalled 15,987 in the first six 
months of this year, compared with 


14,428 in the corresponding 1959 
period, 

Here is the breakdown: 

1960 Month 1959 
2,175 Jan. 2,181 
2,244 Feb. 2,105 
2,902 March 2,381 
2,909 April 2,654 
3,012 May 2,580 
2,745 June 2.527 























a little responsible for the troubles 
of others.” 

He explained: “Our waiting 
lists in the past created an ap- 
parent demand for other imports. 
Those factories shipped too many 
cars to America. After they adapt 
to a true demand, they will be 
in better shape.” 

As for Volkswagen, he said, “We 
have not yet tapped the American 
market.” 

As an indication of VW’s po- 
tential, he noted that Volkswagen 
penetration, although it averaged 
only 2.26 percent in the U. S, in 
the first half, stood at a high of 
11 percent in Alaska and 20 percent 
in Laramie County, Wyo. 

He also noted that VW is not 
limited to the economy-car market. 

“Twenty-five percent are pur- 
chased by families whose income is 
over $10,000,” he said. 


* * * 
eT URNING to bootlegging, he said 
that Volkswagen is “very an- 
noyed” by the gray market, but 
“we cannot police everybody.” 

The factory, he said, is inves- 
tigating legal steps for fighting 
bootleggers, but the best barrier 
is an increased supply through 
legitimate outlets. 

Sources of supply for bootleg- 
gers, he said, include German fleet 
buyers who over-order, American 
tourists who take delivery abroad 
and VW workers, although they 
are required to own the car a year 
before selling it. 

Of 160,000 Volkswagens sold in 
Germany in the first half this year, 
he said, about 13,000 were boot- 
legged into the U, S. 


* Oo” * 
bad THE truck field, Volkswagen 
welcomes competitive designs 
from American producers, he said. 
“Detroit's small trucks will be 
beneficial to consumers,” he said, 
“because we do not see how we 
alone can fulfill the demands of 
a market so big as the U. S.” 
VW, he added, has just imported 
its 100,000th truck in to the U. 8, 
- * 


ie ONE way Volkswagen did not 
follow an Americanized format 
in its debut: Hahn said, “There is 
nothing very glamorous on the 1961 
model.” 

VW, he said, would follow a pol- 
icy of continual improvement of 
the product. 

“We foresee no outside changes 
and no new models, despite what 
you may have seen in the way of 
pictures supposedly taken by tele- 
photo cameras or possibly from 
some outlandish devices flying 
around the world,” he quipped. 

Details on Volkswagen’s changes 
for 1961 were published by Avto- 
Motive News in the Aug. 8 issue. 

+ * on 


VW and Renault Chiefs 


Once Shared Employer 


DETROIT.—Carl H. Hahn, gen- 
eral manager of Volkswagen of 
America, and Maurice Bosquet, 
newly appointed general manager 
of Renault, Inc., once worked for 
the same organization. 

Both were employed after World 
War II by the Organization for 
European Economic Cooperation. 





For Full Information 
On The 
RAMBLER FRANCHISE 


... Mail this card today! f 


Yes, I’m interested in learning about the Rambler 
franchise. I would like to receive more information. I 
understand I am under no obligation, and that my in- 
quiry will be held in strictest confidence. 


I ehicetaetcbcnsincepncipaiccrtcasnsniiinesedsi 


ADDRESS 


CITY 


ee en 





Rambler Dealer 
Profits 

Are Way Above 
Industry Average... 
SEE WHY! 


AIR MAIL CARD TODAY! 


Director of Dealer Development 
American Motors Sales Corp. 
Detroit 32, Mich. 


VIA AIR MAIL 
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FOR 1961... 


% Only Rambler Dealers Will Sell Ali 3 Different Sizes | 4% Only Rambler Dealers Will Sell The Compact Cars 


of Compact Cars . . . Size 1: Economy Compact— . Proved By 11 Years’ Experience and 26 Billion 

Rambler American . . . Size 2: All-Purpose Compact Owner-Driven Miles. 

—Rambler 6 and V-8 . . . Size 3: Luxury Compact— 

Ambassador V-8 by Rambler. % Rambler Dealer Profits Are Well Above The Industry 
Average. 


% Only Rambler Dealers Will Sell The Compact Cars 4 Rambler Dealers Will Enjoy The Huge Service And 
With The Most Basic Improvements In The Repeat Sales Potential That Results From The 
Industry. More Than 1 Million Ramblers On The Road. 


WHY NOT GET ABOARD THE ’61 


RAMBLER DEALER sanpwacon topay? 


There Are Still | IMPORTANT! 
Rambler Dealer Franchises : 
Available In Select Markets 





Including Some Metropolitan Areas 


"fe Comets, Wie ts Arnrtoon tatere (eames) dy Brampton hte. | ...DO IT TODAY! 
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AUTOMOTIVE NEWS PLATFORM 
1 |. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 


{ 2. Every dollar of auto excise, gasoline and oil taxes, collected by states 
and U. S. governments, applied to building and maintenance of highways; 
{ 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world. 
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Firm Action Needed 


co week some new and unfavorable development comes 

to light in the Chrysler case. The situation seems to 
deteriorate, with no relief in sight for the long-suffering 
Chrysler dealers who must try to sell cars when periodically 
unfavorable headlines hit the source of their product. 


It is time now for some definite step which will restore 
public confidence, with the hope of building up from a 
low point rather than to continue to slide downwards. 


Directors must act firmly and swiftly to bolster this great 
auto manufacturing operation, even though such action 
may be painful. 


Referral Selling 


oe CARROLL, West Coast editor of AUTOMOTIVE 
News, has undertaken an exhaustive examination of 
referral selling in a series now appearing in AUTOMOTIVE 
News. Carroll will give both sides of this plan, quoting 
those who promote it as well as the police and others who 
condemn it. 


The purpose of this series is to give the complete story 
in the interest of the public and the industry. 


Let there be no mistake about our opinion of referral 
selling. Whether or not it provides a temporary stimulus 
to sales, we believe that it is based on ruthless deception of 
the buyer and should have no place in this industry. 
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Events 


%& Eprror’s Nore: To facilitate 
recognition, new items in this 
column will be starred and will 
appear in boldface type the first 
time they are used, 

Dealer Conventions 
oh tar Automobile Dealers 
Sept. i1-13—New Hampshire Automobile 
Vealers Assn., Farragut House, Rye 


Beach, N. H. 
Sept. 12-13—Minnesota Automobile Deal- 


ers wo Leamington Hotel, Minne- 
apolis, 
Sept. 13-l4—Federation of Automobile 


Dealers of Canada, Toronto, 
Sept. 16-18— Maine Automobile Dealers 
sn., Samoset Hotel, Rockland. 
Sept. 18-19—Kentucky Automobile Dealers 
Assn., Sheraton Hotel, Louisville. 
Sept. 18-20—New York State Automobile 
ealers, The Concord, Kiamesha Lake, 


Sept. 19-20—Wisconsin Automotive Trades 


Assn., Hotel Schroeder, Milwaukee, 
Sept. 30-Oct. | — Montana Automobile 
Rainbow Hotel, Great 


anes Assn., 


Falis. 

Oct, 15-17—Texas Independent Automo- 
bile Dealers Assn., Sheraton-Dallas 
Hotel, Dallas. 

Oct. 23-25—Automotive Trade Assn. of Vir- 
ginia, Hotel Roanoke, Roanoke, 

Oct. 23-25—New Jersey Automotive Trade 
ayer, Chalfonte-Haddon Hall, Atlantic 


ity. 

Oct. 28-Nov, 2—Florida Automobile Deal- 
ers Assn., Cruise to Montego Bay and 
Port-au-Prince. 

Nov. 6-7—Oklahoma Automobile Dealers 
Assn., Skirvin Hotel, Oklahoma City. 
Nov. mnecticut Automotive Trades 
Assn., Hotel Statler-Hilton, Hartford. 
Dec. 5—Utah Automobile Dealers Assn., 

Newhouse Hotel, Salt Lake City, 

Jan, 15-19—National Independent Auto- 
mobile Dealers Assn., Eden Roc Hotei, 
Miami. 

Jan. 28-Feb. | — National Automobile 
Dealers Assn., San Francisco, 

March 13-l4—Louisiana Automobile Deal- 
ers Assn., Roosevelt Hotel, New Or- 


leans. 

May 1416—| daho Automobile Dealers 
Assn., Idaho Falls. 

May 21-23 — Oregon Automobile Dealers 


Assn., Eugene Hotel, Eugene, 
So 
Auto Shows 


Saye. 23-Oct, |I—Commercial Motor Show, 

arl's Court, London. 

Oct, 6-16—Paris Automobile, Bicycle, Mo- 
torcycle and Sports International Ex- 
position, Grand Palais, Paris. 

Oct. 8-23—Dallas Auto Show, Texas State 
Fairgrounds, Dallas, 

Oct. 1416— Empire Motor Show, Denver 
Coliseum, Denver, 

Oct. 15-23— National Automobile Show, 
Cobo Hall, Detroit. 
Oct. 19-23 — Autorama, Industrial Arts 
Bidg., Exposition Park, West Springfield, 


Mass. 

Oct. 19-23—International Foreign and 
Sports Car Show, Commonwealth Ar- 

Boston. 

. 19-29— International Motor Show, 

Earl's Court, London. 

Nov. 3-13 — International Automobile 
Show, Turin, Italy. 

Nov. 413 — Seattle Auto Show, Armory, 
Seattle, 

Nov. 5-12—Philadelphia Auto Show, Grand 
Exhibition Hall, Trade and Convention 
Center, Philadelphia. 

Nov. 5-13— World Car Show, Roosevelt 
Raceway, reeery. bee RES Se A 

Nov, 9-12—Denver Auto Show, Coliseum, 
* Denver. 

Nov. 12-19—Pittsburgh Auto Show, National 
Guard Armory, Pittsburgh. 

Nov. 23-27—Portland Auto Show, Memorial 
Coliseum, Portland, Ore. 

Nov. 25-Dec, 3—Indianapolis Auto Show. 
Indiana State Fairgrounds, Indianapolis. 

Jan. 14-2i—Syracuse Auto Show, Syracuse 
War Memorial, Syracuse. 

Jan. 26-29—Birmingham Auto Show, Munic- 
ipal Auditorium, Birmingham. Ala. 

Jan, 28-Feb. 4—Rochester Auto Show, War 
Memorial Exhibit Hall. Rochester, N. Y. 

Feb. 3-8—International Foreign & Sports 
Car Show, Dinner Key Auditorium, 


Miami. 
Feb. 18-26—53rd Chicago Auto Show, Chi- 
cago Exposition Center, Chicago. 
2 © 


General 
Sept. 6-16, 1960—Production Engineering 
how, Navy Pier Calcego. 

Sept. 6-16, 1960—Machine Tool Exposition, 
International Amphitheatre, Chicago 
Sept. 12-15—National Truck Leasing Sys- 
tem, Sheraton Towers Hotel, Chicaao. 
Oct. 10-12— Automotive Parts Rebuilders 
Assn., annual convention, Conrad Hil- 

ton Hotel, Chicago. 

Oct, 19-22— Automotive Wholesalers of 
Texas, Rice Hotel Convention and Booth 
Conference, Rice Hotel, Houston. 


annually. 


showed that one-seventh of the 


on farms were more than 10 years old. 


10 Years Ago—1950 
Top 10 cars in registrations were Chevrolet, 700,610; Ford, 600,993; 
Buick, 263,628; Pontiac, 219,733; Oldsmobile, 184,863; Plymouth, 174,819; 
Mercury, 164,360; Studebaker, 153,591; Dodge, 103,672; Nash, 94,960. 





The Big Stories 


35 Years Ago—I1925 

What was described as a decided departure in the handling of the 
sales organization was announced by Cleveland dealers, aiming to fill 
the ranks with a better grade of salesmen and reduce salesman turn- 
over. The plan provided for a straight salary basis for salesmen and 
a bonus based on 100 cars a year, payable either annually or semi- 


20 Years Ago—1940 
The Agriculture Department completed a survey which indicated 
that 85 percent of farm families own motor vehicles. The survey 





















Automotive Cartoon 


Of the Week 















































































































Honest Profits 









away is a crying shame. 
I will guarantee you one thing: 










and there. 

I am a small independent used- 
car dealer and I have been in 
this business 24 years. I love it 
and the auto business has been 
good to me and I have always 
operated at a profit, 















money and time can buy. I can as- 








overallow for some junker. 

I tell my customers straight what 
his car is worth in cash money and 
most of the time he is satisfied, 
for deep down he knows that is 
all the car is worth anyway. 

I read in last week’s news about 
some uninformed person saying 
that dealers will not know what 
the word ethics meant. Well, I 
resent that more than my English 
could stand and I want to say right 
here and now that in my 24 years 
of selling, trading, buying used 
cars, I have never misrepresented, 
oversold, highballed or lowballed 






















cars and one-fourth of the trucks 


“Well, you got rid of the gearshift, clutch and fenders— 
what's missing this year?" 


‘Excess Giveaway ..... 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used if you so request. Address Editor, Automotive News, Detroit 7, Mich. 


I am sick and tired of seeing and 
reading about all the giveaway 
stuff in the auto business and the 
way new-car dealers give their cars 


If I were a new-car dealer, when 
the time came that I was forced 
to sell a $2,000 or $3,000 car for a 
measly 25 or 50 bucks I would get 
out of the new-car business then 


I am one of these old-fashioned 
dealers who does not handle any- 
thing but the very best used cars 


sure you of one thing certain—I do 
not give my cars away; I do not 
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any of my customers in any way 
and they get a fair and square deal 
from me from start to finish. 

I have built my business on 
honesty, fairness and treating my 
customers like humans, 

I would like to say that I know 
many, Many used-car and new-car 
dealers who are the highest-type 
individuals and are a credit to this 
community. 

We are in the greatest business 
in the world, so let’s keep it on a 
high level and go out and sell these 
new cars and used cars at a profit, 
not see who can cut the other’s 
throat the deepest—Just a SMALL 
DeaLeR WHO WANTED TO Put IN His 
Two CENTs. 


+ * + 
Art of Saying ‘No’ 

The Automotive News issue, dated 
Aug. 8, contains an article on Page 
Three entitled, “How About Sug- 
gestion Plan For Sales, Dealer 
Ideas.” 

NO, that is the keyword to use 
when the sales personnel try to get 
dealers to do volume business. NO, 
that is the keyword to use when the 
prospective customer trys for a 
wholesale deal. 

If the dealer cannot say NO, then 
he can say “Yes, I do not want it.” 

Dealers must not only get togeth- 
er, they must STICK TOGETHER. 
—Nie.ts P. ANpERSEN, Andersen, Inc., 
Chatham, N., J. 


* * * 
A Woman’s Viewpoint 


More and more women car own- 
ers believe that styling should be 
deemphasized in preference to en- 
gineering excellence. Dealers’ and 
makers’ assumptions that the fe- 
male is ignorant of this excellence 
or lack of it is not keeping up with 
modern thinking. Mrs. RENA 
ALDEN, 223 W. Hayden St., Port 
Chicago, Calif. 


Of People and Space 


This world does not have an un- 
limited amount of space for an un- 
limited amount of people. We do 
not even have an unlimited amount 
of fresh water. There are those 
who seem to think the answer lies 
in ignoring it—Wu.uam R. Su.u- 
ee 1116 S. Flower, Los Angeles 15, 
Calif. 

















Alan G. Rude, 
President of 
Universal CI. T 
Credit Corporation 


__CjT REPORT 


OVERHAUL FOR PROFIT 


» What can be done with a customer who has just finished the 
last payment on his car, and is not ready for a new model? 
Do you write him off and hope that he'll return when 
he's in the market for a new car? 


Or is there something that can be done to tie him to your 
dealership? Is he a potential source of profit? 


» Talking to alert dealers across the country we've discovered 
that many utilize their mechanics as salesmen in overalls to 
solve the "not ready to buy" problen. 


| When their local U.C.1I.T. office notifies them that 





a customer is getting close to his last payment, they contact the 
customer and invite him in for a free safety inspection of his car. 


Thus the dealer has an opportunity to look the car over 
| and, at the same time, find out if the customer is in the market 
for a new car. 
» If the customer is not ready to buy, yet major overhaul 
is in order, many dealers offer to do the job on the U.C.I.T. 
Car Repair Plan. 
» This plan gives you three big advantages. 
One, you can make immediate profits on overhauls. 
Two, it takes your customer off the market while he pays 
for the overhaul. 
Three, when he's ready for a new car you'll be quoting an 
allowance on a car that you know has been properly reconditioned. 


» The Car Repair Plan is another continuing service for 
C.I.T. dealers. Why not find out how you can earn plus profits 


with this unique plan? 
» Talk it over with your local Universal C.I.T. District 
Manager, today. 
Cordially, 





— a © eee, act 


Setanta 
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AUTOMOTIVE WASHINGTON 
Wage-Bill Mixup Gives 


Dealers Full Exemption 


By William Ullman 
Washington Bureau Chief 
Figg rowing car retailers have some good friends in the 
United States Senate. When after an eight-day battle, 
the Kennedy minimum-wage bill was passed by a vote of 
innit lestetllaleth pancreas 
62 to 34, auto, truck and farm Gas te ae a ee 
implement dealers were ex-| {It turned out, however, that two 
empted from both the overtime| slightly different versions of the 
and minimum-wage provisions of| Anderson amendment had been 
the Fair Labor drafted. One version was for Sena- 
Standards Act. tor Smathers to use in the debate, 
It is now a mat- and it exempted dealer employes 
ter of record, from the minimum wage as well 
however, that as overtime. The versions got 
dealers got more shuffled, and the Senate approved 
than the senators the Smathers amendment. 
meant to give Senator Kennedy and others 
them. Early in caught the error before the vote 
the day of the took place, but because of a parlia- 
vote, Senator A. mentary snarl, it was impossible 
S. Mike Mon- to correct it. For this reason, the 
roney, Oklahoma wile Oi Democratic Presidential standard- 
Democrat, had “= |bearer voted against the amend- 
made his move to exempt from ment. 
minimum-wage coverage all retail Nobody seemed to take the error 
outlets operating in but a single) ory seriously, however, possibly be- 
state. cause it had been pointed out ear- 
Senator John F. Kennedy, Massa- | lier that most dealer employes make 
chusetts Democrat, was anxious| more than the minimum wage any- 
to defeat the Monroney amendment, | way. 
but he found it difficult to rally sup- 
port for his cause. He bargained 
hard on both sides of the Senate 
aisle, and, in the process, he agreed 
to several concessions. He promised’ 
not to fight an exemption for hotel 
and restaurant workers—and he 
agreed to the overtime exemption 
for auto dealer employes. After all 
the bargaining, Senator Kennedy 
just squeaked by. The Monroney 
amendment was licked by the close 
vote of 50 to 42. 

The compromise amendment 
then was introduced by Senator 
Clinton P. Anderson, New Mexico 
Democrat. It was co-sponsored by 
Senator George A. Smathers, Flo- 

rida Democrat, and it sailed 
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Minimum Put at $1.25 


AM FINALLY approved, the 

amended Kennedy bill would in- 
crease the minimum wage to $1.25 
an hour. The wage of workers al- 
ready covered would go up to $1.15 
an hour in 1961; to $1.20 in 1962, and 
to $1.25 in 1963. Workers newly 
covered would receive $1 an hour 
in 1961, with no overtime; $1.05 and 
a 44-hour week in 1962; $1.15 and 
a 42-hour week in 1963, and $1.25 
and a 40-hour week in 1964. 

It also would extend coverage 
to four million additional work- 
ers, including those in large retail 
and service establishments with 
sales of $1 million or more annu- 
ally. It is this arbitrary $1 million 
figure to which the National Au- 
tomobile Dealers Association and 
dealers have objected so vigor- 
ously. 

The House version of the mini- 
mum-wage bill, which was approved 
before the political conventions, 
differs from the Senate bill in prac- 
tically every respect. It would lift 
the wage to a top of $1.15 an hour, 
and dealers are exempted except 
for those few who operate at least 
five outlets in two or more states. 

It would extend coverage to only 
1.4 million new workers. Through 
another error, however, the House 
bill inadvertently removed ‘some 14 
million workers from coverage. 

Differences in the two bills must 
be ironed out in House-Senate con- 
ference. According to the Senate 
parliamentarian, the conferees 
could, if they wish, correct the 
error in the Senate bill and put car 
dealer employes under the mini- 
mum-wage provisions only. 

Considering the great differences 
between the House and Senate 
measures, however, this is but a 
minor point. At this writing, it 
was not known whether or not the 
all-powerful House Rules Commit- 
tee would permit the House bill to 


go to conference at all. 
* * * 


Bill Still Faces Veto 


UT even if a conference does 
take place, and conferees are 
able to reach satisfactory agree- 
ment and secure approval from the 
House and Senate, there is a chance 
that President Eisenhower will veto 
the measure. The Kennedy bill goes 
far beyond the President’s recom- 
mendations. 

But the important thing is that 
dealer employes appear to be ex- 
empt from the overtime provisions 
of the Act, no matter what hap- 
pens in conference. This repre- 
sents a resounding victory for 
NADA and its dealer members, It 
has been an uphill fight for the 
association. 

A number of senators have proved 
their concern for the unique prob- 
lems of auto retailing. Among them 
are Senators Wallace F. Bennett, 
Utah Republican and a former Ford 
dealer; Francis Case, South Dakota 
Republican; Winston L. Prouty, 
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Vermont Republican, and, of course, 
Senators Anderson and Smathers. 

But the man who really forced 
the issue on behalf of dealers was 
their old friend, Senator Monroney. 
He may have lost the fight for his 
own amendment, but the strong 
support he gathered for his pro- 
posal forced Senator Kennedy to 
accept the compromise which in- 
cluded the dealer amendment. Con- 
sidering the fact that Senator Ken- 
nedy is his party’s presidential 
nominee, Senator Monroney’s per- 
formance was nothing short of 
spectacular. 


* x * 
Highway Probe Postponed 
—— House investigation of irreg- 
ularities in building the Inter- 
state Highway System has been 
postponed until after the election 
on Nov. 8. 

The House Public Roads Sub- 
committee, which will conduct 
the probe, met in executive ses- 
sion on Aug. 24 to map future 
plans. It will hold at least three 
hearings between Thanksgiving 
and Christmas, according to re- 
ports. 

Subcommittee Chairman John A. 
Blatnik, Minnesota Democrat, said 
his group has uncovered evidence 
of fraud, including collusion among 
contractors, faulty workmanship, 
malpractices in buying rights-of- 
way, and abnormally high fees for 
consulting engineers. 

“We think there is a serious lack 
of supervision and control by the 

Bureau of Public Roads in almost 
every section of the country,” 
Rep. Blatnik said. 
a 


* * 
What Candidates ‘Dig’ 
GMS, Washington’s “good 
music” station, has reported on 
the favorite music of the 1960 
White House campaigners. 

Henry Cabot Lodge is the most 
high-brow, preferring Mozart and 
Handel, though he also “digs” Dix- 
ieland jazz. Senator Kennedy is 
next, with Debussy and Moussorg- 
sky’s “Boris Gudonoff.” 

Vice-President Nixon likes “Ok- 
lahoma,” (including its electoral 
votes) and Tchaikovsky’s “Swan 
Lake.” Least highbrow is Senate 
Majority Leader Johnson, who likes 
Strauss waltzes and Western hill- 
billy songs. 


Synthetic Fibers 
Studied for Role in 


‘Tire of Future’ 


AKRON.—A “tire of tomorrow,” 
with performance and wear far be- 
yond present levels, may be evolv- 
ing from research in synthetic 
fibers, it was disclosed here, 

A program of research and test- 
ing in quest of a tire that will 
combine exceptionally long life 
with smooth and quiet riding prop- 
erties is being conducted by Good- 
year. 

“The potential of these fibers is 
striking in terms of the qualities 
they may enable us to build into 
tires,” said Dr. R. P, Dinsmore, 
research vice-president of Good- 
year. 

“For example,” Dinsmore said, 
“one has a melting point of 600 de- 
grees Fahrenheit, compared with 
482 degrees for the fiber used in 
today’s premium _ replacement 
tires.” 

Goodyear’s research in new fab- 
rics includes building them into test 
tires which are put through severe 
punishment on special machinery 
and high speed test tracks, In ad- 
dition, the tires are run thousands 
of miles over regular road surfaces. 
The test tires are analyzed to 
measure such factors as the fibers’ 
resistance to heat and fatigue. 

The new fibers fall under three 
general classifications — polyester, 
polyvinyl and polyamide, So far, 
Dinsmore said, all of the fibers 
show great promise. 








Dealers Seek to Upset 


Used-Car License Fee 

LODI, N. J. — Suit has been 
filed in Superior Court in Hack- 
ensack by two used-car dealers 
in an attempt to void a borough 
ordinance requiring $100 annual 
license fees for car lots. 

The fee imposes an undue bur- 
den on interstate commerce, the 
dealers charged. They are Nicho- 
las Messina, Messina Auto Sales, 
and Robert Bonanno, Goodyear 
Motors. 
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New Spot TV 


Guide-Book 
aims right at 


the target 
of successful 
selling 


Spot Television is the fastest 

growing advertising medium of the 60’s 
—the most flexible market-by-market buy for 
your TV dollars. Now, at last, comes a 

basic guide-book on Spot TV. It is called 


“Selective Pressure on Target” and contains 





GET YOUR FREE COPY DIRECT FROM ONE OF 
THESE KEY STATION EXECUTIVES 


These men know the Television business. They know their mar- 
kets and the kind of advertising that will sell them most effec- 
tively. They can supply you with facts on viewing as up-to-date 
as the programming on their stations. They also have a supply 
of these booklets. So get your copy from one of these executives, 
or from us. Call or write today. 


all the pertinent facts, figures and fundamentals 
on this effective selling force. It shows how 
Spot Television Advertising is used for a 
variety of purposes—and used very successfully. 


This Handbook is yours for the asking. 
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Profits Squeezed as Costs Rise... 


St. Louis Cleanup Called Spotty 


By Jack Bernstein 
Staff Correspondent 


ST. LOUIS.—Dealers here, busy 
with the cleanup, report that the 
retail market appears to be mixed 
and spotty. 

In instances where sales were 
ahead of July, this situation was 
accompanied by higher costs of 
advertising and promotion, with 
profits squeezed by tough cus- 
tomers. 

One Buick dealer described the 
current situation “as definitely the 
toughest cleanup since the war.” 

“Unless volume increases appre- 
ciably, it is a case of being over- 
dealered,” he said. “I don’t believe 
I have ever seen a more competi- 
tive year with the overhead struc- 
ture that we have. It’s not due to 
the lack of business, but to the lack 
of profits.” 

He noted also that the custom- 
ers were tough during this com- 
petitive period, adding: “The deals 
they offer don’t permit you to make 
a return on your investment.” 

While Ted’s Motors (Plymouth- 
Valiant) in suburban Maplewood 
reported a 60 percent decline in 
new units, the used-car business 
was classified as good, with ’59s 
moving rapidly. There is no clean- 
up problem on Valiant. 

“We just won’t have any,” a 
spokesman declared. 

Ted’s started a new promotion 
in which the dealer consolidated 
the buyer’s monthly payments. 
“Only one monthly payment for 
your car and all other bills,” the 
copy said. The reaction to this 
was fair. 

E. M, Stivers, Inc., “St. Louis 
County exclusive Lincoln-Mercury- 
Comet dealer,” offered Mercurys at 
“our cost plus $1.” The ad produced 
a lot of calls, a spokesman said, 
but “they weren’t running over us.” 

Although business has slowed 
down, this firm isn’t disturbed by 
any inventory problem. There is no 
selection available in the Comet; 
the complete stock of Lincolns has 
been sold (“we just went to work 
and got rid of them’), and only the 
Mercury is a little heavy, about 35 
units. 

However, this dealership is short 
of used cars. Selling about 75 to 80 
a month, it usually carries about 
50 to 60 units. However, it was 
down to 25 units and a shopping 
spree commenced, 

A few ’59gs were purchased, but 
Stivers people found some dealers 
saddled with such high costs that 
they couldn’t afford to wholesale 
without taking a loss. 

“The trouble was,” a buyer re- 
marked,” they got the cars on the 
books retail when they should be 
wholesale.” 

Not all business was discourag- 
ing. A spokesman for Metro Mo- 
tors, a Dodge dealer in Kirkwood, 
in South St. Louis County, ex- 
pressed satisfaction with the cur- 
rent situation. 

Roy Young, sales manager, de- 
clared the sales were “real good 
and that the inventory was in 
pretty good shape.” 

The Dart was pacing the volume 
rise, but the company just started 
to spend extra money for news- 
paper advertising. This comple- 
ments the normal radio spots. 

As for inventory, Young said, 
“We have enough to last until 
announcement day, Sept. 29, but 
we might run out of cars.” 
Murphy-Tenge Rambler, a West 
End retailer, with sales off 20 per- 
cent from the spring, has doubled 
its advertising. 

One quarter-page newspaper ad 
featured a Rambler for $1,595, The 
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ad did pull in some business and 
boost traffic. 

The George Pappas Ford Center, 
North St. Louis, started using out- 
door advertising. The message, 
which has been up 30 days, offers 
$350 above Red Book value on 
tradeins. Business has perked up 
some, thanks mainly to the Falcon. 

Pappas’s new-car inventory 
stands a little high, about 25 above 
requirements, As for used cars, 
there is only a 10-day supply. Com- 
menting on buying habits, a Pap- 
pas executive said, “They are buy- 
ing now because they need 
transportation. The cars require 


|lots of reconditioning. Last year 


they were buying for style.” 

Another dealer in North St. 
Louis, Gene Jantzen Chevrolet, as- 
serted that sales are “fairly good, 
up some.” The inventory is “just 
right,” he said. 

More money is being spent to 
advertise used cars. The public, 
a Jantzen official declared, is 


looking for good used cars. 


AIR EXPRESS... 
FIRST ON, FIRST OFF 
.o» FIRST CHOICE 
NATIONWIDE! 


There’s no market for the medi- 
ocre, he said. 

Among the top Chevrolet sellers 
is the six-cylinder Impala coupe. 
Assessing the other models, he de- 
clared that Corvette is doing a bet- 
ter job and that Corvair is coming 
back. 

R, E. Keenan, general manager 
of Pardue Motor Co. of the West 
End has been making a survey of 
conditions the last several years. 
He is just about resigned to “quiet” 
vacation times in July and Au- 
gust. New auto trade is down 10 
percent, used cars up on an in- 
creased ad budget and normal in- 
ventory. 

He called the situation “spotty” 
now, 

“There is a little lull in the fine 
car field,” Keenan said. 

His company sells Chrysler, Im- 
perial, Plymouth and Valiant, with 
the latter “cleaning out very well.” 
He reported an increase of air con- 
ditioned cars in the last four years, 
“up 18 percent.” 

Pardue also is benefitting from 


the decision of Chrysler to build 
a new factory here, he said, With 
a local factory, he said, many peo- 
ple talk about the product. This has 
helped all Chrysler dealers here, 
he said. 

“And there are many people 
working at the plant who are 
buying Chrysler products,” he 
said. “They like them because 
they understand them.” 

An independent dealer, Glenn 
Thomas, Missouri Auto Super Mar- 
ket, added an insurance depart- 
ment and this has stimulated busi- 
ness, he said. 

Renewal of insurance “brings in 
old customers, small profits from 
the new policy and a chance at 
selling another car,” he said. “We 
know our customers; they have 
kept up on their payments.” 

A comparatively new organiza- 
tion, Carson Pontiac in Kirkwood, 
notes that business is “real good in 
new and used cars.” Volume is al- 
most double last month and inven- 
tory remains in good shape, a 
spokesman said. 

Warehouse sales, a technique em- 
ployed in the home furnishing in- 
dustry, were borrowed by Yates 
Oldsmobile, at its midtown location. 
Brand-new cars were featured in a 
“genuine $1,000,000 warehouse sale.” 








Highway Users 
Pay $5 Billion 


In Year’s Taxes 


WASHINGTON.—State highway- 
user taxes collected in the United 
States during 1959 set a record and 
passed $5 billion for the first time, 
Federal Highway Administrator B. 
D. Tallamy announced, 

According to state reports to the 
Bureau of Public Roads, the 1959 
total was $5.1 billion, a gain of 8.3 
percent over 1958, Tallamy said. 

Receipts for the two years are 
not precisely comparable, however, 
since 1959 figures included Alaska 
and Hawaii. The total for the two 
new states, however, was less than 
$16 million. 

Net adjusted motor-fuel taxes 
collected in 1959 totalled $3,265 mil- 
lion, compared with $2,982 million 
in 1958, Tallamy said. 

Motor-vehicle registration fees 
were up to $1,449 million in 1959 
from $1,366 million the previous 
year, Other motor-vehicle and car- 
rier fees brought in $377 million in 
1959, compared with $336 million 
in 1958. 





AIR EXPRESS goes where the jets go. /t has ever 
since the first commercial jetliner roared skyward. 


But 600 mph speed is just one more reason pro- 


gressive businesses hail AIR EXPRESS as America’s 
modern way of doing business; there are others: 
Like the sure knowledge that AIR EXPRESS gets 
first priority treatment on all 35 of the nation’s 
scheduled airlines. It’s always first on, first off— 
with new loading systems tailored to the jet age, 
and kid-glove handling every mile of the way. 
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Import-Car News Notes 


PTIMISM for the future of Fiat 

sales for the second half of 
this year is voiced by Francisco 
Griccioli, from the Export Depart- 
ment of the company’s home office 
in Turin, Italy. Griccioli currently 
is making a tour of Fiat facilities 
in the United States. 

He bases his views on the fact 
that Fiat sales in the U. S. show 
an increase of 80 percent over 
1958, an indication of the growing 
demand for Fiats in America. 

With regard to competition, Gric- 
cioli admits that the domestic com- 
pacts have had their effect on sales 
of some imported makes. 

Fiat, however, he says, will 
weather the storm. He stressed the 
network of approximately 500 deal- 
ers with factory-trained service 
personnel and spare parts in ade- 
quate supply to service and main- 
tain all cars sold. 

For those interested in sports 


Other reasons? Dependable overnight delivery 
to more than 20,000 communities. Prompt pickup 
and delivery service by the AiR EXPRESS fleet of 
trucks — many radio-dispatched for maximum 
speed. Immediate confirmation of delivery, too, via 
the giant AIR EXPRESS-operated teletype network. 
And, in some areas, helicopter service links small 
airfields with major terminals. 


cars. Griccioli stated that Fiat is 
increasing the production of the 
1200 and 1500 roadsters. 
* »* * 
Cahill a Racer 

D'« CAHILL, import dealer at 

7134 Manchester Rd. in St. 
Louis County, participated in the 
Lawrenceville (Ill.) sports car races 
Aug. 6-7. 

Cahill made a good showing at 
these races driving a Morgan Plus 
4 earlier in the year. At a recent 
sports car competition, a rough 
drive over countryside without 
roads, he averaged 68 miles per 
hour in a Renault 4CV, placing 
second. 

Taking part in all sports car 
events in the St. Louis area, Cahill 
says that as a sales and service 
expert for imported cars it is im- 
portant for him to know everything 
there is about them. 

Cahill handles Renault, Peugeot 


and Triumph and recently added 
Volvo. 
* * * 


British Motor 


Bete MOTOR CORP. reports 
a 35 percent increase in pro- 
duction during the last 12 months. 
BMC’s chairman, Sir Leonard 
Lord, said his company produced 
656,577 vehicles from Aug. 1, 1959, 
to July 31, 1960. Of these, 110,340 
were sold in North America. 


In the same period last year, 
BMC made 486,048 vehicles and 
sold 104,304 in the United States and 
Canada. Sir Leonard added that 
exports of BMC engines to manu- 
facturers, mainly in the U. S. and 
Germany, exceeded 11,000 units. 

BMC’s cars, including MG, Mor- 
ris, Austin and Austin-Healey, are 
sold in the United States by Ham- 
bro Automotive Corp. BMC also 
makes the Metropolitan for Ameri- 
can Motors, commercial vehicles, 
Austin taxis, Wolseley and Riley 
cars, engines for International Har- 
vester trucks and tractors and 
marine engines. 

* * + 


Rover 


ONALD CAMPBELL will be 
using three specially equipped 


four-wheel-drive Land-Rover ve-|t 


hicles to assist his land speed rec- 





ord attempt at the wheel of the 
Bluebird on the Bonneville Salt 
Flats in September. 

Two specially equipped long 
wheelbase Land-Rovers will be used 
for servicing the Bluebird during 
the attempt, one at each end of 
the 15-mile “straight” to assist the 
“turn round” at the end of each 
run. There also will be a short 
wheelbase Land-Rover equipped 
with Pyrene Fire Equipment acting 
as course patrol, crash and fire 


ender. 
In addition to these, 15 Rover 
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sedans will be used to transport 
Donald Campbell and all personnel 
attending the Bluebird in the great 
salt desert more than 100 miles 
from Salt Lake City. Rover service 
engineers will look after all Rover 
vehicles. 
* o * 


Volvo 


N AUBURN (Wash.) resident 

was named a member of one 
of the most exclusive automotive 
societies in the United States. 

Neil W. Standal was presented 
with a membership plaque in Vol- 
vo’s “100,000-Mile-Club” by Jay 
Jackson, manager of Roll-On Mo- 
tors, Seattle, dealership which 
services Standal’s car. 

Because Volvos were introduced 
into the U. S. in 1956—a scant four 
years ago—eligible owners would 
have to drive over 25,000 miles per 
year in the same car to qualify. For 
this reason, Standal is one of the 
first 10 members, and his car has 
exceeded 134,000 miles since it was 
purchased in August, 1958, when 
12,000 miles had been logged by the 
original owner, for a present total 
of 146,000 miles. 

Standal said the only major en- 
gine repair was an overhaul at 
145,000 miles. 

* * > 


Triumph 


LBERT M. FETTA and Richard 
G. Roth, both formerly with 
Chrysler Corp., have joined Stand- 





A. M. Fetta 
Inc., 


R. G. Roth 


ard-Triumph Motor Co., 
regional managers. 

Fetta, who had been Imperial 
manager for the Pacific Coast, will 
be based in Houston. Roth, who was 
area sales manager for DeSoto, will 
work out of Chicago. 

* * * 


as 


Volkswagen 


Two vice-presidents have been 
appointed by Reynold C. John- 
son Co., Volkswagen distributor for 
Northern California, Western Ne- 
vada and Utah. 

They are R. W. Hansen, whole- 
sale division general manager, and 

R, Clason, retail division gen- 
eral manager. 

® a » 


BMC 


RITISH MOTOR CORP. has 
announced that Princess Mar- 
garet has accepted as a wedding 
gift from Car Mart, Ltd., a Metro- 
— car made by Austin Motor 
‘0. 


* * * 
Keys for Imports 


ATIONAL KEY CoO. is market- 
ing a line of key blanks for 
most makes of imported cars, A 
brochure ig available from the 
company, 5777 Grant Ave., Cleve- 
land 5, O. 
+ * + 


Home Delivery 


[HZ West German Motorship 
Catherine Sartori unloaded at 
Bay City, Mich., 14 cars purchased 
in Europe by Bay City-area em- 
ployes of Dow Chemical Co. Makes 
included Mercedes-Benz, Volks- 
wagen, Renault, Peugeot and Tri- 
umph. 


ADVERTISEMENT 


YOU TARRED? 

The public believes 
thet all car dealers 
ere tarred with the 
same brush . . . and 
YOU are included, re- 
gardiess of how 
many years you have 








Edward Fiske Co., , 2 Depot Plaza, 


White Piains, N.Y, 








ENGINE MOUNTS of Butyl dampen motor vibration and 
road impact. Result? Elimination of shock-damaged engines 
. .. decreased car “shiver” during idling . . . and reduced 
engine rumble. 


MORE AND MORE ENJAY BUTYL RUBBER 








WHAT'S 


BODY MOUNTS of Enjay Buytl offer the highest degree of 
vibration and sound isolation of any rubber on the market. 
Result? Cars that stay tight and quiet for years. 


From sound-deadening body mounts 
underneath .. . to element-defying 
weather stripping outside — Enjay 
Butyl Rubber gives car manufac- 
turers still more reason to say their 
new models are the best ever. All 
American car manufacturers are now 
using Butyl. They are finding everso 
many ways to use this amazingly 
versatile rubber. 

And soon, Butyl tires may be 
offered as aneztra selling feature on 


NEWS IN RUBBER 





WEATHER STRIPPING of Butyl resists deterioration. 
Resists such enemies as: ozone; sunlight; water; and aging. 
Result? Better performance and durability. 





RADIATOR HOSE of Enjay Butyl holds off deterioration 
from heat, rust inhibitors, anti-freeze and other chemicals. 
Keeps its shape and resiliency for years. 


today’s new and better cars! 

More and more tire marketers are 
turning to Butyl rubber for tires 
with riding and safety benefits so 
distinct that they can be convincing- 
ly demonstrated in one short ride! 
Consider these advantages: (1) Stop 
up to 30% faster, for greater safety 
... faster on wet roads than ordinary 
tires on dry! (2) Literally “soak up” 
bumps and vibration for smooth, 
quiet motoring pleasure; (3) 





IS GOING INTO TODAY'S CARS 


Screech-free — even on sharpest 
turns! (4) Age and ozone resistant 
— Butyl tires keep their fresh, new 
tire look for years, even on unused 
spares! Enjay does not make tires. 
It supplies Butyl rubber to manufac- 
turers of tires, tubes, and hundreds 


of other products. For more informa- 
tion, write to: Home Office: 15 West 
51st Street, New York 19, New York. 
Other Offices: Akron ¢ Boston 
Charlotte *« Chicago « Detroit 
Houston « Los Angeles « New Orleans 
Plainfield, N. J. * Tulsa 


EXCITING NEW PRODUCTS THROUGH PETRO-CHEMISTRY 


ENJAY CHEMICAL COMPANY 


A DIVISION OF HUMBLE OIL & REFINING COMPANY 
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U.S. Steel Tests 
Bumpers Clad 
With Stainless 


Program Is Part 
Of Greater Attention 
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Engineering - Production - Materials. 


A Monthly Section Describing and Interpreting Technical Decelopments 














Compacts Require 
Engineering Skills 
Of a Special Order 























































































Zi To Auto Problems 
x ONROEVILLE — 
: M its new setbeain toc mein By Joseph M. Callahan compact cars. But the engineers 
greater service to the auto industry Engineering Editor — knew, despite protests to the con- 
4 and other customers, United States| LMOST without realizing|trary from across the land, that 
: Steel Corp. is making an intensive it, engineers, stylists and Americans want good acceleration. 
effort to develop stainless steel-clad . : f th For one thing, it’s a must in pres- 
bumpers at its Research Center product planners of the|ent day traffic. 
here, on the outskirts of Pittsburgh United States auto industry have; Once again the engineers were 
7 y orbited into a new era—the era of| bumping against the age-old 
Although the development of “ s ee te a ow “ 
the stainless-clad bumpers has ” compact-car engineering. axiom that says roughly: “With 
not reached a point where they This fall four new compacts— a certain sized car and a certain 
are slated for any future model, | [sbrand# and Ceramic Muffler— F-85, Lancer, Special and Tempest — a 7. fo Paar 
the development work has proved Ralph Isbrandt, director of engineering for American Motors, displays the inside of wel ee en oe See at eaart seul om both.” ; Y 
that such bumpers can be made | ceramic muffler which AMC is offering on all '61 cars. The muffler will be guaranteed bringing to 10 the number o . y § . - d 
and that they offer some advan- | to the first owner for the life of the car : compact cars that have been (Incidentally, it’s privately yaad 
tage over present bumpers. A se 8 : a planned, engineered and styled. that the biggest error made in the 
couple of car makers already have In conversations with more than Covepepemens .— — = 2. es 
exhibited considerable interest in a score of the auto industry's chief Ee ceemannesonpe tree alee 
them. asuad a CSU ts engineers and other officials, it was 
The biggest benefit yet achieved learned that compact-car engineer- 
ones Stainless-clad bumpers is I 4 MC’ C. r e ing is based on substantially differ- 
greatly increased corrosion resist- Mi ffl ent principles, objectives and meth- 
ance. However, two other eagerly n s e amic u er ods than standard-car engineering. 
sought objectives—lower cost and ; Several engineers, when asked 
less weight—are still eluding the — you prepare a list for| Automotive News recently, “The|how this new era was affecting 
U. S. Steel researchers. me of the things on our cars} muffler was not only on the top of|them, replied that there was little 
hres Heng that you think the public finds| the list of problems, but it was also| real change, especially for the 
[psenssies U. S. Steel’s recent} most unacceptable from the stand-| the roughest one to solve. younger engineers. Then, after a 
efforts with Automotive News,| point that they require replacement} “All the other items on the list| little thought, they frequently would 
J. Warren Stewart, chief research| sooner than necessary?” we've done something about. We’ve| launch into a prolonged discussion 
: engineer for automotive applica- This casual request over a | #dopted universal joints that sup-|of how their jobs actually had 
{ tions, said: luncheon table five years ago from | PoSedly are sealed for life. We im-| changed in the last couple of years. 
“We are now putting more em-| George Romney, president of | Proved our shock absorbers. We * * # 
' phasis on applications research and| American Motors, to Ralph Is- | Went to bonded, thicker brake|“ 7 T’S simply a matter of getting 
l} giving more thought to the auto| brandt, AMC’s director of engi- | linings. We also switched to alumi- regular-sized tomatoes into 
rT industry’s problems. An indication! neering, eventually resulted in nized steel mufflers, but we were| smaller cans,” began a Dodge en- 
of this is the new function I’m as-| the ceramic muffler, which will |"°t satisfied with their perform-/gineer. By “tomatoes” he meant 
sociated with—automotive applica-| be on all ’61 Ramblers. amen. passengers, engines and other com- 
tions engineering. This muffler has resulted in a Even before the aluminized | ponents. Subsequently, this engi- by Joseph M. Callahan | 
“The prime problem we've at- | good deal of skeptical conversation| ™¥fflers were installed, Isbrandt | jeer s'eo admitted that there was ° ee en 
5 tacked thus far is automobile | (much of it from people who won’t| 294 his staff began a long and | oonsiu. rably more to compact-car 
‘ bumpers. We feel that this is an | have a ceramic muffler on their| °ften frustrating program that engineering. - 
especially important area because |’61 cars) as to whether it will per-| WS to lead to the ceramic muf- While compact engineering How Mercury Silenced 
of the trends to compact and uni- | form as well as its boosters pre- fler. means many different things to | ‘Mystery Whistle’ 
i tized cars. We have also investi- | dict. “The first thing we did on this) the chassis engineer, the body oe ; 
gated the plating and forming | Although AMC originally claimed| ™uffler program,” he related, “was| engineer and the manufacturing o—— spring and sum- 
end of bumper making.” only that the ceramic muffler will| © @8k Walker Mfg. Co. if it would| gngineer, there is a relatively new mer, as the auto indus- 
Stewart said that another prom-|be “virtually impervious to corro-|>¢ truly interested in developing! thread that runs through all their t ’ : ducti engineers 
ising approach to better bumpers| sion,” Automotive News has learned | 80mething like a lifetime muffler! conversations. It is this: rys production & b 
and other components is to use| that the company will guarantee| because of the impact such a muf-| «phe car must be lighter.” make their final mad scramble to 
high-strength, low-alloy steels. Al-|the muffler for the life of the car,| er would probably have on after-| Behind this multifront drive for|i™8Ure that the new models A 
though these steels often require|as long as the car stays in the|™arket sales. We approached the ways of saving weight was the somewhat similar to design — 
simpler shapes and larger presses,| hands of its first owner. Walker people first because they've| market research of almost every|C@tions, there are scores of prob- 
they do result in lighter parts be- ao been our muffler supplier for 25 company which showed “gas econ- lems to be solved, bugs to 2 
; cause of their greater strength per EFERRING to the list he com-| Years a «Wg rid have more| my” to be the most compelling —— and compromises to be 
if researc i ; . 
: pound of steel. ra piled for Romney, Isbrandt told seaaiee oietins oe than most other ~— a anyone wanting a com-| ‘ji. year Mercury, which is com- 
Samples for Auto Makers . . ede Market research also showed that | }"& out with an all-new car, was 
TEWART’S function is to find Engineering New Products peonamte Probleme the other features most desired by =o oo fom an ae an Gen 
solutions, whenever possible, to Page 24 ATT™ they convinced us that/ prospective compact car buyers—| .oiveq in typical fashion. 
(Continued on Page 28, Col. 1) they would enthusiastically|low purchase price, parking ease Seid: ai ptehlom — 0 
s: 2. @ attack this problem, we looked at| and lower repair costs—also could! , on vhistle” — defied solu- 
=. gd ey of a then avail-| be achieved by making lighter cars. oa” aiedk saiadion and caused 
able. inless steel, although ver oo Oe . 7 ; . 
good, was out because of the sae 2 M concern in every department for 
; Acceleration a Must several months. 
nomics of it. Ceramic-coated steel , , 7 hi high-nitched 
also appeared to be out because of ERY little in the market re-| This whistle was high-pitche 
manufacturing problems.” search said anything about the| and loud enough to interfere with 
Along about this time, American| kind of engine performance that} conversation in the passenger com- 
(Continued on Page 30, Col. 1) John Q. Public wanted in these partment. It occurred at several 
points between 35 and 55 miles per 
hour. ‘ 
e v Said one Mercury engine engi- 
ngineers Showcase _|e:'vthis ‘thine reaily "hea "is 
worried, For some reason they 
@ Engineers for a luxury car have patented a sunvisor that con- || thought that the whistle came from 
f tains a transparent, tinted sheet of plastic in the middle. This || the engine. ; E : ’ 
allows vision through the visor while still protecting from the sun. We worked on this thing for six 
There are no plans to use it on ’61 cars. weeks, with the ana oe 
@ Pontiac had originally planned to call its small car Polaris, rather se Mage Br eee Pingo an 
than the Tempest. As a result, Pontiac officials were perturbed ot um vate Finally we proved to 
when Dodge subsequently used Polara for one series. management that it couldn't be in 
@ There is general belief that auto makers, because of their huge || the engine.” 
engineering staffs, are reluctant to pay outside inventors for their se * 
developments. However, Ford reportedly pays $3 per automatic to [HE whistle problem was then 
several inventors. turned over to the chassis engi- | 
@ When Ferry Porsche visited Detroit recently, he said it was a || neers who were told that the bur- 
routine visit. Actually, he had some serious conversations regarding || den of proof was on them to show | 
the possibility of developing and perhaps producing a manual || that the whistle was not originat- 
Researching Stainless Bumper— transmission for a small, small car. Clue: He stayed at the Dear- || ing in the chassis. After a couple 
A piece of bumper stock coated with a sheet of stainless steel bonded to the surface born Inn. of weeks, the chassis people estab- 
is examined by two United States Stee! Corp. officials. They are J. Warren Stewart,/| @ A Los Angeles speed shop is working on a stainless-steel engine || ished their non-responsibility. 
left, research engineer, automotive applications, and John M. Reinhart, automotive for auto and marine use. Finally, the whistle situation was 
i industry manager, market development. (Continued on Page 29, Col, 1) 
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Nickel stainless steel discs... 
the most beautiful things on wheels 


examples of the design freedom made 


The Nickel in stainless steel not only enhances strength and corrosion 
resistance to assure lasting beauty — but also makes stainless easier to 


form into intricate, eye-catching designs. 


Your customers can’t see the Nickel in 
the stainless steel formed into wheel 
covers... but they certainly can appreci- 
ate what it does for them. 


Nickel gives stainless wheel covers the 
added corrosion resistance they need to 
stand up to road salts, tars, asphalt, and 
other highway chemicals. It gives stain- 
less the extra toughness and strength 


needed to shrug off flying pebbles and 
gravel. In these ways, Nickel helps keep 
stainless discs bright and new looking. 

Nickel stainless steel wheel covers are 
fabricated to have spring-like strength. 
They snap on firmly and hold on tightly 
. . . ignoring the impact of bumps and 
bounces from rough roads. 


The wheel covers above are typical 


possible by this easy-to-form material. 


Nickel stainless steel is ideal for wheel 
covers. Ideal for other trim, too. Remem- 
ber Nickel stainless steel when you need 
a material that’s beautiful and durable. 


THE INTERNATIONAL NICKEL COMPANY, INC. 
67 Wall Street liked, New York 5, N. Y. 


Inco Nickel 


Nickel makes stainless steel perform better longer 





This means extra profits for you! Here’s why: 


@ Sales and demos run smoother! TYREX tire cord 
gives the smoothest, quietest ride possible. ..comple- 
ments new chassis systems! 


@ It’s more proof that only the finest goes into your 
new cars...TYREX cord is the only cord developed 
exclusively for tires! 








@ Customer complaints are cut...no bump, bump 
from ‘‘nylon thump!” 


@ Tires made with TYREX cord give your customers 
these other big benefits: up to 17% more mileage; more 
resistance to impacts; 3% cooler running at turnpike 


speeds—all FACTS!—NOT CLAIMS! Proved time 


and again in test after test after test! 


Make your new car sales easier... tell your customers about 
the tires and all the advantages that TYREX cord gives! 


For latest test data write William Dalton, President, TYREX INC., Empire State Bldg., 











» first thing 





r American car maker 


on. his new cars:tires 
> with TYREX tire cord 


| (Not just once, but in 1959, 1960—and again on every make of 1961 car) 
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Tracing Background of Today’s Headlines... . 
How Chrysler Drama Built Up 


Eprror’s Note: The following is 
a review of events which led up 
to the current situation at Chrys- 
ler Corp.: 


* * * 
By Kenneth C. Kelley Jr. 
Staff Writer 


favors opening scenes of the drama 
that is now approaching a cli- 
max at Chrysler Corp. go back a 
long way, perhaps to the early days 
of the company. 

Certainly one of the origins of 
Chrysler’s present troubles was 
the year 1957. “Suddenly it was 
1960” and the company set the 
auto industry afire with its tower- 
ing fing on the “Forward Look” 
cars. 

The company sold 1,382,000 cars 
and trucks and showed a profit of 
$120 million. Chrysler stock went 
up over $82 a share, and there was 
talk of a stock split. 


preox this point on, Chrysler has 
moved downhill into more and 
more trouble. In 1958, a recession 
year, sales fell off to 704,000 cars and 
trucks and the company lost $34 
million. 

The recession was over in 1959 
but Chrysler did not do a whole 
lot better. Sales ran to 917,000 
units, and the loss was cut to $5 
million. But, by this time, the 
company’s stockholders and many 
others were restless. 

The price of the stock fell off 
and it is now selling for roughly 
half the price it commanded in 
1957. There is no talk of a stock 
split. The company paid its stock- 
holders $4 a share in dividends in 
1957. Dividends are now being paid 
at the rate of $l a share. 

* 


TS= last few years have been 
years of upheavals within the 
corporation. Responsibility for sales 
was taken away from the Car- 
producing divisions and handed over 
to a central sales group. This ap- 
parently failed to produce results, 
and the sales responsibility was 
given back to the divisions. 

Titles have been shuffled up 
and dealt out anew to Chrysler 
officials on a number of occa- 
sions. There was a move to set 
up a network of Plymouth-only 
dealerships. There were the sharp 
changes brought about by taking 
Plymouth away from most Dodge 
dealers, giving most Plymouth 
dealers the compact Valiant and 
giving the Dodge dealers the Dart, 
a car that hag competed directly 
with Plymouth. 

Imperial has been a series in the 
Chrysler line, a separate line pro- 
duced by a separate division and 
now one of the products of the 
Chrysler-Imperial Division. 

Some of these changes have pro- 
duced results—Chrysler is making 
money this year and claims to be 
increasing its market penetration. 
Labor relations, long a burr under 
the saddle at Chrysler, have been 
fairly smooth ot late. 

* Bd 


Dann the Crusader 


OWEVER, there are now other 

problems. Law suits are being 
filed, a vocal anti-management op- 
ponent is getting a hearing and 
Chrysler is making a continuing 
round of disclosures about troubles 
within the company. 

One of the key personalities in 
the Chrysler story today is Sol A. 
Dann, 

Dann is a Detroit lawyer who 
has made what amounts to a 
career out of looking after the 
interests of the big auto com- 
panies. He says his formal educa- 
tion ended in the tenth grade but 
today he heads his own Detroit 
law firm. 

A small man with a dramatic 
nature, Dann has tangled with 
management at American Motors 
and Studebaker-Packard, He tan- 
gled with AMC when the company 
was losing money on a wholesale 
basis, now says: “Let George Rom- 
ney take all the credit, if he wants 
to. They're making money and the 
company is well run.” 

a * ok 
DAENx objected to the merger of 
Studebaker and Packard and he 
objected to the S-P tieup with 
Curtiss-Wright when S-P’s back 
was to the wall. He filed some 



























dust in court today. 


April, 1959. 

Chrysler President L. L. Col- 
bert had a hot time of it at that 
annual meeting. Dann objected to 
management mistakes but, at that 
time, he did not charge manage- 
ment with improper activities. A 
number of other stockholders 
were also critical of management 
at the 1959 meeting. 

When Sol Dann goes to work on 


an auto company, Many wonder 
what is in it for him. He claims 


to seek nothing more than sound 
management and protection of his 
investment in the companies. In the 
case of S-P and AMC, he held only 
a small interest in the companies. 
x * ea 

At™ CHRYSLER, he has more of 

an investment to protect. He 
owns 5,100 shares, more than any 
Chrysler director, save one. Those 
shares are worth almost $250,000 
at present market prices. They cost 
Dann far more. 

There is talk that Dann seeks 
publicity, a voice in Chrysler man- 
agement or some other benefit 
from his attacks on the manage- 
ment. He denies any aim to gain. 
Since his law firm is not a power 
in corporation legal work, it is 
doubtful that the publicity could 
do his business much good. 

As the date of the 1960 annual 
meeting at Chrysler began to 
draw near, Dann went into ac- 
tion again. He got a proposal for 
cumulative voting on the agenda 
for the meeting. The proposal 
had little chance of success. 
Dann apparently wanted a 
chance to express his views at 
the annual meeting. 

And, express them he did for 
about 90 minutes, He charged 
Chrysler management with “corpo- 
rate feather-bedding, payola and 
nepotism.” The present Chrysler 
upheaval began to take shape as 
Dann and Chrysler management 
squared off in preparation for the 
1960 annual meeting. 


Suits but nothing much ever came 
of them. The suits are gathering 








Dann went to work on Chrysler 
about two years ago, meeting with 
management, asking questions and 
making demands. His first big day 
came at the annual meeting in 


the annual meeting. Dann charged 


the publications heard him out, the 
present troubles at Chrysler would 
not have developed to their present 
state. 


+. 

Charges Vague 
| 1 ntti charges at the annual 

meeting were varied. He could 
make a lot of charges in the time 
it took to get through his speech. 
On the other hand, most of the 
charges were vague. 

Dann took the position that he 
wanted to just hint at what he said 
he knew about Chrysler manage- 
ment, hoping that all would be set 
right and he would not have to 
damage the name of the company 
by giving details on his charges. 

It looked like the end of the 
Chrysler story when the 1960 an- 
nual meeting was over. Colbert 
allowed Dann to speak his piece, 
Dann’s proposal was turned 
down, and Colbert reported that 
the company was making money 
again. 

In answer to Dann’s hints of im- 
proprieties in regard to Chrysler’s 
relations with its suppliers, Colbert 
said that, as far as he knew, nei- 
ther he, nor members of his fam- 
ily, nor other officers of the com- 
pany had any improper interest in 
any supplier at that time. 

* * * 


A eral Dod after the meeting, 
Dann added a new charge. He 
said that an executive of a supplier 
firm, acting on behalf of Chrysler 
management, offered him (Dann) 
more than the market price for his 
Chrysler stock. He charged the 
move was made to get him off the 
back of Chrysler management and 
amounted to a bribe offer. 

Chrysler exploded a bombshell in 
another direction on April 28 of 
this year, The directors moved Col- 
bert up to board chairman and 
named William C. Newberg as com- 
pany president. 

The Colbert-Newberg move was 
not unexpected. Newberg had been 
considered Colbert’s protege for 
years. They had followed each 
other up the Chrysler management 
ladder since they worked together 
on bomber engines at a Chicago 
Chrysler plant -during World War 


Dann claimed that he had diffi-| IT 


culty getting his proposal on the 
agenda for the annual meeting and 
that he was unable to get a number 
of other proposals on the agenda. 
Chrysler denied all of this. 

+ * * 


pe said that he was receiving 
a steady flow of information 
about illegal and improper acts on 
the part of Chrysler management 
from employes, former employes, 
supplier and Chrysler dealers, He 
was now talking about wrong- 
doing, not mistakes as he had a 
year earlier. 

A number of Detroit-area 
Plymouth dealers got together 
with Dann to find out what he 
had against Chrysler manage- 
ment in those days before the 
annual meeting. Dann continued 
to make rather vague charges 
against Chrysler management. 

A complication developed at this 
point, Local newspapers and many 
national publications did not report 
on the buildup of tension before 


After the war, Colbert ran the 
Dodge Division. As he moved up 
in the company, Newberg fol- 
lowed him at Dodge. Then New- 
berg began to move up on the 
corporation staff. He had long 
been considered the man who 
would follow Colbert. 

The appointment of Newberg 
failed to impress Dann. He said: 
“They’re turning their underwear 
around, putting it on backwards 
and trying to make everyone be- 
lieve they’re putting on a clean 
pair.” 

All now seemed well at Chrysler, 
if Dann could be ignored. The com- 
pany reported a profit for the first 
quarter, sales were going along 
well, plans were announced for the 
Lancer, a compact for Dodge deal- 
ers, and the Colbert-Newberg team 
looked for smooth sailing ahead. 

*” * OK 
E Cc, ROW, brought in from 
4e Chrysler of Canada, to beef up 
Chrysler management during its 








On Land and Water— 


Crowded highways are not a problem to these seafaring fellows shown crossing 


Lake Quassapaug, near Middlebury, Conn. Jock Whittaker, owner, Pioneer Automobiles, 
Inc. (Volkswagen), Watertown, Conn., and Bernie Pichetta, an employe, are shown 
in a stock Volkswagen. A propeller and snorkel tubes from the exhaust and carburetor 
intake are said to be the only added features. 










and continues to charge that, had 

























first vice-president was abolished. 

Chrysler issued a statement re- 
counting the success of the reor- 
ganization that had been going on 
for the last 10 years. Colbert called 
the appointment of Newberg the 
last act in the reorganization. 

It was quiet from the time of 
the reorganization statement in 
early May until June 30. On that 
day, word got out that the Chrys- 
ler board was holding a special 
meeting in New York City, Spe- 
cial meetings were to become al- 
most a way of life with the di- 
rectors as the summer Wore on. 

After the meeting, it was an- 
nounced that Newberg had resign- 
ed the presidency. He had held the 
job just 63 days, All Chrysler would 
say at the time was that Newberg 
had resigned “due to differences of 
opinion on certain corporation 
policies.” 

* * + 

Row Back in Power 


E board also announced that 
Row was in much better health, 
would postpone his retirement and 
he was renamed first vice-presi- 
dent, No. 2 man under Colbert. 
Probably the biggest bomb- 
shell in the Chrysler story was 
exploded on July 21 after another 
special meeting of the company’s 
board. It was announced that dif- 
ferences about Newberg’s inter- 
ests in certain Chrysler suppliers 
led to his resignation. It was re- 
ported that Newberg was told to 
sign his letter of resignation or 
else. 

Chrysler said that Colbert order- 
ed an investigation of Chrysler ex- 
ecutives, apparently after the 
stormy annual meeting in April, 
1960. Chrysler has never said what 
touched off the investigation. For 
all the public knows, it could have 
been Dann’s charges of impropri- 
eties that led to the probe. 

At any rate, Chrysler maintained 
that neither the company nor Col- 
bert knew of Newberg’s outside 
interests until they were revealed 
by investigators in June of this 
year. 

The July 21 board meeting also 
brought the announcement that 
Newberg would repay to the corpo- 
ration more than $450,000 in profits 
from his interests in suppliers. 
Newberg issued a statement, say- 
ing that he was advised by his 
lawyers that there was nothing im- 
proper or illegal about his interest. 
He has said nothing since that 
time. 

In his last full year with Chrys- 
ler, 1959, Newberg was listed for a 
salary of $125,900. In addition, he 
received installments on bonuses 
on profitable years in the past, ad- 
ditional options to buy Chrysler 
stock at less-than-market prices 
and was estimated by the company 
to be in line for a pension of 
$45,375 upon retirement. Chrysler 
has refused to say whether his 
resignation cost him his pension 
and stock-option benefits. 


C-. WAS at this point that the 
Chrysler story began to branch 
out into the many roads it is now 
following. Here is a rundown of 
what has been going on in recent 
weeks: 

1. The Newberg story has come 
out in detail and Ben Stone has 
become a part of the story. 

2. At least four legal actions 
have been filed, at least three in- 
vestigations of Chrysler problems 
are under way and a number of 
others have gotten into the act. 

The Newberg story, as far as can 
be determined, is this: 

Newberg joined with Ben Stone 
in setting up Press Products and 
the Bonan Co., which produced 
parts for Chrysler cars. Stone 
contends that the companies 
saved Chrysler millions of dol- 
lars. Chrysler contends that New- 
berg never revealed his interests 
in the companies and that New- 
berg and Stone should return 
what they made from the com- 
panies. 

Stone, who is now doing weli in- 
vesting in oil and gas operations 
and as a manufacturers’ represen- 
tative in Detroit, set up Press 
Products with Newberg, made door 
hinges and hardware for Chrysler 
from 1952 to 1955 and then sold the 
company in a capital-gains situa- 
tion. 

ae of * 
Bonan Becomes Vendor 


oer set up Bonan, made arm 
rests and other textile trim 


“reorganization period,” was listed 
for retirement due to ill health 
later in the year and his post as 






























items for Chrysler from 1955 to 
1958 and then sold this company 
to Allen Industries in another capi- 
tal-gains situation. 

Stone’s story of Bonan is inter- 
esting. One day, he went out to 
Dodge Division “to bum a free 
lunch.” M, C. Patterson, head of 
Dodge, prevailed upon him to 
find some better method for mak- 
ing arm rests. Patterson said, ac- 
cording to Stone, that Chrysler 
had five arm-rest suppliers, who 
charged about 90 cents apiece for 
arm rests and were not deliver- 
ing them satisfactorily. 

Stone says he worked out a new 
method for making arm rests for 
less than 75 cents apiece, told New- 
berg he could join in setting up 
Bonan to make the arm rests and 
started the operation. When Stone’s 
health failed, according to him, he 
received a “heaven-sent” opportu- 
nity—Allen Industries needed di- 
electric equipment for the Ford ac- 
count. 

* od * 

ee says he sold Bonan’s as- 

sets to Allen and got a consult- 
ing contract to help Allen in the 
dielectric field. Stone says that he 
bought out Newberg’s interest in 
Bonan, which had by this time 
been renamed Sango Co, 

According to Stone, £ango stands 
for Stone Gas and Oil and is solely 
his company in the oil and gas well 
investment business. It has been 
reported that the name stands for 
Stone and Newberg Gas and Oil. 
Dann charges that the letters in 
Sango stand for a number of peo- 
ple in the company including Stone 
and Newberg. Stone says he is in 
it alone. 

At any rate, Chrysler feels that 
Stone and Newberg should give 
what they made on Press Prod- 
ucts and Bonan to Chrysler. New- 
berg has agreed to repay his 
share, although there has been 
no report on how or when he will 
make payment. 

Stone says that his business with 
Chrysler was no more to his ad- 
vantage than to Chrysler's and 
that it is not his concern that New- 
berg did not reveal his outside in- 
terests. Chrysler has sued Stone for 
his profits. 

But this is only one of the four 
suits now pending on the Chrysler 
situation. 

* * * 
NEW YORK holder of about 

100 shares of Chrysler stock, 

Robert Markewich, got in the first 
suit. He seeks to recover for Chrys- 
ler any damages due to conflicts of 
(Continued on Page 42, Col. 2) 


Compact Called 
A Big Saver 
Of Tax Money 


SOUTH BEND. — Economical 
transportation not only benefits 
governmental units but the tax- 
payer as well, according to A. E. 
Fitzpatrick, Studebaker-Packard 
Corp. fleet sales manager. 

“When overhead or operating 
costs are reduced,” he explained, 
“the governmental agency is in a 
position to either lower its financial 
requirements or increase its serv- 
ices to the public.” 

Fitzpatrick said economy tests 
reported by the States of California 
and Pennsylvania indicate why 
sales of the Studebaker Lark to 
governmental units have increased 
14 percent during the past year. 
Larks are currently being operated 
by over 350 federal, state, county 
and municipal government subdivi- 
sions, he added. 

He said E. J. Petersen, California 
buyer, reported Larks have proved 
their economy with cost of opera- 
tion, exclusive of gasoline, averag- 
ing seven-tenths of a cent per mile, 
compared with about one cent for 
standard-size cars, 

“But we are also getting economy 
on gasoline,” he continued, “with 
about 23 to 24 miles per gallon on 
the Larks as compared to 18 for 
the others.” 

In Pennsylvania, Fitzpatrick con- 
tinued, the State Property & Sup- 
plies Department reported that in 
a 30-day test of 15 Larks, the com- 
pacts got nearly twice as much 
mileage out of a gallon of gasoline 
as standard-size cars. 

As a result of this test, Fitzpat- 
rick said, Pennsylvania has pur- 
chased an additional 178 Larks. 
California has bought 600 in a two- 
year period, he added. 
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Different Approach Required .. . 





New Engineering Era 
Created by Compacts 


(Continued from Page 20) 


1960 compacts was in not giving 
them sufficient accelerating ability. 
This will be rectified by the newer 
compacts and, to some extent, in 
the existing compacts. However, it’s 
incorrect to say that this is the 
start of a new horsepower race, 
according to the engineers. 

(An American Motors engineer 
said “nobody knows better than we 
that the American public insists on 
a certain level of performance. I 
give those Chrysler people a lot of 
credit for designing in a little more 
power in their Valiant than the 
other new compacts have.’’) 

However, the product planners 
of the new compacts decided that 
they could achieve both an accept- 
able level of performance plus good 
gasoline economy by cutting to the 
bone the weight of each of the 11,- 
000-13,000 items that go into a car. 

* * * 


i> THE past, weight-saving was 
one of those things that every- 
body in the auto industry talked 
about, but nobody ever really did 
anything about. Unable to under- 
stand this new emphasis on light- 
ness, some veteran engineers oc- 
casionally rebelled. 

Many long-time suppliers still 
can’t understand the necessity to 
cut weight. A steel official recent- 
ly commented that he thought 
talk about weight-saving was just 
a lot of publicity talk. 

Of course, the job of producing 
a lighter car would have been sim- 
ple if everything could have been 
reduced in size proportionately, but 
the cars still needed enough space 
for six people and an adequate 
trunk, Also they still needed about 
the same riding and handling quali- 
ties that the cars had traditionally 
had so that the drivers wouldn’t 
have to acquire new habits. 

Lightness was achieved in several 
ways. A principle route was by the 
use of more light metals and, when- 
ever possible, greater use of thinner 
gauge metals. In addition, plastics 
and other lighter materials also got 
more of a hearing. 

A Ford spokesman, temporarily 
forgetting the expense and effort 
his company went to in an effort to 
cut weight, said an aluminum en- 
gine in the Falcon would have saved 
only 50 pounds. 

Even admitting that a fine job 
was done in lightening the Falcon’s 
grey-iron engine, 50 pounds is a 
substantial amount. Of course, 
lightness isn’t the only factor. 

* * * 


Simpler Design Cuts Weight 

IMPLIFICATION of design is 

another major weapon employed 
to cut weight by all the Big Three. 
Whenever practicable, two compon- 
ents were integrated. The Falcon’s 
combination head and intake mani- 
fold is an outstanding example of 
this. 

Ford reduced the number of 


Safety Inspection 


Urged in Wisconsin 


MADISON, Wis.—A yearly vehi- 
cle safety inspection program was 
recommended for study to the 
Wisconsin legislature by a traffic 
law enforcement subcommittee of 
the State Highway Advisory Com- 
mittee. The subcommittee suggest- 
ed that vehicle owners, on receiv- 
ing a certificate of satisfactory and 
safe inspection, be required to send 
the certificate with their applica- 
tion for license plates. Both cars 
and trucks were included in the 
subcommittee’s definition of vehi- 
cles. 

It was agreed that compulsory 
inspection is needed, because motor 
vehicles in poor condition are re- 
sponsible for many accidents. Mil- 
waukee Police Chief Howard O. 
Johnson said mechanical failure 
caused about one in each 10 acci- 
dents. 

The subcommittee also suggested 
that all vehicle accidents be re- 
ported. Reports at present are re- 
quired by law only in accidents 
involving damages estimated at 
more than $100. 











parts in the Falcon’s engine by 
more than 100 and the number of 
parts in the Falcon’s brake sys- 
tem by 30. 

Weight savings were made in the 
Comet by designing garnish mold- 
ings into the inner door panels, by 
developing thinner doors and by 
using lighter weight ornamentation. 

In a few cases, lightness was 
achieved by the adoption of an en- 
tirely new component for a certain 
function, The Valiant’s alternator, 
substituted for the traditional gen- 
erator is lighter, smaller and more 
efficient. 

A veteran Ford engineer said 
that small-car engineering requires 
considerably more care so that a 
part is designed absolutely per- 
fect—neither so light that it won’t 


Stand the expected stress, nor too 
heavy. 

“Often by stressing a part differ- 
ently, weight can also be held 
down,” he added. “The engineer 
must be willing to work out a prob- 
lem a dozen times.” 

The need for lightness also was 
the compelling factor in the selec- 
tion of unitized construction for all 
compacts except the Studebaker 
Lark. In this construction, the shell 
provides the necessary strength and 
rigidity. Engineers also feel that 
the unitized body is ideal for the 
compacts because it permits maxi- 
mum use of space. 

oa ok ok 

HOWEVER, as so often happens, 

one problem’s solution leads to 
another problem. In this case, the 
unitized body made necessary some 
way of inexpensively preventing 
excessive rusting of the weight- 
bearing underbody members. 

Each of the Big Three chose 
different solutions to this problem. 
Corvair uses a zinc-rich paint; 
Valiant relies on dipping the un- 
derbody into a bonderizing tank; 
Falcon employs differentially- 
coated galvanized steel sheet. 

Styling of the compacts has been 
exceptionally difficult because of 
the need to hold down the cars’ 








25 386s 84s 3 3f 


Small-Car Research— 


This is a graphic presentation of a 
market research study made by Alderson 
& Sessions in 1957 for Ford Motor Co. 
to determine what potential buyers wanted 
in a compact car. Gas economy leads the 
list. Studies such as this strongly influenced 
management and engineering decisions. 

ee 


purchase price, the need to get 
maximum inside dimensions and the 
difficulty of achieving sleekness 
with a relatively short body. 
Although good styling is a matter 
of opinion largely, there is consid- 
erable feeling that Valiant achieved 
it by giving up some profitability 
and Comet achieved it by simply 
stretching out exterior dimensions. 
Some engineers feel that styling 
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hasn’t been of overriding impor- 
tance in the compact market, but 
that it will increasingly become so. 


The Corvair is an example of 


|| Close cooperation between engineers 


and stylists. Engineers went to 


|| great effort to lower the silhouet of 


the engine so that the car would 
have a “bustle back” instead of a 
“fast back” such as the Volkswagen 


has. 
* * * 


Effects on Engineers 

N SEVERAL conversations about 

compact-car engineering, there 
were references as to how this af- 
fected the industry’s engineers. 

Said one project engineer: “The 
intangible image that a car creates 
seems to be more important with 
the compacts. And top manage- 
ment is now asking the engineers 
about what a typical customer 
would like. Some of our younger 

fellows have been asked their 
views 0: Cars and components 

that are two and three years 
away.” 

Many engineers interviewed felt 
that the best thing that has hap- 
pened to the U. S. auto industry 
was the import-car invasion because 
it woke up the American makers 
and engineers. 
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Woman's eye view of an extra sales point... 


She might not know a cylinder from a carburetor but she knows style and value. That’s why 
you're wise to feature the fabric when it contains Du Pont Upholstery Nylon. She knows 
nylon as well as he knows his mechanics. She enjoys nylon in her home .. 
its performance, beauty, year-round comfort. Sell her first, and you're off to a great 
start. Remember, he makes the decisions . . . but she’s his favorite deciding factor! 


DuPont upholstery nylon 
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FORD DEALER PUBLICATIONS AID DEAL 
WITH PRACTICAL, PROVED AND P 


and we thank the Marketing News for this assist. 


“I’ve been associated with Ford Motor Com- 
pany products since 1913,” says Mark Tuban, 
who operates two Ford dealerships in California 
and is the Ford industrial engines distributor 
for northern California, southern Oregon and 
Nevada. “Daily, I’m in contact with other Ford 
dealers, clients, garage men and original equip- 
ment manufacturers using Ford power. My 
most difficult task, however, is communication: 
that is, gathering and disseminating profitable 
ideas and plans to fit all concerned. 


“The Ford dealers are exceptionally fortunate 
in having excellent communication tools such 
as The Ford Dealer Magazine, a case history 
magazine which, in simple language, brings to 
Ford dealers, monthly, dozens of practical, 


proved and profitable ideas and suggestions. I 
read and study every issue, and invariably find 
one or more articles with suggestions which can 
be applied in our dealerships. 

“The results often amaze us. The progress in 
every department of our business is traceable 
to our organization’s willingness to accept and 
apply promising ideas found in the magazine. 

“A little over a year ago, Ford Motor Com- 
pany began publishing the Ford Industrial En- 
gine Marketing News, distributed to all Ford 
product dealers. Almost immediately we noticed 
an increase in interest and inquiries pertaining 
to Ford industrial engines. In our area during 
the past year, many Ford dealers have sold and 
serviced Ford industrial products with profit, 


“I encourage our organization to learn, de- 
velop, and apply ideas and plans which can 
profit them and our business. The Ford dealer 
publications help keep our whole organization 
alerted and working toward greater goals and 
rewards. Keep up the good work!” 


Mark Tuban’s reaction to Ford Motor Com- 
pany dealer publications is typical of many deal- 
ers throughout the country. To foster continuing 
enthusiasm among our dealers everywhere, is 
the goal of Ford Motor Company’s publications 
program, 


Another reason why it’s great to be a dealer 
in the Ford Family of Fine Cars. 





FOR EACH SPECIFIC NEED 
A SPECIFIC PUBLICATION 


Ford Motor Company publications cover a 
wide range of marketing, merchandising 


and dealer-information services. 


Mark Tuban, President, Mark Tuban, Inc., 
Mountain View, California 
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Part of U.S. Steel Test Program sie 





Stainless-Clad Bumpers 


(Continued from Page 20) 


any problems confronting the auto 
makers by contacting members of 
the 1,100-man staff at the Research 
Center. 


The problems are fed to him by 
John Reinhart and John Thornton, 
former veteran engineers at Ford 
Motor Co., who are now charged 
with “ferreting out” the auto in- 
dustry’s problems for U. S. Steel. 

Discussing the stainless steel- 

clad bumper, Bob Parkinson, a 
staff man at the Research Center, 
said, “This project is strictly ex- 
perimental and only a few months 
old, but we have come up with 
some interesting samples—one of 
the Comet bumper and one of the 
Rambler bumper. Other samples 
have been supplied to auto mak- 
ers. 

“The bumpers were made from 
sheet carbon steel to which had 
been bonded a thin (five to 10 thou- 
sands of an inch) surface of stain- 
less steel. We prefer to use adhe- 
sive bonding, rather than metallur- 
gical bonding. The big problem here 
is to form the bumper without 
breaking the bond.” 

+ * * 


AMtnoucE this bumper would 
cost considerably less than the 
$2 to $3 a foot that stainless steel 
bumpers would cost, it would still 
cost approximately what current 
bumpers cost. 

The thin, stainless steel surface 
is rather expensive, although the 
expensive chrome plating would be 
eliminated. The bumpers would re- 
quire polishing after fabrication. 


Stewart said there was no con- 


bumper. How- 
ever, the protection of the edges 
and the back of the bumper is a 
problem. One car maker said a 
—_ of paint would lick this prob- 


An important advantage of the 
bumper is that the light gauge 
stainless steel produces an excellent 
surface that “comes up” with just 
a little buffing. 

The desirable blue hues in the 
stainless bumpers are not quite as 
intense as they are on chrome plate. 
But the U. S. Steel people feel that 
the color is determined by the buff- 
ing. The stainless-clad sheet metal 
requires even less buffing than reg- 
ular stainless steel because its sur- 
face is smoother. 

- * * 


Bending Is a Problem 


BReaanpire the laminating of 
the stainless steel to the carbon 
steel, Parkinson said it is now done 
on a flat press, using a high- 
strength organic adhesive, It could 
be done continuously, he added. 
In fabricating the bumper, he 
said that some draws or shapes 
probably could not be made because 
the thin cold-rolled stainless strip 
could not take the severe stresses 


Credit Losses Up, 
Pacific Reports 


LOS ANGELES.—Pacific Finance 
Corp. reported a drop in earnings 
in the first half and said rising 
credit losses played a major role 
in the decline. : 

Profit for the first half was $2,- 
848,922, compared to the $3,463,359 
earned in the like period of 1959. 
The volume of finance business ac- 
quired in the first half was $347,- 
547,480, compared to $427,765,669 ac- 
quired in the first half of last year. 

President Maxwell C. King ob- 
served: “The substantial increase 
in credit losses experienced during 
the first quarter of this year con- 
tinued throughout the second 
quarter.” 


Navelli Opens GM Outlet 


ROME, N. Y.—August J. Navelli 
has opened Navelli Motors, Inc. 
(Oldsmobile-Cadillac), at 1721 
Black River Blvd. He had been in 
the auto business in Miami for the 
last five years, and prior to that he 
operated a Studebaker outlet here. 


and bending that the thicker, car- 
bon steel could take. 

The most severe draw on a 
bumper is where the bumper 
bends around the side of the car, 
and it’s here that the stainless- 
clad bumpers have their most 
serious problems. However, some 
fairly sharp bends have been 
made. 


The stainless steel-clad metal is 
also being looked at as a substitute 
for ‘terior and exterior stainless 
steel molding. It’s also expected to 
have applications for refrigerators, 
ranges, industrial kitchens and 
cafeterias. 

This material would not be suit- 
able for mufflers because the high- 


Jaguar Franchises Perry 
ODESSA, Tex.—Perry Motor Co., 
306 E. Second St., has been awarded 
a Jaguar franchise, according to 
Lewis Rochester, president. 





Test the AUTOLITE CO-AX 


est temperature that it will with- 
stand is about 300 degrees Fahren- 
heit and because it would still be 


rather costly. Nor would it be suit-| § 


able for catalytic mufflers for these 
same reasons. 
* + * 

CH of U. S. Steel’s research 

efforts are being directed to- 
ward the development and applica- 
tion of clad or coated steels—gal- 
vanized steel, aluminized steel, 
ceramic-coated steel and vinyl- 
coated steel. 

In addition, effort is also being 
directed toward improving the 
surface qualities of U. S. Steel’s 
big volume product—cold-rolled 
sheet steel which is used for all 
body “skin” surfaces. Hot-rolled 
steel is largely used for frames 
and wheels. 

Even though U. S. Steel’s auto- 
motive applications research pro- 
gram is only six months old, there 
is considerable evidence that the 
company is making a moderately 
aggressive effort to hang onto its 
automotive business — which 
amounts to 650 pounds of steel for 
every car made in this country. 

“The idea we want to convey to 
the automotive engineers is that 
we're anxious to help them with 
their problems,” said Stewart. 





Ready to Roll— 


Getting set for a banner 1961, Ed Carpenter, left, Dodge dealer in Wayne, Mich., 
close to Detroit, and his son, Allan, figure the Dodge Dart still will be the No. 1 car 
for Dodge dealers, although they expect the new Dodge Lancer to have a tremendous 
effect on total sales. ‘We are going all-out to make ‘61 a banner year for this deal- 
ership,” the elder Carpenter, who became a dealer in 1931, said in outlining his 
plans for Announcement Week. “Last year we sold 22 new vehicles in our first week 
with the 1960 models. This year, with the Lancer added to the Dodge line, we con- 
fidently expect to sell at least a third more.” 


on your own 


equipment in farm, marine, earth movers, trucks, 
cars, diesel and industrial engines...to check 
its many design advantages, its plus values. 
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(Continued from Page 20) 


turned over to the body engineers,,time they see an advertisement 
with the admonition that “it must | about how quiet the Mercury is. 


be your baby, so get rid of it 
quick.” 

After various project engineers 
put on several hundred miles of 
riding on the outside of the body, 
the whistle was eventually traced 
to a row of vertical bars in the 
new grille. 

Even after preventive measures, 
however, the whistling persisted. 
First, thicker metal stock was used 
to make the vertical bars. This 
didn’t help much. Then, undercoat- 
ing was sprayed on the back of the 
bars. The noise continued. 

Next, the bars were connected by 
a@ small horizontal strip of metal. 
No success, Eventually, all three 
measures were employed and a 
long sought-after hush settled over 
the car. 

As a result, quite a few engineers 
are going to smile ruefully every 





* * 


Over-S pecialized? 


TT major difference between 
European and American auto- 
mobile engineering is that the 
Americans put greater emphasis on 
engineering sp e- 
cialization, 
according to 
Ferry Porsche, 
president of the 
famed House of 
Porsche of Stutt- 
gart, Germany. 
He referred to 
the situation in 
this country in 
which one engi- 
: neer devotes all 
Ferry Porsche his time to a sin- 
gle component. In contrast, the 
Europeans are More concerned 
with the overall car concept. 


“This is normal if you’re grow- 








ing up,” Porsche asserted, “All 
countries that go to mass produc- 
tion, go also to specialization; 
you are in front of us in mass 
production. 

“Although specialization has 
some advantages, we think you lose 
something this way. The specialist- 
engineer may eliminate a problem 
in his particular area, but he might 
create a problem in another area.” 

+ og om 


Hewzver he continued, the 
specialization system will work 
out, but you need a very clever ex- 
ecutive engineer to synchronize the 
efforts of everyone, 

“It’s something like doctors,” he 
said, “The specialist knows his field 
very well, but the general practi- 
tioner probably knows the family’s 
medical history and other import- 
ant factors. 

“Also, you can compare the en- 
gineer to the artist. It wouldn’t 
be too good to have a scene in 
which the mountains were paint- 
ed by one artist, the house paint- 
ed by another and the river 
painted by still another artist. 
With specialized engineering, the 
engineer is no longer the proud 
creator of a complete product.” 








An Oklahoma farmer was paid 
by an insurance agent to get his 
auto repainted. The original coat 
was licked off by cows. 





and enthusiastic user of light met- 
als such as aluminum and mag- 
nesium, is quite interested in the 
fact that three United States cars 
will have water-cooled aluminum 
engines this year. Incidentally, his 
firm recommended to Chevrolet the 


Porsche, whose firm was an early ' low-pressure pefmanent mold cast- 


STARTING MOTORS 


SO RIGHT! SO SIMPLE! SO LOGICAL! 
First Revolutionary Advance in 25 Years! 


MORE COMPACT. Shifting solenoid located 
inside pinion housing coaxially with shaft. No ex- 
ternal parts interfere with engine or accessories. 


MORE ADAPTABLE. Complete range of 
pinion sizes and mountings meet SAE standards, 
plus special adaptations for custom engine designs. 


MORE VERSATILE. 


Rugged one-piece pinion 


housing designed so that 


flat for terminal and switch 
can be machined at any point 
on circumference. Results: 
almost unlimited mounting 
positions; one motor can be 
adapted to several different 


engines. 


foreign objects. 


Want to know more about Co-Ax Starting Motors.. 
how they can simplify engine design for you? Write to 
Autolite, Electrical Products Division, Toledo 1, Ohio. 
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MORE PROTECTION. Motor and solenoid 


are enclosed...not exposed to dirt, water, snow or 


EASIER SHIFTING. 
motor switch operate in a direct line. Provides ac- 
curate and reliable motor timing. 


wear, greater length of service. 


LONGER USEFUL LIFE. Positive and auto- 


matic engagement of pinion into ring gear with 
noticeable absence of engagement clash means less 


LESS SERVICING. Adequate bearings and lu- 


brication reserves require no periodic maintenance. 


PERFORMANCE RANGE. Co-Ax motors for 


a 





Solenoid, pinion and 


diesel and large gas engines are conservatively 
rated on SAE standard and heavy duty battery 
curves as follows: 


12 volt motors 2.4 hp, 28 lb. ft. stall... to 
.3.6 hp, 44 Ib. ft. stall 


24 volt motors 2.8 hp, 35 lb. ft. stall... to 
. 6.5 hp. 78 Ib. ft. stall 
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ELECTRICAL PRODUCTS DIVISION Toledo 1, Ohio 


Smaller Co-Ax motors are also available with range 
of performance for automotive, agricultural and 
industrial engines. 
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ing process now being used to cast 
the Corvair engine. 
. * 


Still a Pound Cutter 


EGARDLESS of all the talk 
about other advantages of light 
metals, he said the principal bene- 
fit is still that it makes the engine 
and the car lighter, Next in im- 
portance is that light metals have 
greater heat dissipation ability, 
making it easier to increase com- 
pression ratios without knocking. 
When Porsche was asked why 
his company designed magnesium 
(as well as aluminum) into the 
Volkswagen 25 years ago, he said, 
“Magnesium was cheaper in Ger- 
many then. Now, the foundries are 
set up for magnesium and it’s less 
expensive to stick with it. How- 
ever, aluminum is a sturdier 
metal.” 

Porsche alumintm engines 
contain more aluminum than 
their U. S. counterparts will, For 
instance, one-piece die-cast alu- 
minum heads are used, and the 
Porsche Super models have alu- 
minum cylinders, These are 
chrome-plated and perforated, so 
that the oil will cling, The other 





engines. 

Porsche said that half of his 
1,200-man staff of engineers, de- 
signers and testing people work ex- 
clusively on consulting. 

It’s well known that the younger 
Porsche, and his late father, Dr. 
Ferdinand Porsche, designed the 
Volkswagen, but it’s less well 
known that the Porsche firm con- 
tinues to do a good bit of VW’s 
future designing and engineering. 
Volkswagen is Porsche’s principal © 
consulting client. 

In addition, Porsche also has 
done and is doing work for Alfa 
Romeo, Austin, Simca and Porsche 
Diesel. At present the company is 
putting final touches on a special 
engine for Formula One racing 
next year. Porsche has had consid- 
erable experience in engineering 
and designing every part of a car 
— body, engine, transmission and 
axle. 


Autolite Acquires 
Equitable Leasing 
For 600,000 Shares 


TOLEDO.—Electric Autolite has 
entered into an agreement to pur- 
chase from Equitable Leasing 
Corp., of New York, 600,000 shares 
of its common stock, which will 
represent a majority of the com- 
mon stock of that company. 

In addition, Autolite has agreed 
to purchase subordinated convert- 
ible debentures of Equitable in the 
amount of 2,880,000 and also will 
acquire a limited number of shares 
from individual shareholders. 

Joseph Boneparth will continue 
as president and the funds obtained 
by Equitable, it was stated, will 
enable the company to. expand its 
operations in accordance with the 
plans of the management. 

Equitable is engaged in leasing 
to established companies produc- 
tive assets, such as industrial han- 
dling equipment, machine tools, 
automotive trucking equipment and 
office equipment. 

Under its policy of diversifying, 
the board of Electric Autolite ear- 
lier authorized a merger with direc- 
tors of Hiller Aircraft Corp. 





Minnesota Nominating 


Headed by Johnson 


ST. PAUL.—Verne Johnson jr., 
Vern D. Johnson, Inc. (Oldsmobile), 
Duluth, has been named chairman 
of the Nominating Committee for 
the coming convention of the Min- 
nesota Automobile Dealers Assn. 

Johnson’s group will draw up a 
slate of officers and directors to be 
voted on by the membership at the 
business meeting to be held Sept. 
12 in conjunction with the MADA 
anuual convention at the Leaming- 
ton Hotel here. Johnson is immedi- 
ate president of MADA. 
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A Casual Talk Results in . 


Birth of the Ceramic Muffler 


(Continued from Page 20) 


Motors’ muffler program got some 
unexpected impetus. . Is- 
brandt’s Rambler, which had been 
driven only 4,000 miles in the 13-15 
months she had owned it, suddenly 
blew out its muffler. 


ceramic , without destroy- 
ing the acoustics of the muffler.” 

Isbrandt says that this problem 
is solved. Other chief engineers in 
the auto industry say that, if this 
manufacturing problem could be 
solved, they also would have a 
ceramic muffler. 

However, an important deterrent 
to other makers is the extra cost 
—about 60 to 90 cents a car, which 
is quite a factor for a manufac- 
turer producing 500,000 cars a year. 

* * + 


RIEFLY, AMC’s ceramic muf- 

fler is made in this way: 
Walker fabricates the inner shell 
assembly at its Jackson (Mich.) 
plant from cold rolled steel. The 
shells are then shipped to the To- 
ledo plant of Bettinger Corp. where 
the inside and outside of the ‘can’ 
are coated with the ceramic slurry 
and baked for a few minutes at 
1,500 degrees Fahrenheit. 

The coated shells are then ship- 
ped back to Walker’s Jackson plant 
where a layer of asbestos and the 
zinc-coated steel outer shell are 
applied. The ceramic-coated tail- 
pipe and the muffler are then 
























when some of the double-wrapped 
mufflers exploded after being dip- 
ped in the ceramic coating. The 
gaseous slurry expands consider- 
ably. This was solved by adding 
large outside holes and by dipping 
the inner shell only. 

6. A big problem igs that the coat- 
ing will not stick unless the metal 
is perfectly clean, The shells are 
now flash annealed at 1,500 degrees 
Fahrenheit and sent through about 
seven pickling ovens to clean and 
etch the steel. 

aad 


* 
500 Test Mufflers 
INALLY, after some 500 differ- 
ent experimental mufflers were 
made, a muffler was developed that 
had enough holes so that a good 
draining job could be done, without 
interfering with the acoustics. 
It was also necessary to locate 
two outside holes in the shell for 


draining excess slurry. A_ special 


Replacement Tires 
Break Record in 


June Shipments 


NEW YORK.—Shipments of re- 
placement tires for passenger cars 
set a postwar record in June of 


stainless steel plug was developed 
for plugging these holes. A patent 
has been applied for on the method 
of inserting the plugs. 

Isbrandt had hoped to have the 
ceramic muffler ready for the 
1960 models but the solutions to 
the problems were too slow in 
coming. After satisfactory solu- 
tions to all problems were solved, 
Isbrandt was finally able to say 
to AMC management, “Well, your 
ceramic muffler will cost this 
many dollars.” 

After weighing the sales, public 
relations and other advantages, the 
management eventually gave the 
“go” sign for the ’61 cars. Early 
this spring, 5,000 ceramic mufflers 
were built and installed on ’60 cars. 
Their performance was carefully 
watched and no change in product 
Was required. 

* * * 
pan anor said the double wrap- 
ping on the muffler will prevent 
stone denting, even though the 
ceramic is so thick it’s almost im- 
pervious to denting. The exhaust 
pipes are not covered. 

The responsibility for seeing that 
the inside of the shells are com- 
pletely covered with ceramic lies 
with AMC’s quality control depart- 
ment which cuts open a certain 
number of mufflers each day. 






Pittsburgh Eases 
Auto Curbs in 
Air-Control Law 


PITTSBURGH.—The new Alle- 
gheny County air-pollution control 
law goes into effect Aug. 1, but it 
will not carry restrictions on auto 
exhausts and engine idling as first 
reported. 

When first drafted, the proposed 
law prohibited engine idling for 
more than three minutes, It also set 
up restrictions against oil burners, 
calling for a ban on autos that 
emitted exhaust smoke for more 
than 100 yards. 

However, following public hear- 
ings those restrictions were re- 
moved before the law was enacted 
by the Allegheny County Commis- 
sioners. 

Motoring interests protested both 
measures as too stringent, and the 
commissioners felt both would be 
too hard to enforce, They will 
watch closely the outcome of vehi- 
cular tests in California to find a 
way to cut down exhaust pollution. 


Coulter's Domain— 


Parts Manager Bill Coulter jr., a 30- 
year parts veteran, checks an order at 
Giger Ford, Belmar, N. J. His son, Bill 
ill, is parts manager for a Ford dealer- 
ship in Linden, N. J. 

as 


Up 400 Pct. in Year... 
Giger Pushes Parts Sales 


department. Coulter sold two tons 
of obsolete parts to the junkman. 
He rearranged the bins, put in 
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7,105,003 units, according to the 
Rubber Manufacturers Assn., Inc. 

The previous high was 6,875,514 
in July, 1950. 

The June figure was an increase 
of 8.61 percent over the 6,541,990 
units shipped in May. 

Shipments of all passenger-car 


To establish exactly what is an 
acceptable coating, four perfectly- 
coated shells were cut open and 
sent to four places—AMC inspec- 
tion, AMC engineering, Walker 
and Bettinger. All opened shells 
must have approximately the 





tires during June amounted to 10,- 
296,840 units, the highest figure 
since July, 1950, when 10,399,191 
tires were shipped. The June figure 
also increased 3.17 percent over the 
May figure of 9,980,707 units. 
Production of passenger-car tires 
in June rose to 9,559,484 units, in- 
creasing 1.08 percent over the May 


shipped to Kenosha for installation. 
Discussing the manufacturing 


obstacle, Isbrandt said, “We were 


may not ultimately solve this 
problem.’ But we were deter- 
mined that this thing could and 
would be solved if only we stuck 


same coating as these “models.” 
Isbrandt is deeply interested in 
the success of this muffler, not just 
because he wants to satisfy Rom- 
ney and Rambler owners, but be- 
cause this program will show his 
wife just what kind of an engineer 


he is, 
—JosepH M. CALLAHAN 


with it long enough.” 

He felt that the basic solution 
to getting the inside of the en- 
closed shell completely covered 
with ceramic coating was to locate 
a number of holes in the baffles 
and the tubes in such a fashion 
that the acoustics would not be 


apest. * * * 


Approval Held Up 
“ wEeD TRY a hole here,” he con- 
tinued, “and if it wasn’t any 
good, we’d plug it up and try an- 
other hole. Finally, we got a muf- 
fler that passed all engineering 
tests for sound and complete cov- 
erage. 
“However, we agreed that there 
would be no final approval of an 
experimentally produced muffler. 
Final approval would only be given 
a muffler that was produced by 
regular production methods.” 

AMC was “burned” a couple of 
years ago when it approved an 
experimentally made fuel-injec- 
tion system. When production 
units were delivered, they did not 
perform as expected and AMC 
engineers are determined that 
thig will never happen again. 

Here are some of the other prob- 
lems that Isbrandt, his engineers, 
Walker and Bettinger had to solve: 

1. Equipment had to be devel- 
oped that would give the proper 
“juggling action” to the shell so 
that the ceramic material would 
get into every nook and cranny 
of the muffler. ‘ 

” 

ywo. A method of drying the 

interior of the shell had to be 
devised that would not wash the 
slurry off the metal. A network of 
150-200 drier tubes push a control- 
led flow of hot air through each 
unit. 

3. Since the slurry doesn’t bond 
to the steel like paint, a method 
was needed that would put 0.003 to 
0.005 of an inch of coating on, with- 
out having gobs of it at certain 
points, This was accomplished by 
carefully adjusting the tempera- 
ture, air-flow and viscosity of the 
material. 

4. Since the slurry necessarily 
would partly close up some of 
the slits in the baffles used for 
sound-tuning, it was necessary to 
guess what size these holes should 
originally be made so that they 

wouldn’t completely plug up. 

5. An early problem was created 

















production of 9,457,700 tires. Inven- 
tories at the end of June came to 
22,270,957 units, a decrease of 3.11 
percent below the May inventories 
of 22,984,745. 

Truck and bus tire shipments for 
June amounted to 1,218,128 units, 
increasing 0.90 percent over the 
1,207,233 shipped in May, Produc- 
tion for June of 1,332,300 tires in- 
creased 0.86 percent over May’s 
production of 1,320,877. 

Inventories at the end of June 
amounted to 4,087,637 tires, an in- 
crease of 2.65 percent above May 
inventories of 3,982,095. 


Clearwater Officers 


Elected to 3rd Terms 


CLEARWATER, Fla.—Officers of 
the Clearwater Automobile Dealers 
Assn. have been elected to their 
third terms. 

The officers are: Richard H. 
Burkhart, Clearwater Rambler, 
Inc., president; H. H. Carlisle, Car- 
lisle-Porter Motor Co. (Lincoln- 
Mercury), vice-president, and Roger 
Kenyon, Thayer Motor Co. (Dodge), 
secretary-treasurer. 


Correspondent George L. Glaser Writes... 


Auto Letter from Europe 


for production, are said to look like 


RANKFORT.—The three cars 
smaller, four-cylinder Falcons, 
* ad * 


that have been seen scurrying 
along the mountainous highways of 
the Island of Corsica reportedly are 
part of a worldwide testing pro- 
gram of prototypes conducted by 
various Ford factories for the home 
office in Dearborn. 
The cars on the road on Corsica, 
which may not even. be scheduled 


Porsche at LeMans 





Hump-Backed Porsche Latest in the Line— 


When Porsche set out to fight for LeMans victory, it developed this 150-horsepower 
LeMans Spyder. The chassis is the RS-60 Spyder, which is a production model. Since 
racing drivers do not like high windshields, but rules require them, these windshields 
have wipers outside and inside in order to keep them clear at all times. 


ORSCHE did its best to move the Porsche class. This, by no 
closer to the world champion- 
ship in the sports racer’s class at 
LeMans, but lost out to Ferrari. 
The four new Porsche LeMans 
Spyders did not stand up to the 
BO 



















BELMAR, N. J.—When a man 
takes over an underdeveloped deal- 
ership, his first concern should be 
the parts department, according to 
Ford Dealer George C. Giger. 

Giger adopted that policy when 
he acquired the Ford dealership 
here a year ago, and he’s increas- 
ed parts business nearly 400 
percent, He carries a $24,000 in- 
ventory and enjoys a 90-day turn- 
over, 

Before becoming a dealer, Giger 
spent 15 years as parts and service 
manager for Ford’s New York dis- 
trict. 

His first step here was to choose 
sound personnel, As parts manager, 
he picked Bill Coulter jr.. who has 
had 30 years’ experience in parts 
work for dealers in New York and 
New Jersey. Coulter’s son, Bill ITI, 
is parts manager for Mayfair Mo- 
tors (Ford), Linden, N. J. 

Martin Trommetter is helper and 
truck driver and makes routine 
calls on deliveries. Trommetter also 
has other duties at the dealership, 
so Giger figures he has a “man and 
a half” parts department, 

The second phase of Giger’s parts 
rejuvenation was to clean up the 


gruelling pace, They were too 
young for this trial and perhaps 
a bit too overbred. 


An older Porsche, won victory in 


means, is a reflection on the every- 
day Porsche cars. 
ea * * 


It Hurts to Look 


E Daimler-Benz program of 

safety studies includes tests re- 

quiring the smashup of cars in sim- 
ulated accidents. 

At the wheel has been a dummy 
which looks like a race driver, but 
which has nothing but instruments 
underneath its artificial skin. 

With 220-series Mercedes cars 
in short supply, it hurts to look 
at the photos of brand new cars 
which have been practically de- 
stroyed, 

Daimler-Benz is attempting to 
find out how much safety the new 
220 bodies offer and how they can 


be made still safer, Too bad they} © 


must use new cars directly from 
the assembly line. 
ok * 


* 
Lloyd Rolls Ahead 
UTTING on more steam in order 
to speed up productiof, Lloyd 
now has 6,155 employes. More than 
25,000 Arabella models have now 
been built. 

The heater and steering lock, 
which formerly had been standard 
equipment on the Arabella, now 
cost extra. 


new racks, worked out a system 
for identifying stock quickly and 
modernized the area with a fresh 
paint job and new lighting. 

There is a separate section for 
sheet metal, slow moving and bulk 
merchandise at the rear, with fast- 
moving parts up front. The parts 
department has its own drive-up 
entrance and front window space, 
and there is a side garage entrance. 

In going after business, Giger 
Ford can draw from both Ocean 
and Monmouth counties, two of the 
fastest-growing counties in the 
state, 

“These people want fast, depend- 
able service at normal prices,” 
Giger commented. “They know 
they can count on us, even for em- 
ergency deliveries. We stress cour- 
tesy and a big smile in making our 
contacts, and the parts manager 
spends a lot of time on the phone 
drumming up business.” 

In setting up his parts program, 
Giger found there were many own- 
ers of antique cars in the area. 
These people were made aware 
that Giger would go out of his way 
to supply parts for their old cars. 

On one occasion, the dealership 
found lights for a pioneer type 
of Model B Ford in Wisconsin. 

The department also will help dig 

up parts for makes other than 

Ford. 

Giger uses all dealer-aid material 
furnished by the factory. He sends 
out a stream of direct-mail adver- 
tising, mentioning special deals on 
parts or combination offers to 
wholesalers. Service Manager R. 8S. 
Halliday helps the parts manager 
set up these specials. 

In addition to increased recogni- 
tion, the new parts program has 
earned Giger Ford national recog- 
nition. The dealership won second 
place in Ford’s recent “Gold Rush” 
contest. 





Conference Time— 


Service Manager R. S. Halliday, left, and 
George C. Giger discuss operations at 
Giger Ford, Belmar, N. J. A former Ford 
parts and service official; Giger has in- 
creased his dealership's parts business 
nearly 400 percent since acquiring the 
firm a year ago. 





650 F 0 00 ' 0 00 impressions are the 


potential for this outdoor board which will be shown in the 25 leading 
automotive markets. It's part of U.S. Steel's big national program 


4 designed to help steel sell for you. 
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The public prefers steel. Over one hundred special steels give 


SGA 


today’s cars durability and style. Continuing surveys by Alfred Politz, Inc. 

prove that people prefer steel throughout automobiles. They demand steel’s 

strength, dependability and quality . . . its protection of resale value. 

Here is how we're giving the public even greater awareness 

of steel’s built-in quality: 

Billboards. Showings in the leading automotive markets will reach 

millions of people, have a potential impression total of over 1 billion. 

Network Television. Commercials on the popular United States Steel 

Hour and on the daytime | Love Lucy Show. Total audience: 133,000,000. 

Magazines. Colorful spreads in The Saturday Evening Post, ads in Look 
' magazine. Potential impressions: 102,084,000. 


Capitalize on the public's long-standing preference for steel in automobiles. 


(iss) United States Steel Use steel as a selling feature. 






Sell | Stel it sells for you | 
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BLAST CLEANER—Bren Weld Corp., 5114 
Third Ave., Brooklyn 20, N. Y., has an- 
nounced the addition of its model BC-1 
portable blast cleaner. This unit features 
the blasting gun providing trigger oper- 
ated control. In addition, the continuous 
feeding of abrasive during the blasting 
operation provides efficient, economic and 
speedy results, it is said. Weighing 25 
pounds, 20 inches high and with a capac- 
ity of 50 pounds sand, the BC-1 comes 
with hood, blasting gun, adjustable feed 
elbow, screen and 10 feet blast hose and 
connection. 





LIGHT REEL—A useful service tool for 
automotive repair and maintenance oper- 
ations, is said to be the Cordomatic 600W 
Garage-Lite Reel used wherever light and 
power is needed. Operating on a gravity 
stop principle, the reel locks and releases 
with fingertip control at any length up 
to 20 feet. The reel features a gravity 
locking mechanism; its spring motor is 
dustproof and is lifetime lubricated, it is 
said. Additional features include phenolic 
handle with secondary power outlet for 
such hand tools as drills, sanders, grind- 
ers, etc.; steel reflector with swing-open 
guard to permit instant bulb changing, 
one-piece hanger hook and builtin strain 
relief. Hardware is included for optional 
wall mounting with 180-degree free swivel 
or ceiling mounting with 360-degree rota- 
tion. Cordomatic, 17th & Indiana Ave., 
Philadelphia 32, Pa. | 





ABRASIVE DISC—Removal of paint and 
rust from auto bodies can now be done 
faster and cheaper with its type “B" 
abrasive disc, according to Minnesota Min- 
ing & Mfg. Co., 900 Bush Ave., St. Paul 
6, Minn. The improved discs feature uni- 
form distribution of the aluminum oxide 
granules, which reduces filling normally 
occurring in routine paint and rust re- 
moval and solder cutdown, it is said. The 
disc backing is a combination of fibre and 
cloth, providing enough firmness to do 
the cutting required; yet allowing enough 
flexibility for maximum contact with the 
work area. The discs also are resistant to 


tearing, it is claimed. 
* + + 


Lee Filter Announces 


Imported-Car Assortment 

Lee Filter Corp., Edison, N. J.,. is 
marketing an oi] filter assortment 
specifically designed for imported 
cars. 

The assortment, designated No. 
LFC-12, consists of 12 oil filters (11 














NEW PRODUCTS 


different numbers). Lee said they 
will fit 33 imported makes and 
nearly all models of each dating 


back, in some cases, to 1941. 
* * * 





FASTENING TOOL — Buckeye Tools 
Corp., 5003 Springboro Pike, Dayton 1, 
O., has marketed two new series of 90- 
degree angle-head fastening tools for air- 
powered nutrunning and screwdriving with 
adjustable clutches for closer torque regu- 
lation. Designed for continuous industrial 
operation where clearance is limited to 
Yy-inch offset, the tools feature a spring- 
loaded clutch with torque output adjusted 
by a tamper-proof hex nut on the clutch 
assembly. Tools can be converted from 
nutrunner to screwdriver by replacing work 
spindle. Available in speeds ranging from 
600 to 3,500 revolutions per minute, the 
tools are built in both reversible and non- 
reversible models and carry ratings up to 


Y%-inch machine screw. 
VY -ine s : s 


INTERCOM—Talk-A-Phone Chief Redi- 
Power, an all-transistorized model de- 
signed to overcome high noise levels and 
provide complete intercommunication has 
been introduced by Talk-A-Phone Co., 
5013 N. Kedzie Ave., Chicago 25, Ill. 
The unit is less than three inches high 
and lies flat on a desk. It is self-compen- 
sating to deliver up to a full 20 watts 
of power to all or any group of stations, 
supplying ample volume to each station 
when called simultaneously, as well as 
individually, it is said. Each station re- 
ceives its predetermined amount of vol- 
ume with no division of output as more 
stations are called at once. Return speech 
from called stations is received at normal 


room volume, it is said. 
2 


SAFETY DEVICE—A device called the 
“Unpredictable Genie" is said to be the 
answer to the high toll of life and wide- 
spread dread of highway hypnosis. The 
unit attaches to the ventilator window| 
of any automobile or truck. Once in place, | 
its motions, sounds, and antics dispel the| 
earliest symptoms which lead to highway 
hypnosis, fixation and falling asleep while 
driving, it is said. The unit requires no 
electrical, mechanical connections or tools | 
to install. Genie Products, P. O. Box 9157, | 

| 


Cleveland 37, O. 
7 * 








STEERING WHEELS—Recessed-hub steer- 
ing wheels have been announced by 
Cragar Equipment Co., 3633 E. Gage 
Ave., Bell 15, Calif. The wheels are avail- 
able in two sizes: The 17'%-inch Cham- 
pionship model, and the 11'-inch model. 
Both are finished in black nickel with 
molded neoprene rim ond finger grips. 














WIND WINGS — Foreign Car Acces- 
sories, Inc., Cold Spring, N. Y., has an- 
nounced the Corvette Wind Wings. The 
Wind Wings are designed to fit all roll-up 
window model Corvettes. The Wind Wings 
mount on the window guide posts and 
reduce wind buffeting in the cockpit 
when driving the Corvette with windows 
open or top down. The Wind Wings will 
not interfere with operation of windows 
or top, it is said. 


7 








SIDE WINDOW — Bakers 
Auto Parts, Inc., Box 57, Franklin Square, 
Long Island, N. Y., has announced a side 
window designed for the Triumph. Featur- 


Worldwide 


ing an aluminum channel, the window 
locks into the windshield, preventing ‘“‘bow 


out” at high speeds, it is said. 


* * * 


FLOOR MAT—A car floor mat, M-60, 
designed specifically to fit the front floors 
of all ‘59 and ‘60 General Motors Corp. 
cars, except Cadiliac and compact models, 
has been placed on the market by Monkey 
Grip Sales Co., P. O. Box 6071, Dallas 22, 
Tex. The mat fits over-the-hump, giving 
full door-to-door protection, it is said. 
The rib and groove surface of these mats 
permits easy sweepout cleaning without 
removing from cars. The accelerator heel 
section is specially designed to afford 
maximum comfort for high heel driving, 
it is said. The mat also has a dimmer 
switch opening. Mats are available in 


nine two-tone colors: Red, blue, green, 
gray, turquoise, black, white, tan and 
brown. 


| 





ALUMINUM HAMMER—Frank N. Wood | 
Co., Waukesha, Wis., has announced an 
aluminum-headed, non-marring hammer. 


| The hammer is furnished in three weights 


and sizes—13 ounce, 1 pound 10 ounce, 
and 2 pounds | ounce. Soft enough, so 
that it will not harm even fine machine 
surfaces, the aluminum head is nonspar- 
king, nonchipping, nonspalling, it is said. | 
The hammer is fitted with a wedged| 
hickory handle. ‘ 


* a 
Door Protector 
The “Save-A-Door,” a device de- 


signed to protect doors from caving | 
in or warping, has been introduced | 


by Gordon Associates, Inc., First 

St., Derby, Conn. The unit can be 

applied to wood, metal, plaster, 

plastics or wall paper, the firm said, 
* + * 





TIRE REPAIR KIT — Buxbaum Products 
Co., 1260 Seventh St., Canton 1, O., has 
introduced a tubeless-tire repair method 
called the Akro Super-Seal “On-the- 
Wheel.” The system is an outside-in type 
of repair that does not require dismount- 
ing the tire from the wheel. Used in the 
repair system are Akro Super-Seal plugs 
which feature threaded design below the 
plug head. This ‘Lock-In' design helps seat 
the plug more firmly in the casing and 
helps integrate the plug into the tire, it 
is said. Three tools are involved in the 
repair method: A probe, plug guide and 
plug plunger. Each is of heavy-duty metal 
construction with ‘T’ handles for maximum 
convenience and leverage in use. Special 


Akro ‘Lubro-Cement’ is also in the repair. 
=e ee 





GRAB HANDLES—The K-L grab handles 
are designed for use on low British-built 
cars. In addition to ease in entering and 
leaving the car, the handles give pas- 
sengers added security when cornering 
and braking, it is said. The handles are 
pliable and will take up the shock in the 
event the passenger is thrown against it, 
it is said. Key-Leather Co., Ltd., 5 Urswick 


Rd., London E. 9, England. 
oe. : o 








BOOK ENDS—Shelvies are said to solve 
the problem of holding books, records, 
folders, directories, magazines upright. 
Designed of slender anodized aluminum, 


| spring loaded for tension, with nonmark- 
| ing white rubber tips. Adjusts to any shelf 


height from 9¥% to 14 inches. Bronze or 
aluminum finish. Hahn Co., 2311 Fox Hills 
Dr., Los Angeles 64, Calif. 

* * * 





POWER SUPPLY—Bren Weld Corp., 5114 
Third Ave., Brooklyn 20, N. Y., has an- 
nounced the addition of the model No. 
150 power supply for its arc spot weld 
gun. The power supply is provided with 





five heat-stage receptacles and male plugs 
for fast, positive connection. Used with 
the model H arc spot gun, the power sup- 
ply will weld 14 gauge or lighter to any 
thickness (minimum two pieces 26 gauge), 
it is said. The model No. 150 weighs 41 
pounds. 





WHEEL OIL SEAL — Trailmobile, Inc., 
31st and Robertson Ave., Cincinnati 9, O., 
has announced that wheel oil seals will 
be offered as standard components on all 
Trailmobile trailers. Trailmobile cited the 
overwhelming advantages and mainte- 
nance savings of fluid oil lubrication as 
reason for the standardization. The oil 
seal is a two-piece, air-cooled, cone-faced 
seal, designed for positive sealing with 
reduced friction, extending seal life. The 
assembly consists of a rubber bellows-type 
axle seal and a cone-face wheel ring that 
combine to provide the absolute seal. The 
axle seal contacts the precision conical 
surface of the air-cooled wheel ring and 
is retained in oil tight contact by a resili- 
ent pressure member or bellows, requiring 
no sealing compounds, it is said. 

* * * 





ANCHOR CLAMPS — Secure anchoring 
of the Damage-Dozer Body and Frame 
Straightener to underbody “pinch welds” 
of unitized cars is said to be assured with 
EK-30 anchor clamps announced by Black- 
hawk Automotive Division, 5325 W. Rogers 
St., Milwaukee, Wis. Offered in right and 
left-hand models, model No. EK-229 and 
EK-230 respectively, the clamps permit 
pulling from the point of impact (down 
or out, to front or back) without damaging 
the car at anchor point, it is said. Besides 
using for pulling, the anchor clamps have 
offset holes for use with safety stands 
and support tube. With this setup shafts 
and radius bars are cleared while the 
car is kept level at all times, it is said. 
The clamps, which can be used singly or 
in pairs, are attached by tightening four 
cap screws. All welding or brazing of 
tabs is avoided. 





AIRLESS PAINT SPRAYER—The versatil- 
ity of airless spray painting, particularly 
the handling of materials with varying 
viscosities and fluid flows, can be obtained 
with a minimum cost unit announced by 
DeVilbiss Co., Toledo, O. The model uses 
the same pumping unit as other DeVilbiss 
airless equipment and the same spray 
gun. It includes a refillable, 10-gallon tank 
with clamp-lock lid, pressure control reg- 
vlator and gauge, air motor driven agita- 
tor, filter and positive air shutoff valve. 
Other new additions to the airless spray 
equipment line are said to include an air- 
less gun for automatic application, two 
models of pole guns, a smaller capacity 
spray cap and swivel connections of the 
high pressure type to permit free gun ro- 
tation. 
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Lawsuits Affecting Dealers ... 





Court Decisions 


By Leo T, Parker 


Attorney at Law 


a month a higher court ren- 
dered an unusually important 
decision to the effect that a state 
can lawfully confiscate an auto in 
which a relative- 
ly small quantity 
of narcotics was 
transported and 
the seller made 
only routine in- 
vestigation of the 
buyer’s past rep- 
utation. Obvious- 
ly, in this case, 
the seller of the 
confiscated auto 
was unable to 

L. T. Parker collect the 
amount due on an installment-plan 
sale. 

For illustration, in People v. 
Farr, 345 Pac. (2d) 986, the testi- 
mony showed these facts: Cutright 
Automobile Co. sold to one Farr a 
used 1956 Porsche convertible for 
$4,364, upon which Farr paid $1,364, 
leaving a balance of $3,000 plus in- 
terest, Cutright retained legal title 
to the auto. 

One day police officers stopped 
Farr, searched the car and found 
in an air duct below the seat a 
needle used for giving shots, an eye 
dropper and a spoon which had a 
residue which was scraped off and 
found to contain heroin, A chemist 
testified he was of the opinion the 
quantity would not exceed a grain. 
In addition, there was also found 
in the car two marijuana cigaret 
butts. 

During the trial, involving con- 
fiscation of the auto by the state, 
it was contended that the car could 
not be lawfully confiscated because 
the quantity of narcotics found 
was negligible; and the seller (Cut- 
right) had made an investigation 
of the moral character and past 
reputation of Farr. 

* * ok 


Mother’s Claims Cited 


ESTIMONY showed that both 

the sales manager and the 
salesman asked Farr’s mother cer- 
tain questions, to which she replied 
that Farr was financially responsi- 
ble, had never been in trouble of 
any kind that would affect his 
moral character or financial ability 
to pay, and that Farr was a re- 
spected member of the community 
in which he lived. 

Notwithstanding this testi- 


Sales and Net Dip 
At Perfect Circle; 


Upturn Forecast 


HAGERSTOWN, Ind. — Perfect 
Circle Corp, reported six-month 
sales and earnings down from the 
same period of 1959, 

Board Chairman Donald H. Tee- 
tor and President W. B. Prosser, 
in a quarterly statement to stock- 
holders, reported first-half earnings 
of $1,133,737 on sales of $18,627,239. 
Earnings for the 1959 period were 
$2,391,540 on sales of $20,805,161. 

The report stated that 1960 sales 
are expected to be second only to 
1959, but earnings are not now ex- 
pected to reach previously antici- 
pated levels. The third quarter will 
show decline due to curtailment 
of production for employe vaca- 
tions. This decline will be balanced 
in the fourth quarter with improv- 
ed sales and earnings coming from 
increased production and sale of 
sleeve castings plus added piston 
ring requirements for 1961 cars, it 
is said, 

Several factors, according to the 
officers, contributed 
earnings in the first half. They 
noted that “approximately 30 per- 
cent of the 1960 cars being sold 
are six-cylinder models, each re- 
quiring 25 percent fewer piston 
rings than eight-cylinder models” 
and that production of heavy-duty 
equipment has been off substanti- 
ally. 


L. A. Lions Honor Taylor 

LOS ANGELES. — Frank Taylor, 
Frank Taylor Ford, has been elect- 
ed president of the Los Angeles 
Lions Host Club. 


to reduced) 





mony, the higher court held that 
the auto could be lawfully con- 
fiscated by the state, whereby 
the seller lost $3,000 plus interest 
due on the car. This court said: 
“Although the amount found in 
the spoon was not great, the evi- 
dence would justify the conclusion 
that the occupant (Farr) of the 
car did transport heroin in viola- 
tion of the statute. This evidence 
failed to establish reasonable in- 
vestigation as to Farr’s moral re- 
sponsibility, character and reputa- 
tion ‘within the meaning of the 


law.” 
* * * 


Customer Wrecks Car 


Burt Halland, Mille Lacs Motor, 

Inc., Milaca, Minn., asked this 
legal question: “I would like to 
know what your opinion is where 
a customer takes a used car for 
trial and wrecks it, Is the customer 
liable or is the insurance company 
liable ?” 

The answer to your legal ques- 





tion depends entirely upon the 
written terms of your insurance 

policy, Generally speaking, insur- 
ance policies of this nature pro- 
tect the auto dealer while a pros- 

pective buyer is making a trial 
or test use of a used car. 

On the other hand, irrespective 
of the terms and clause in your 
insurance policy, the instant the 
buyer signs a contract with you to 
purchase the car, you are automat- 
ically relieved of, negligence of this 
buyer who, in order to have insur- 
ance protection, must obtain his 
own insurance policy with his se- 
lected insurance company. 

And, further, if the customer did 
not purchase the auto; he had no 
insurance; and your insurance is 
ineffective, you can sue and collect 
the amount of damages to your 
auto caused by negligence of the 
customer. 

+ * ok 


Reserves Are Taxable 


ONSIDERABLE discussion has 

arisen from time to time over 
the legal question: Are auto deal- 
ers’ reserves taxable under federal 
income-tax laws? 

After several lower courts ren- 
dered confusing decisions, the Su- 
preme Court of the United States, 
in Glover, 79 S. C. Reporter 1270, 


Garrity Honored— 


Exceeding its latest monthly sales quota 
by 124.2 percent, Garrity Motors, Ham- 
tramck, Mich., won the Sales Achievement 
Trophy for the three states of the Detroit 
Dodge region. At the trophy presentation 
are, left to right, Russ Gilbert, Detroit city 
manager for Dodge; Seymour Kliger, Gar- 
rity sales manager, and Dealer James 
Garrity. 
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is so even though the auto dealer 
does not receive the reserves and 
the finance company withholds the 
funds or money to cover possible 
losses. 





* * * 


Customer Sues Dealer 


For $41,000 in Blast 


ALBUQUERQUE. — Paul Zeibig 
is suing C & M Motor Co, for 
$41,000 in Federal District Court 
because of alleged injuries and 
damages suffered in an explosion 
April 26 while his car was being 
repaired, 

He charges that negligence, care- 
lessness and recklessness caused 
the explosion. Zeibig claims he was 
burned on the right arm and body 
and that his car was damaged in 
the blast, 


Sawyer L-M Folds; 


Equipment Auctioned 
WAUKESHA, Wis.—An auction 
sale was held by Tom Sawyer Lin- 
coln Mercury Comet, Inc., 307 N. 
Grand Ave., at which fixtures, parts 
and tools were sold. 
New cars and demonstrators had 


has laid down positive law that} been disposed of earlier. Sawyer re- 


reserves of auto dealers are tax- 
able on the accrual system, This 


linquished his franchise at the end 
of July. 





Deico Moraine’s vital parts for automotive progress 





PL . 


nee 





Delco Moraine makes SINTERED METAL PARTS 


ECONOMY, DURABILITY AND DEPENDABILITY are outstanding characteristics of these 


sintered metal parts. Parts like these are the result of close cooperation between experienced Delco Moraine 


engineers and its customers from idea through design and development to production. 


In automobiles, for example, these rugged units function in engines, transmissions, steering and suspension systems. 
They’re another illustration of the scores of key parts and assemblies supplied by Delco Moraine. 


Fact is, long-lived Delco Moraine parts were installed as original equipment on more than 


41,000,000 of all the cars and trucks on the road today. 


DELCO MORAINE 


DEPENDABLY MADE « Division of General Motors, Dayton, Ohio 
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commerce and other businessmen 
will be solicited. 


Retention of the seal will be po- 
liced by Fiske Surveys and each 
recipient acknowledges that he 
may retain it only so long as his 
firm lives up to high business 
ethics in all departments, 

* 






Ford Tops in Farm Media... 


Auto Advertising 
















































































a i , r i , it By Martin L, Whitmyer down from $325,821 to $315,282; me ome 
; Staff Writer Goodyear Tire & Rubber Co. (11th), ; 
etal Ad, Ford Motor Co. was the top ad-|down from $832,901 to $302,543; | Dranham Adds Client 
» Branham Co. has become na- 





Standard Oil Co. of Indiana (14th), 
up from $189,335 to $244,958; Cham- 
pion Spark Plug Co. (22nd), up 
from $132,865 to $195,720; U. S. 
Steel Corp. (24th), up from $132,314 
to $181,559; B. F. Goodrich Co. 
(26th), up from $162,904 to $168,050; 
Phillips Petroleum Co. (27th), down 
from $173,624 to $164,208; General 
Electric Co, (30th), down from 
$243,373 to $153,094. 

Monsanto Chemical Co, (35th), 
up from $136,062 to $140,812; du- 
Pont (36th), up from $95,828 to 
$138,862; Olin Mathieson Chemical 
Co, (37th), up from. $134,104 to 
$137,999; Skelly Oi] Co, (42nd), up 
from $122,096 to $133,178; Texaco 
(46th), down from $153,650 to $128,- 
170; Dow Chemical Co. (48th), up 
from $30,503 to $125,801; Shell Oil 
Co, (52nd), up from $99,716 to $118,- 
839; Westinghouse Electric Corp. 
(55th), down from $158,954 to $107,- 
758. 

Socony Mobil Oil Co. (66th), up 
from $38,635 to $83,019; Armco 
Steel Corp. (68th), up from $60,152 
to $81,505; Avco Mfg. Co. (69th), 
down from $98,376 to $80,214; A. O. 
Smith Corp. (74th), up from $34,126 
to $74,381; Borg-Warner Corp. 
(78th), up from $31,142 to $66,722; 
Eaton Mfg Co, (89th), up from 
$60,305 to $61,820; Union Carbide 
Corp. (90th), down from $65,550 to 
$58,992; U. S. Rubber Co, (91st), up 
from $52,886 to $57,710; Republic 
Steel Corp. (95th), up from $31,815 
to $55,583; Continental] Oil Co. 
(98th), down from $75,309 to $53,778. 

Cities Service Co, (114th), down 
from $65,658 to $47,560; Esso Stand- 
ard Oil Co. (117th), up from $31,410 
to $45,315; Electric Autolite Co. 
(130th), down from $42,962 to 
$40,515; National Steel Corp. 
(134th), down from $68,494 to 
$39,179; Pittsburgh Plate Glass Co. 
(158rd), down from $37,965 to 
$33,705; Sealed Power Corp. (173rd), 
from none to $27,454; Long Mfg. 
Co. (186th), up from $441 to $25,100; 
Inland Steel Products (192nd), 
down from $27,809 to $24,408; Per- 
fect Circle Corp. (197th), down 
from $26,845 to $23,706, and Stand- 
ard Oil Co. of Ohio (199th), up 
from $21,878 to $23,614. 

7 ok cd 


Phillips Program Expanded 


The launching of an extensive, 
expanded sales promotion and mar- 
keting program has been announc- 
ed by Phillips Mfg. Co., Inc., Chi- 
cago. 

Operations will include magazine 
and catalog advertising, direct mail, 
technical publicity, case history ap- 
plication reports announcing new 
product lines and expanded lines of 
current production models. 

The new sales promotion and 
marketing program will be under 
the supervision and control of 
Black-Russell-Morris, industrial ad- 
vertising, public relations and mar- 
keting specialists of Newark, N. J. 

* * * 


C-E’s Francis Saluted 


Members of the newly combined 
Los Angeles-Hollywood staff of 
Campbell-Ewald Co. recently salut- 
ed R. C. Francis in celebration of 
his 35th anniversary with the ad- 
vertising agency. 

Francis, who has served the 
agency as vice-president and Pa- 
cific Coast manager since 1946, 
joined the company in Detroit in 
1925 as production manager, Prior 
to that, he had served as advertis- 
ing manager of the Hamilton- 
Brown Shoe Co., St. Louis, and as 
assistant account executive for 
Henri, Hurst and McDonald adver- 
tising agency, Chicago. 

* om + 


Fiske Seal of Ethics 

Fiske Surveys, a division of Ed- 
ward Fiske Co. White Plains, 
N. Y., is inaugurating a program 
whereby companies who prove a 
high standard of business ethics 
through a Fiske survey are award- 
ed a seal which they may incorpo- 
rate in their advertising. 

Before the seal is awarded 
customers’ opinions will be 
sought and reports from local 


vertiser in farm publications dur- 
ing the first six months of this year 
with an investment of $1,084,354, 
according to figures reported by 
Farm Publication Reports, Inc, 


PRODUGTHON 


) with $950,845, and International 
-nNr\ ’ ad saga ‘<> Harvester Co. moved into third 
GREY I[RON®GASTINGS 






tional advertising representatives 
for the Savannah (Ga) News- 
Press. The newspapers will be 
part of the Georgia Group, start- 
ing Oct. 1, which is also repre- 
sented by Branham. 

*” cd * 


Reader’s Digest Changes 


The advertising sales operation 
within the United States of all the 
domestic and international editions 
of the Reader’s Digest have been 
integrated into one organization. 

Fred Thompson, advertising di- 
rector of U. S. editions, will super- 
vise the sales of both the interna- 
tional and domestic editions. 

C. Robert Devine, for the past 
three years director of advertising 
sales in the U. S. of the internation- 
al editions, has been appointed as- 
sistant general manager, Interna- 
tional Editions, for advertising 
sales abroad. 

David Cogswell, for the past four 
years San Francisco manager, will 
succeed Devine as director, for the 
international editions, of advertis- 
ing sales in the U. S., with head- 
quarters in New York. John C. 
Gibbons, advertising representative 
in Chicago, has been appointed 
San Francisco manager of the mag- 
azine, succeeding Cogswell. 

Promotion and merchandising 
within the U. S. for all the editions 
of the Digest will now be super- 
vised by Reginald Clough, promo- 
tion director of the U. S. editions. 

ad ad * 


Another for BBD&O 


Dodge dealers of the Miami met- 
ropolitan market have named Bat- 
ten, Barton, Durstine & Osborn, 
Inc., Atlanta, to supervise its ad- 
vertising. 


Media Notes 


Curtis Publishing Co. has an- 
nounced plans to open a British 
and European advertising sales of- 
fice for the Saturday Evening Post 
and Holiday. Keith Woodeson, now 
with Newsweek, will manage the 
office in London .. . Redbook maga- 
zine closed the first nine months 
of 1960 with display advertising 
linage gains of 21.7 percent over 
the same period a year ago. 

Playboy’s 146-page September 
issue will be the biggest in adver- 
tising linage, billings and pages in 
the magazine’s seven-year history. 

* * 












3 spent in the medium during the 
, first half of 1959. 

: 1 ie Ford held on to its first place 

eo), eo); I i » AN {ee}. MS spot despite a decline from $1,122,- 


A R & F . I AN . N OST M re DI 5 N 072 spent on farm publications dur- 


ing the first six months of 1959. 
PRODUGTION FOUNDRIES in ’59, 












GM was up slightly from $934,894 
Among the other car and truck 
manufacturers, Chrysler was 29th 
with an expenditure of $154,515 this 
i , year, compared with $184,741 a year 
SILLA b. ago; Willys was 96th with $54,369 
this year, compared with $520 spent 
nit eae COM PANY in the medium last year. Stude- 
. = baker-Packard Corp., which didn’t 
FOUNDRY=FDIVISION advertise in farm publications last 
year, was 124th with $42,866 this 
year, and American Motors Corp. 
AND MANUFACTURING PLANTS was 136th with $38,310 this year, 
nditures in 

CHATTANOOGA 2) TENNESSEE Sen eee ts 
Altogether, 2,187 advertisers 
spent $27,299,838 in the medium 
this year, with the top 200 ad- 
vertisers investing 75 percent or 
$20,347,047, A year ago, the top 
200 advertisers spent $19,068,654. 
A breakdown of automotive sup- 
pliers expenditures showed Fire- 
stone Tire & Rubber Co. (10th), 
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Coming to the... 
National Auto Show? 


In Detroit’s Beautiful New COBO HALL 
OCTOBER 15-23 


Many dealers and industry executives will be arriving for the show 
preview. 


Don't miss getting your copy of the AUTOMOTIVE NEWS AUTO 


SHOW ISSUE (October 1. is edition will help you enjoy the show 
and give you complete information on the new models. 


BE SURE TO GET YOUR COPY!! 
NO CHARGE 


As a subscriber, you need only mail us the coupon below and we will 
deliver your personal copy of the AUTOMOTIVE NEWS AUTO SHOW 
ISSUE to your hotel in or near Detroit. 






Personnel Changes 


John Tyson from management 
service director of McCann-Erick- 
son to director of advertising for 
Simoniz Co., Chicago . . . Robert D. 
Black from advertising and sales 
promotion manager of the Her- 
brand division of Bingham-Her- 
brand Corp, Fremont, O., to 
advertising manager of Merit Muf- 
flers, a supplier of automotive ex- 
haust systems. 

Dickson J. Hartwell, former vice- 
president and director of Robinson- 
Hannegan Associates, to director of 
press relations of the American 
Management Assn. 


















A. J. DeLISLE 
AUTOMOTIVE NEWS 
965 E. JEFFERSON AVENUE 
DETROIT 7, MICHIGAN 
Yes! I'll be in Detroit for the National Auto Show and | would like to 
have the AUTOMOTIVE NEWS AUTO SHOW ISSUE (October 10) 


delivered to my hotel. 













Champs on Parade— 


Coaster champions from all over the 
United States and five foreign countries 
march in the “Parade of Champions” pre- 
media regarding the firm’s ad- | ceding the 23rd annual All-American Soap 
vertising ethics, the Better Busi- | Box Derby in Akron. There were 168 en- 
ness Bureau, local chamber of ‘ trants in the race. 


NAME: 
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How to make more money selling 


LIMITED 
SLIP 
DIFFERENTIALS 


FIRS you’ve got a terrific product. Instead of directing power to the wheel with the least traction . 
as with a conventional differential, the limited slip differential automatically directs power to the 4 me 









wheel with the greater traction 


on ice. The result is—you go! 


SECOND you’ve got lots of prospects. Everyone who relies on a car to get him someplace fast ... whose work is 


such that he can’t afford to risk getting stuck. Like police scout car crews ate and cab drivers. 
Li 2LE And doctors, <4 1. x who must get through on ~——->— ~ emergency calls in 






ee 






weather. Then there’s the rural letter carrier a who 


drives onto the shoulder at every stop, the salesman whose time is money, the utility companies who 


3 to the housewife, 






for she is in real trouble if she gets ® stuck while on one of her many important errands. 


THUR) the limited slip differential can be demonstrated easily and it sells when prospects see how it works. 

So, be sure to order factory-installed LSDs on all your 61 demonstrators. And here are some ways to demonstrate this 

GAD 1 which you can place at the curb 
y wy 





ull = 
amazing feature: stop your right rear wheel on a pile of wet leaves qq, 
yourself, then show your prospect how LSD lets you start up 
spin... Or, if you’re near an 7 l= unpaved country road or lane, run one rear wheel off into soft soil and 





let your prospect see how LSD - = See 


erator. ae) WA Mud puddles make good demonstration sites, too. If you don’t have one handy you can make 
ab en 


one in & VA your used car lot. And, if you’re where the temperature drops below freezing, you can use 


to show how LSD keeps you on the go in any weather. 


a patch of ice or packed snow 








Whatever you do, order all your '61 
demonstrators factory-equipped with 
LSD so you can demonstrate, Demon- 
strate, DEMONSTRATE! 





CORPORATION 
Toledo 1, Ohio 
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Prices marked with an asterisk 


indicate a unit equipped with an 
automatic transmission or over- 


ae and (ps) indicates power 
; * + * 
FLINT 


Flint Auto Auction, Sale every Wednes- 
day, Prices are for sale of Aug, 17, Hold- 
ing steady to previous week, Sold 211 cars 
from 289 consignments. 

BUICK—’60 LeSabre 4-dr. hardtop, $2,- 
470°. 

"58 Super 2-dr. Riviera, $1,525* (ps); 
Special 2-dr, Riviera, $1,400* (ps); 
conv., $1, 330° (ps); 4-dr., $1,315*. 

"57 Special Estate Wagon 4-dr., $1,025". 

56 Special 4-dr, Riviera, $710* (ps); 
RM 4-dr., $485* (ps). 

’55 Super 2-dr, Riviera, $590* (ps); Spe- 
cial 2-dr., $485*, $350; 4-dr, Riviera, 
$460*; 4- -dr., $300*; Century conv., 
$460* (ps); 2-dr. Riviera, $410*; 4-dr., 

80*. 


$260*; Super 


"B4 Special 2-dr, Riviera, 
Riviera, 


conv., $190*; Century 2-dr, 
$160*. 

CADILLAC—’54 (62) 4-dr., $465* 
Coupe de Ville, $365* (ps). 
CHEVROLET—’60 Impala (8) conv., 

460* (ps), $2,450* (ps); 4-dr., 
325* (ps); Corvair (6) 4-dr., 
510, $1,485, 

"59 Impala (8) 4-dr. hardtop, $1,975*, 
$1,975* (ps), $1,970* (ps), $1,925* 
we, $1,920* (ps); Parkwood (6) 4- 

$1,775, abt 500; Biscayne (6) 4-dr., 
$1. 325, $1,27 

58 Impala Hf 2-dr, hardtop, $1,470* 
(ps); Bel Air (8) 4-dr, hardtop, $1,- 
300* (ps), $1,290* (ps); Biscayne (8) 
4-dr., $1,260*%, $1,125*, $990*; 2-dr., 
$1,220*, $1,215*, $1,030; Biscayne (6) 
2-dr., $1,120*, $1,120, $1,025*; Brook- 
wood (6) 4-dr., $1,225; Delray (6) 2- 
dr., $1,095*, $1,015, 

"57 Bel Air (8) 4-dr. hardtop, $985; 4- 
dr., $980*, $950* (ps), $940*; Two-ten 
(6) station wagon 2-dr., $870; 4-dr., 
$865; Two-ten (8) 2-dr., $850*, $780*, 
$520*; station wagon 4-dr., $710*; 
One-fifty (6) 2-dr., $600. 

"56 Bel Air (8) 4-dr., $765*, $670* (ps), 
$630*; 2-dr., $735; Two-ten (6) 4-dr., 
$690*, $650*; 2-dr., $605; Two-ten (8) 
station wagon 4-dr., $600; 4-dr., 
$460*; One-fifty (6) 4-dr., $425. 

"55 Bel Air (8) 2-dr., $500*, $460*; 4- 
dr., $410*; Bel Air (6) 4-dr., $360*; 
Two-ten (8) 2-dr., $445*, $365*, 

‘54 Two-ten 4-dr., $195, 

53 Two-ten 2-dr., $215; Bel Air 2-dr., 


$100. 
CHRYSLER—’'57 Saratoga 2-dr. 


(ps) ; 


$2,- 
$2,- 
$1,- 


hardtop, 
$975* (ps). 

"65 Windsor 4-dr., $370*, $355*. 

DODGE—’'55 Coronet (8) 2-dr. hardtop, 
$260*, $150*. 

FORD—'60 Thunderbird (8) conv., §$2,- 
990* (ps), $2,800* (ps); Galaxie (8) 
conv., $2,245* (ps), 

*59 Country Sedan (8) 4-dr., $2,030* 
(ps), $1,900* (ps), $1,700*, $1,630*; 
Galaxie (6) 2-dr., $1,525* (ps); Fair- 
lane (8) 4-dr., $1,405* (ps), $1,275*; 
Fairlane (6) 2-dr., $1,275; Custom 300 
(6) 4-dr., $1,260*%; Custom 300 (8) 
2-dr., $1,165. 

"658 Thunderbird (8) conv., $2,175* (ps); 


Custom 300 (8) 4-dr., $1,040*%, $860; 
Fairlane 500 (8) 2-dr,. Victoria, §$1,- 
180*, $925*; Ranch Wagon (8) 2-dr., 


$1,000. 

‘57 Fairlane (8) 2-dr, Victoria, $1,000* 
(ps); Fairlane (6) 2-dr., $635; Custom 
(8) 4-dr., $760*; Custom 300 (8) 2- 
dr., $550*; Ranch Wagon (8) 2-dr., 


$595. 

*6566 Fairlane (8) conv., $600*; Main (8) 
2-dr., $500, $490; Custom (8) 2-dr., 
$475, $375; 4-dr., $450*, 

’655 Thunderbird (8) conv., $1,465; Fair- 
lane (8) 2-dr, Victoria, $580*; Fair- 
lane (6) 2-dr., $155; Custom (8) 2-dr., 
$425*; 4-dr., $205*; Ranch Wagon (8) 
2-dr., $275*, 

*54 Custom (6) 2-dr., $175, 

53 Custom (8) 2-dr., $110. 

HUDSON—’'55 Hornet 4-dr., $140*. 


LINCOLN—'58 Capri 2-dr, hardtop, §$1,- 
645* (ps). 
MERCURY _’59 Monterey 4-dr, hardtop, 
$1,700*. 
‘58 Monterey 2-dr, hardtop, $1,060*, 
'57 Monterey 4-dr, hardtop, $650*; 2-dr., 
$530*. 
'56 Montclair 4-dr. hardtop, $560*; 2-dr., 
$410*. 


‘55 Montclair 2-dr, hardtop, $275°*. 
ee nies to — Super Fiesta 4- 
$3,000*° (ps 
a *(8) conv., a, 165° (ps); 2-dr., §$1,- 
660°. 


"57 (88) 4-dr. Holiday, $985*. 


‘56 (88) 4-dr. Holiday, $685*; 2-dr, Hol- 
iday, $555* (ps), $450*, $350*; 2-dr., 
$290°; (88) Super 4-dr., $635* (ps); 
(98) 4-dr., $550* (ps), 

‘56 (88) 2-dr., $450* (ps); 4-dr., $325*; 
4-dr. Holiday, $295°. 

PAOKARD—’53 Clipper 4-dr., $100, 


PLYMOUTH—’'59 Fury (8) 4-dr, hardtop, 
$1,630* (ps); Belvedere (8) 4-dr., $1,- 


Average Price of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 


605* (ps), $1,005, 

"58 Savoy (8) 4-dr., $790* 

‘57 Suburban (8) 4-dr., 
(6) 2-dr., $425. 

°56 Savoy (8) 4-dr., $130*, 

55 Suburban (8) 4-dr., 
Belvedere (8) 2-dr., $265*; 
2-dr., $100*. 

PONTIAC—’60 Bonneville 4-dr. Vista, $2,- 

875* (ps); Catalina 2-dr., $2,250*. 

59 Bonneville conv., $2,265* (ps); Cata- 


$710*; Plaza 


$320, $185*; 
Savoy (8) 











68 °59 58 59 58 59 "58 "59 "58 °59 "59 60 60 "59 60 69 4°60 59 4°60 760 "59 4°60 60 
Aug. Sept. Oct. Nov. Dec. dan. Feb. March April May June duly oan 


Prices of '60s added and ’52s dropped in December, 1959. Prices of ’59s added and ’51s dropped in December, 1958. 
Figures alongside bars represent dollars. 


lina 2-dr., $1,590*, 
’58 Chieftain conv., $1,300*; 2-dr., $940. 


’57 Star Chief 2-dr, Catalina, $1,050* 


(ps); Super Chief 2-dr, Catalina, 
600°. 
’56 Star Chief 2-dr., $600*; 4-dr., $520* 


(ps), $400* (ps); Chieftain 4-dr, Cat- 
alina, $525*. 

’55 Star Chief 2-dr., $505*; 2-dr. Cata- 
lina, $325, 


54 Chieftain 4-dr. , $120, $105*, 











(Copyright, 1960, by Automotive News) 


RAMBLER—’60 Super (6) 4-dr., $1,690*. 
* — (6) 4-dr., $1,475* (ps), $1,- 


"58 Super (6) 4-dr., $1,015, 


‘56 Super 4-dr., $440. 
STUDEBAKER—’60 Deluxe (6) 4-dr., $1,- 


430. 
"59 Lark (6) 4-dr., $1,050*. 
’57 President (8) 2-dr., uo (ps), 
‘56 Commander 4-dr., 
MISCELLANEOUS—'59 Dodge’ (6) %-ton 













pickup, $1,075. 
'56 Ford (6) %-ton pickup, $625, 
’55 Chevrolet (6) %-ton, $510, 
’54 GMC %-ton van, $115, 
’53 Chevrolet cab & chassis, $150, 
"50 Chevrolet %-ton pickup, $190, 


DETROIT 


Aptco Auto Auction, Sale every Wednes- 
day. Prices are for sale of Aug. 17. 


BUICK—’59 Electra 4-dr., $2,150* (ps); 
LeSabre 4-dr, hardtop, oy 020* (ps); 
2-dr. hardtop, $2,000* (ps 

’58 Special 2-dr, hardtop, +, 370* (ps). 

’57 RM 4-dr. Riviera, $1,100* (ps); Spe- 
cial 4-dr., $980*. 

56 Special 4-dr., $390*, 

’55 Special 2-dr, Riviera, $285*, 


CADILLAC—’60 (62) 2-dr, hardtop, $4,- 
200* (ps). 
"57 (62) 4-dr hardtop, $1,765* (ps); 
Coupe de Ville, $1,550* (ps). 
"56 (62) Sedan de Ville, $1,225* (ps), 
$1,130* (ps). 
CHEVROLET—’59 Impala (8) 7” $1,- 


910* (ps); sport sedan, $1,86 
’58 Impala (8) conv., $1,440* techs Bel 


Air (8) sport sedan, $1,350* (ps); 
sport coupe, $1,350*; 2-dr., $1,275*; 
4-dr., $1,100*; Biscayne (8) 4-dr., $1,- 
075*. 

’57 Bel Air (8) conv., $1,200*, $990*; 
One-fifty (6) 2-dr., $630, 

’56 Bel Air (6) conv., $750*, 

’55 Bel Air (8) sport coupe, $680*, 
$610*, $525*; Two-ten (6) station 
wagon, $510*; Two-ten (8) station 


wagon, $430; 2-dr., $315*. 
‘54 Bel Air (6) conv., $310*, 


en (300) sports coupe, $1,- 
DesoTo — "59 Firesweep 2-dr., $2,050* 
) 
’57 Firesweep 2-dr, hardtop, $875*, 
’56 Fireflite 4-dr., $425*, 
DODGE—’55 Custom Royal (8) 4-dr., 


$270. 
EDSEL—’58 Corsair 4-dr. hardtop, $830*. 
FORD—’60 Thunderbird (8) 2-dr. hardtop, 
$3,110* (ps); Galaxie (8) sunliner, 
$2,200* (ps); 4-dr, Victoria, $2,190* 
(Continued on Page 37, Col, 1) 








ALABAMA 





JOHNSON AUTO 


AUCTIONS 
Huntsville, Ala.—Friday 
100% Insured—Ne Registration Fee 





COLORADO 





Colorado Auto Auction 
4285 So. Santa Fe, Littleton, Colorado 
Phone: SU |-7821 
SALE EVERY MONDAY 
11:00 A.M. 


George A. Lamb Norman Early 
Owners & Operators 
MILL NACE, General Manager 
Dealers Only 
Write for FREE Market Reports. 





CONNECTICUT 





NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange in our I4th year 
continuous operation. 


Sale every Wednesday - 11:00 AY. 
SOUTHERN AUTO SALES, INC. | 
Warehouse Point, Conn. 





FLORIDA 


DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues., 10 
A.M. Dealer-owned. Dealers only. 


MARYLAND 
BEL AIR—Bel Air Auto Auction. Ti- 
tles, checks guaranteed. Cars group- 
ed. Thur., 12 noon. Established 1947. 
MICHIGAN 
Aptco 
DETROIT'S 


Oldest, Largest and Very Best 
Wednesday at Noon 


sina ami 


19241 Dix—Toledo Highway—Route 25 
Just 2 mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
PHONE: DUnkirk 3-0150 





MICHIGAN 








STATE FAIR AUTO AUCTION 


19745 RALSTON 
(Rear of 19600 Woodward, Detroit) 


TWO SALES WEEKLY 
Tuesday and Friday at 12:30 


Phone: TO 9-4660 
C, Simpson, Pres — Sam Goodman, Mgr. 





LU CA D, the Dealers’ Directory 
to Leading Auto Auctions. 





NEW JERSEY 








Minutes from New York City 





EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND 
DELIVERY SERVICE 


MINIMUM RATES 


We issue auction checks— 
Guarantee titles. 
Dual Lane Sale—4 Auctioneers 


Insured By 
AUCTION INSURANCE AGENCY, 
Birmingham, Alabama 
EVERY THURSDAY AT NOONI 


ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 


CApito!l 8-0100 for Reservations 


3 


AUCTION 
LANES 


OVER 


oJ ote 


‘CARS 


N-A-D-E 


STs mat aL) ae 
NATIONAL AUTO 
DEALERS EXCHANGE 








NEW YORK 


TROY—Troy Auto Auction, Inc., Box 
460, RD 4. Insured checks & titles. 
Every Thurs. 12:30. 





NEW YORK STATE'S OLDEST - 
NATIONALLY KNOWN 


TIM ANSPACH INC. 
Dealer Aute Auction 


Albany 5, N. Y. 


Monday — I! O'Clock 
80 car sale average 
All Titles and Checks Guaranteed 


Eve 





LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State. Check and 
Title Protection. (Wed.) 





___NORTH CAROLINA CAROLINA 
RALEIGH — RALEIGH — Mana’s Auto Auction Auto Auction 


Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


Aika. Cee tae ee 
AKRON—A-1 Auto Auction, U.S. 224, 


PL 3-6643, Titles, Checks guaran- 
teed. Ea. week, Tues., Thurs., 12:30. 


TEXAS 








AMARILLO AUTO 
AUCTION, INC. 
3202 E. 10TH Phone: DR 2-9503 
WE PICK UP AND SELL 
FOR LEASING COMPANIES ANYWHERE 
12 Years Fair Dealing 
Auction Checks Issued 


SALE EVERY FRIDAY 


Reference: American National Bank 
Bobby Clark—OWNERS—Pat Patterson 








Crossroads 


. . . where they meet... 


buyers and sellers . . . new and 


used car dealers. They meet at 
the dealer auctions of the na- 
tion . . . and on the pages of 
Automotive News. 








Manheim Auto Auction's 


big IS 


Anniversary Sale 


In appreciation of your patronage, Man- 
heim Auto Auction celebrates its I5TH 
ANNIVERSARY by giving away $15,000 
in prizes and free chicken barbecues! 
Two-day Sale—September 13 and 16! 


I" Prize 


A GLORIOUS 
WEEK END 
FOR TWO 
AT MONTE 
CARLO 
PLUS $300 
IN CASH 









@ MANY OTHER CASH PRIZES 
@ ALL PRIZES AWARDED BY DRAWINGS 


FREE 
FREE 
FREE 


Cash prizes to buyers of cars 
with “Lucky 15” serial numbers. 


Pennsylvania Dutch country tour 
for wives. 


Registration of every car over 


15 istered by any one dealer 
on day. 


Manheim Auto 


Auction, Inc. 


On Route 72, Manheim, Pa. 
Mohawk 5-2401 











ee 


«oe 


Las ae enlist at a ND hn 





ae eee 





AUTOMOTIVE NEWS, AUGUST 29, 1960 


Used-Car Auction Prices 





(Continued from Page 36) 


(ps); Starliner 2-dr., $2,150* (ps), $2,- 


000; Falcon (8) 2-dr., $1,510*, §$1,- 
510. 

’59 Thunderbird (8) conv., $2,780* (ps); 
Galaxie (8) 4-dr. Victoria, $1,775*; 
conv., $1,775*; 2-dr., $1,650*; Coun- 
try Sedan (6) 4-dr., $1,550; Fairlane 
(8) 4-dr., $1,385*; 2-dr., $1,360"; 
Custom 300 (8) 4-dr., $1,370*; 2-dr., 
$1,290. 


’58 Thunderbird (8) conv., $2,230* (ps); 
Fairlane 500 (8) conv., $1,215* (ps); 
Fairlane (8) 2-dr., $835*. 

’57 Country Sedan (8) 4-dr., $1,210* 
(ps); Fairlane 500 (8) conv., $1,150*; 
Fairlane (8) 2-dr., $710*; 2-dr, Vic- 
toria, $600*; Custom 300 (8) 2-dr., 
$635*, $605, $585*; 4-dr., $615*; Cus- 
tom (8) 2-dr., $525. 

’56 Fairlane (8) conv., $575*; Main (8) 
2-dr., $525*; 4-dr., $400; Custom (8) 
2-dr., $445. 

’55 Country Sedan (8) 4-dr., $480*; 
Custom (6) 2-dr., $350, $250*; Custom 
(8) 2-dr., $320*; Fairlane (8) 4-dr., 
$330*. 

’54 Custom (6) 4-dr., $375. 

’53 Custom (8) conv., $375* (ps). 

MERCURY—’59 Monterey conv., $1,790*; 
2-dr, hardtop, $1,705* (ps). 

58 Commuter 4-dr., $1,410*; 
2-dr., $900* (ps), $865*. 

’"57 Monterey conv., $1,100* (ps); 4-dr., 
$885 (ps); 4-dr, hardtop, $660* (ps); 
Commuter 4-dr., $1,000*. 

’56 Montclair 4-dr, hardtop, $650*; Mon- 
terey 4-dr., $470*. 

’55 Monterey 4-dr., $355*, $330* (ps), 

54 Monterey 2-dr, hardtop, $390*, 

NASH—’56 Ambassador (8) 4-dr., $390* 


Monterey 


(ps). 

OLDSMOBILE—’58 (98) 4-dr. Holiday, 
$1,740* (ps); 2-dr, Holiday, $1,725* 
(ps). 

’57 (88) 2-dr., $725*, 
"56 (98) 4-dr., $625* (ps); (88) 2-dr., 
$560*, $380*; (88) Super 4-dr., $500* 


(ps). 

PLYMOUTH—’58 Suburban (8) Sport 4- 
dr., $1,460* (ps); Deluxe 2-dr., $700*; 
Plaza (8) 4-dr., $795*, 


"57 Suburban (8) Custom 2-dr., $975*, 
$630*; Savoy (8) 4-dr., $550*; 2-dr., 
$500". 


’56 Suburban (6) Deluxe 2-dr., $280*, 
PONTIAC—’60 Ventura sport coupe, $2,- 
615* (ps); Star Chief 4-dr, Vista, 
$2,500* (ps). 
’59 Bonneville 4-dr, Vista, $2,025* (ps). 
’58 Chieftain conv., $1,400* (ps). 
’57 Chieftain 4-dr., $750*, 
"55 Star Chief 2-dr, Catalina, $390*; 
Chieftain 2-dr., $210*, 
RAMBLER—’60 Super (6) Cross Country 
4-dr., $2,200*. 
’59 American (6) station wagon 2-dr., 
$1,115. 


LOS ANGELES 


Harold Henry’s Los Angeles Dealer Auto 
Auction, Sale every Tuesday, Prices are 
for sale of Aug, 16. 

BUICK—’59 Invicta Estate Wagon, §2,- 
325* (ps); 2-dr, Riviera, $2,300* (ps); 


LeSabre 2-dr, Riviera, $2,135* (ps), 
$2,050* (ps), 

’58 Special 2-dr, Riviera, $1,255*. 

57 RM 2-dr. Riviera, $1,030* (ps); 
Special 4-dr. Riviera, $1,015* (ps); 
Super 4-dr, Riviera, $950* (ps). 

’56 Century 2-dr, Riviera, $800* (ps); 
Special 2-dr, Riviera, $525*. 

’55 Century 2-dr. Riviera, $600* (ps), 
$545* (ps), $395*, $290*; 4-dr. Rivi- 
era, $505* (ps); Special 2-dr, Riviera, 
$515", 

’54 Century 2-dr, Riviera, $415*, $225* 
(ps); RM 2-dr, Riviera, $410* (ps), 
$325* (ps); conv., $285* (ps); Special 


4-dr., $210*; 2-dr., $165* 
’53 Super 2-dr. Riviera, $150*; RM 2-dr. 


Riviera, $110 *(ps). 

CADILLAC—’59 de Ville 2-dr. hardtop, 
$4,150* (ps), $4,000* (ps), $3,985* 
(ps), $3,800* (ps); 4-dr, hardtop, $3,- 
685* (ps); (62) conv., $3,950* (ps); 
2-dr, hardtop, $3,880* (ps), 

’58 (62) 2-dr. hardtop, $2,810* (ps); 
4-dr., $2,750* (ps). 

’57 Eldorado Seville, $2,305* (ps); (60) 
Special 4-dr, hardtop, §$2,100* (ps); 


(62) 2-dr, hardtop, $1,550* (ps), 


"56 (62) Sedan de Ville, $1,550* (ps), 
$1,545* (ps); 2-dr, hardtop, $1,385* 
(ps). 

’55 (62) 4-dr., $995* (ps); 2-dr, hardtop, 
$950* (ps); conv., $760* (ps). 

’54 (62) Coupe de Ville, $1,045* (ps); 
4-dr., $795* (ps), $785* (ps), $680* 
(ps). 

"53 (62) Coupe de Ville, $440* (ps); 


4-dr., $300* (ps). 
’52 (62) Coupe de Ville, $255* (ps), 
’49 (60) Special 4-dr., $270*. 
CHEVROLET—’60 Impala (8) sport coupe, 
$2,450* (ps), $2,435*; sport sedan, 
$2,385*; Parkwood (8) 4-dr., $2,435* 
(ps); Biscayne (8) 2-dr., $1,735, 

"59 Corvette (8) conv., $2,650*; Impala 
(8) sport coupe, $2,160, $2,095* (ps), 
$2,065*, 2 at $2,000*; conv., $1,045* 
(ps); sport sedan, $1,935* (ps), 2 at 
$1,925* (ps); 4-dr., $1,810*, $1,750*; 
Kingswood (8) 4-dr., $1,950* (ps); 
Bel Air (8) 4-dr., $1,590*, $1,500*; 
2-dr., $1,565*; Biscayne (8) utility 
sedan, $1,575*. 

58 Corvette (8) conv., $2,090; 
(8) sport coupe, $1,790* (ps), $1,700* 
(ps), $1,650* (ps), $1,645* (ps), $1,- 
600* (ps), $1,535* (ps), $1,475* (ps); 
Bel Air (8) sport sedan, $1,585* (ps); 
sport coupe, $1,405*; Brookwood (8) 
4-dr., $1,350; Biscayne (8) 2-dr., $1,- 
285* (ps); Delray (6) 2-dr., $1,020, 
$960, $925*, $900*; utility sedan, $925. 

'57 Corvette (8) conv., $1,400; Bel Air 
(8) conv., $1,390*; sport coupe, §$1,- 
360*, $1,285*, $1,200* (ps), $1,200, 
$1,160* (ps), $1,070* (ps); sport se- 
dan, $1,275* (ps), $1,245* (ps), $1,- 
085*, $1,050*. 

’56 Nomad (8) 2-dr., $845*; One-fifty 
(6) 2-dr., $685; station wagon, $485; 
Two-ten (8) 4-dr., $630; Two-ten (6) 
Delray, $620, 

*55 Bel Air (8) sport coupe, $750, $735", 


Impala 


$710* (ps), $685*, $485*; conv., $600; 
Two-ten (8) station wagon, $630*; 
Two-ten (6) Delray, $550; One-fifty 
(8) 2-dr., $575; One-fifty (6) station 
wagon, $375. 

"54 Two-ten 2-dr., $360, $240*; 4-dr., 
$260; Bel Air 2-dr., $350*%; 4-dr., 
$330*, $215; One-fifty station wagon, 
$200. 





53 Two-ten 4-dr., $300, $260, $235; 2- 
dr., $240, $230*; Bel Air 4-dr., $275*, 
$150*; sport coupe, 2 at $235*; One- 
fifty 2-dr., $215. 

’52 Deluxe 2-dr., $275, $250*, 

*51 Deluxe 2-dr., $150*, $135, $120. 

*50 Deluxe station wagon, $160*; 4-dr., 
$130*. 


CHRYSLER—’57 Saratoga 4-dr. hardtop, 
$1,175* (ps), 

COMET—’60 Comet 4-dr., $2,070*. 

DeSOTO—’56 Firedome 2-dr, hardtop, 


$570* (ps). 

55 Firedome 4-dr., $325* (ps). 

DODGE—’60 Seneca (6) station wagon, 

$2,200*. 

’58 Sierra (8) 4-dr., $1,650*, 

’56 Custom Royal (8) conv., $535* (ps). 

’55 Royal (8) 2-dr. hardtop, $385*; Cor- 
onet (8) conv., $235* (ps), 

’54 Coronet (8) 2-dr., $170, 

53 Coronet (8) 4-dr., $150, 


EDSEL—’59 Villager 4-dr. (9 pass.), $1,- 
710* (ps). 

FORD—’60 Thunderbird (8) 2-dr, hard- 
top, $3,700* (ps), $3,650* (ps), $3,- 


235* (ps); Galaxie (8) 4-dr. Victoria, 
$2,175* (ps); conv., $2,050; Falcon 
(6) 4-dr., $1,810*, $1,755; 4-dr., $1,- 


IMPERIAL—’57 Imperial 


340*; Custom 300 (6) business coupe, 


$1,100; Fairlane (8) 2-dr., $1,385*; 
4-dr., $1,350. 
’58 Thunderbird (8) 2-dr, hardtop, $2,- 


600* (ps), $2,485* (ps), $2,450* (ps); 
Fairlane 500 (8) conv., $1,300* (ps); 
4-dr, Victoria, $1,180* (ps). 

'57 Thunderbird (8) conv., $1,885* (ps); 
Fairlane 500 (8) skyliner, $1,175* 
(ps); 2-dr. Victoria, $1,075, $1,030* 
(ps), $1,010*; 4-dr, Victoria, $925* 
(ps); Country Sedan (8) 4-dr., $1,- 
100* (ps), $1,075* (ps), $955* (ps); 
Fairlane (8) 2-dr, Victoria, $950*; 2- 
dr., $700* (ps); Ranch Wagon (8) 2- 
dr., $585*; Custom (6) 2-dr., $500*. 

’56 Fairlane (8) conv., $625* (ps), $610* 
(ps), $475*, $410°, $385*; 2-dr., $550*, 
$515*; Custom (8) 2-dr, Victoria, 
$500*; 2-dr., $435*; Main (6) 2-dr., 
$425. 

55 Thunderbird (8) conv., $1,545; Fair- 
lane (8) 4-dr., $525, $385", $245* 
(ps); 2-dr., $485; Country Sedan (8) 
4-dr, (9 pass.), $455; Custom (6) 2- 
er., $385*; Custom (8) 4-dr., $380, 
$350; Ranch Wagon (6) 2-dr., $365*. 

’54 Crest (8) skyliner, $335* (ps); 2-dr. 
Victoria, $325*; Custom (6) 2-dr., 
$330*; 4-dr., $100*; Custom (8) 2-dr., 
$280*, $250; Ranch Wagon (6) 2-dr., 
$300; Ranch Wagon (8) 2-dr., $260*; 
Main (6) 2-dr., $235, $150; Main (8) 
2-dr., $150, 

53 Custom (8) 2-dr., $355*; Crest (8) 
conv., $185*; Main (8) 2-dr., $160*. 
’52 Crest (8) 2-dr, Victoria, $180*, 

$150°*. 

*51 Crest (8) 2-dr, Victoria, $100*. 

2-dr. hardtop, 


$1,950* (ps). 


610. 
’59 Thunderbird (8) 2-dr, hardtop, $3,- | LINCOLN—’59 Continental Mark IV 2-dr. 


180* (ps); conv., $2,985* (ps); Coun- 
try Sedan (8) 4-dr, (9 pass.), $1,- 
885*; Fairlane 500 (8) 2-dr, Victoria, 
$1,765* (ps); 4-dr. Victoria, $1,500*; 
Custom 300 (8) 4-dr., $1,400*, $1,- 


Wynn’s Radiator Additive is complete cooling system protection in one can —it 
will seal leaks, halt rust and corrosion, lubricate the water pump, stop squeals and 


MERCURY—’59 Monterey 2-dr., 


hardtop, $3,185* (ps). 
’58 Continental Mark III conv., $2,550*. 
’57 Premiere 2-dr, hardtop, $1,575* (ps). 
$1,900°* ; 


Parklane 4-dr., $1,835* (ps), 


squeaks and prevent the loss of anti-freeze. 






FRICTION 
P18 
tr t 






Teaoe mane 


Wynn Oil Company, 


Azusa, 


California. 





Model Breakdown 
Of Auction Averages 














Aug., 1960, July, June, 
Model To Date 1960 1960 
on $2,321 $2,194 $2,189 
ee ehaeciitis 1,801 1,770 1,842 
OO scievinsice 1,256 1,267 1,280 
ee veiktiisnes 847 868 904 
BP ievevecevce 577 581 599 
|. 422 425 442 
1964............ 284 269 287 
MD eigvinvacsts 200 195 203 
Overall 
Average $ 963 $ 946 $ 968 
"58 Monterey 4-dr., $900* 


57 Montclair 2-dr, hardtop, $995* (ps). 
’56 Monterey 2-dr, hardtop, $685* 


Montclair 2-dr. 


hardtop, 


tom 4-dr, hardtop, $485*. 
55 Montclair 4-dr., 


hardtop, $385*; 


top, $510*, $500*. 
54 Monterey 2-dr, 


$420", 


$280* 


2-dr., $125*, 
’52 Monterey conv., $155*. 


NASH—’55 Statesman (6) 4-dr., 


; 4-dr., 


$540* 


$685°*; 


(ps); 


Monterey 2-dr, 


hardtop, 
$235°*; 


(ps); 
Cus- 


2-dr. 
hard- 


$450*, 


Custom 


$350°. 


OLDSMOBILE—’59 (98) 2-dr. Scenic, $2,- 
535* (ps); 4-dr, Holiday, $2,385* (ps); 


(88) 


100* (ps). 
"58 (98) 4-dr. Holiday, $1,900* (ps). 


"56 (98) 
(88) 


2-dr, 


Fiesta 4-dr., 


Holiday, 
Super conv., 


$2,400; 


$870* 


4-dr, Holiday, $625°*. 


"55 (88) 
$535* 


Super 2-dr, 


(ps), 


$485* 


in: 


(ps), 


4-dr., 


$1,065* 


(ps); 


Holiday, 


$355* 


$2,- 
(ps); 
(88) 


$800*, 
(ps); 





Prevent this by recommending Wynn’s Radiator Additive. It means 
sales and safety for you—and provides a real customer service. 


Be sure to add Wynn’s Radiator Additive to your customer’s 
cars for cold weather change-over. Wynn’s Radiator Additive is 
compatible with every anti-freeze and, for full protection, 
should be used in addition to anti-freeze. There’s performance 
and profit in every can you sell. 


i Fv, IS IN THE Foyormauce,/ 


Available in every country of the free world. 
Affiliated Companies 
Toronto, Canada; St. Nicolas Waes, Belgium; Caracas, Venezuela 


PLYMOUTH—’59 Sport Fury 


MISCELLANEOUS—’'60 Ford 
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$675° 
(ps); 


(98) 2-dr, Holiday, $800* (ps), 
(ps), $650° (ps); conv., $735* 
(88) 2-dr. Holiday, $525* (ps). 
'54 (88) Super 2-dr, Holiday, $525* (ps), 
$390* (ps); 2-dr., $240*; (88) 2-dr. 
Holiday, $390* (ps); (98) 4-dr., $230*° 


(ps). 

'53 (88) 4-dr., $185*, 

*50 (88) 2-dr., $240*, 

(8) 2-dr. 
hardtop, $2,000*; Fury (8) 2-dr, hard- 
top, $1,685* (ps); 4-dr., $1,525* (ps); 
Suburban (8) Custom 4-dr., 
(ps); Belvedere (8) 4-dr., $1,435* 
(ps); Savoy (6) 2-dr., $1,285, 

’58 Savoy (8) 2-dr., $900*, . 

57 Fury (8) 2-dr. hardtop, $1,035*; 
Savoy (8) 2-dr, hardtop, $835* (ps), 
$615*; 4-dr, hardtop, $760* (ps); 4- 
dr., $675*; Plaza (6) 2-dr., $450*, 

’56 Suburban (8) Custom 4-dr., $575*; 
Belvedere (8) 2-dr, hardtop, $460*, 


55 Plaza (6) Suburban 2-dr., $335; 
Plaza (8) 2-dr., $300. 
’53 Cranbrook 4-dr., $125*. 
PONTIAC—’59 Catalina sport coupe, $2,- 
220* (ps); 4-dr, Vista, $2,175* (ps), 
$2,070* (ps) 


’58 Star Chief 2-dr, Catalina, $1,630* 
(ps). 
56 Star Chief 2-dr, Catalina, $550* 


(ps). 
’55 Chieftain Safari 4-dr., $460°; Star 
Chief 2-dr, Catalina, $295*, $280°; 4- 


dr., $255°, 
‘53 Chieftain 2-dr, Catalina, $225*, 
$140*, $120*; 4-dr., $200*, $175*. 


RAMBLER—’58 Super (8) Cross Country, 


$1,230. 
‘57 Super (8) Cross Country, $860*, 
’54 Super 4-dr., $190 


STUDEBAKER—’59 Lark (6) station 


wagon, $1,300; 4-dr., $1,180*, 
’55 Commander (8) 2-dr, hardtop, $575. 
(6) F-350 
1-ton pickup, $1,625; Chevrolet (6) 
(Continued on Page 38, Col, 1) 





———— 








Nae eae ee Ae 





+ ate eR 


$1,460*; 4-dr., $1,305* 


Fairlane 500 (6) 4-dr, 
000°; 2-dr., $750*. 








000* (ps); Fairlane 500 (6) conv., 
(Continued from Page 37) $740; Ranch Wagon (6) 2-dr, $690°; 
Custom 300 (6) 2-dr., $645* 
ie pickup, $1,485; (6) %- $800* (ps); Sedan de Ville, 2 at $1,- ’56 Custom (3). 2-dr., Sees: Fairlane 
é ton pic -. $1,475, 150* (ps). (6) 4-dr., $500*; 2-dr, Victoria, $425* 
59 Chevrolet (8) El Camino, $1,885, ’55 (60) Special 4-dr., $1,060%; (62) 55 Country Squire (8) 4-dr. $555° 
$1,550*; (6) El Camino, $1,300; (6) Coupe de Ville, 2 at $800* (ps). "54 Crest (8) 2-dr, Victoria, $330°. 


%-ton pickup, $1,235; Ford (6) %-ton 
pickup, $1,300, $1,175; GMC (8) %- 


ton pickup, $1,225. 330° (ps), $2,150* (ps); sport sedan, (ps); 4-dr., $655* (ps). 


; Custom 300 


(8) 4-dr., $1,320*, $1,305*, 
"58 Thunderbird (8) conv., $2,295* (ps); 


Victoria, $1,- 


’57 Thunderbird (8) conv., $2,075* (ps); 
Fairlane 500 (8) skyliner, 
(ps); 4-dr., $1,045* (ps); 


$1,200* 


conv., $1,- 


CHEVROLET—’'60 Impala (8) conv., $2,- | LINCOLN—’56 Capri 2-dr. hardtop, $750* 


. . 
$2,265° (Ps), $2,085°; 4-dr., $2.240° | meRCURY—'59 Park Lane 4-dr. hardtop, 


’58 Ford (8) %-ton pickup, $1,030* 
: , , , ( . Bi a . 
$850; Chevrolet (6) Apache i4-ton due Gam. tin moe $1,950° (ps); Monterey 4-dr., $1,815°. 
: pickup, $980; (8) %-ton pickup, $950*. '50 Impala (8) sport sedan $2,035° (pe) ‘58 Montclair 4-dr. hardtop, $1,340* 
57 Chevrolet (6) %-ton pickup, $860; $1,830* (ps), $1,770*: conv $1 $50¢ (ps), $1,310*; 2-dr, hardtop, $1,275* 
2 age pickup, $650*; Ford (ps), $1,875, $1,810°. $1,695: ieert (ps); Monterey 4-dr, hardtop, $1,290* 
a , $550. Ol OR a I hi ag te (ps), $1,090°, 
56 Chevrolet (6) %-ton pickup, $705, aan ths a vekeie wa eh eae bene eee 2-dr, hardtop, $840; 4-dr., 
> alge: a 5 00* (ps), 








$650* 


'55 Chevrolet (6) %-ton pickup, $600; Dog ; 

(6) delivery sedan, $310; Ford (6) be a "1 alee gt oe ie Montclair 4-dr., $580* (ps); Medalist 
caiees "ion pickup, $500; (8) %-ton 345°. $i.éae*: ear ea'saee, itenene ee 2 $355*. 

3 ; i (8) 4-dr. ; (ps): Qed ’55 Custom 4-dr., $335*. 

an is ae pickup, Pig Chev- $10, $i _. (ps); 2-dr., $1,300, | OL DSMOBILE—’59 (98) 4-dr. Holiday, 

-ton pickup, ; 4a teenie tnt $2,400* (ps), $2,370* (ps); 2-dr. 

- mesa a me a sen — oo bg eye = ae can: ao $2,140*; (88) Super 4-dr., $2,- 

Las -ton pickup, b , ’ ’ “* , , 080*. 
'37 Chevrolet wrecker, $290. (pede Becohwecd ere ee abe)» $1,420" | +58 (68) 4-dr, Holiday, 2 at $1,550° 
Biscayne (8) 4-dr., $1,305*, $1,050, ae! See) ages Sat, Reeay,  82,- 
CHICAGO $1,035; 2-dr., $1,030; Bel Air (8) 2-| ,,*75* (Ps); (88) 2-dr., $1,195°. 
dr., $1,225; 4-dr., $1,196°, $1,006°;| 1, (88) 2dr. Holiday, $1,250°; 4-dr. 
Arena Auto Auction, Sale every Tues- Delray (8) 2-dr $1 080: Delray (8) Holiday, $610* (ps); (88) Super 4-dr. 
oy. oreo for — of a. 16, Good 2-dr., $775 "9 . ’ y Holiday, $1,250* (ps). 
sale. sharp cars sold, arket strong. ’ a1 ; "56 (88) 4-dr., $600*; 2-dr, Holiday, 
Sold 371 cars from 568 consignments. “es gaat, 4-06" gL 17o*, g1eeee’ es, $560* (ps), $500*. 
BUICK—'59 Electra 225 conv., $2,100* 035° (ps), $1,020°, '$885*, 875°, | 55 (98) 2-dr. Holiday, $555°. 

(ps); 4-dr., $1,975*. $860*, $820*; station wagon, $1,110*, | PLUYMOUTH—'59 Sport Fury (8) conv., 
’58 Century 4-dr., $1,520%; Super 4-dr. $1,1$0* (ps); Two-ten (8) 2-dr., $1,600* (ps); Belvedere (8) 2-dr., $1,- 
Riviera, $1,355* (ps); Special 4-dr., $910*, $890*; 4-dr., $735*, 210° (ps); Fury (8) 4-dr., $1,325°. 

' $1,105*. ’56 Bel Air (8) sport sedan, $775*, $760* 58 Fury (8) 2-dr, hardtop, $1,020; Sub- 

’57 RM 4-dr, Riviera, $1,050* (ps); Su- (ps), $745* (ps), $725*; 4-dr., $630*;| ,, Urban (8) 4-dr., $970*. 
per 2-dr, Riviera, $970*, $935* (ps); Two-ten (8) 4-dr., $750; station wag- 57 Suburban (8) 4-dr., $685*; Suburban 
Century 4-dr, Riviera, $965* (ps); on, $645* (ps); 2-dr., $605, $590. (6) 2-dr., $520*; Belvedere (8) 4-dr., 
Special 4-dr, Riviera, $790*; 2-dr. Riv-| °55 Bel Air (8) sport coupe, $655*; 4- $585*; Belvedere (6) 4-dr., $500* (ps) ; 
jera, $595*. dr., $$625* (ps), $575* (ps), $540; Savoy (6) 4-dr., $470*; 2-dr., $400* 

’56 Special conv., $685* (ps), $530* Bel Air (6) 2-dr., $400; 4-dr., $370,| ,_ (PS); Plaza (6) 4-dr., $400*. 

(ps); 4-dr., $375*. $365*, $355*; Two-ten (8) Delray, 56 Suburban (8) 4-dr., $590° (ps). 

55 Century 4-dr, Riviera, $500* (ps); $615; One-fifty (8) 2-dr., $350, ‘55 Belvedere (8) 2-dr. hardtop, $500*; 
RM i. ee (ps), $465*; Special] 54 Corvette conv., $870* (ps). poNTiao. sey a $350. v: 32 
-dr., 5 Fit 3 z —’ entura 4-dr. sta, °° 

‘64 Super 2-dr, Riviera, $375° (ps); 4-| ™™ABhe cs) MATatoes 4-dr. hardtop, 400. 

. "659 Bonneville conv., $2,400* (ps); Star 


dr., $365*° (ps) 


‘53 Special 2-dr, Riviera. $350*; RM 4- 245* ( 
dr., $335*, ps), 175* (ps). 

’52 RM 4-dr., $300* (ps). or aie i ee (8) al aie —- Star Chief Safari 4-dr., $1,615* (ps), 

f ’ Ps); joneer 2-dr., ; P. 1,495*, $1,395* (ps); 4-dr, Catalina, 
CADILLAC—’60 (62) conv., $4,700* (ps), "59 Custom Royal (8) 4-dr., $1,550* $1,465* (ps); Deumevitie sport coupe, 
$4,610 (ps); adr. hardtop, $4,245 (ps); Coronet (8) 2-dr., $1,290*. $1,580* (ps); Chieftain 4-dr_ Catalina, 

sci P8) 3 4-dr., $4,115 (ps). ‘58 Coronet (8) 4-dr. hardtop, $945°*; $1,375* (ps), $1,275* (ps); conv., 

59 Eldorado conv., $3,850* (ps); de Coronet (6) 4-dr., $640* (ps). $860* (ps). 

Ville 4-dr, hardtop, $3,300* (ps); (62) ’57 Coronet (8) 4-dr., $695* (ps); 2-dr., ’57 Star Chief 4-dr. Catalina, $1,060* 
2-dr. hardtop, $3,285* (ps); 4-dr., $3,- $625*, $605*. (ps), $930*, $900* (ps) 1 7 

on tnd . > . FORD—'60 Galaxie (8) 4-dr. Victoria, ’56 Chieftain 4-dr, Catalina, $515*, 

a "een t § 550 (ps); (62) $2,275* (ps); starliner, $2,050*; Fair- ’55 Star Chief 2-dr. Catalina, $710* 

‘ Sedan de Ville, $2,400* (ps). - lane (8) 4-dr., $1,775; Falcon (6) 2- (ps). 

57 (60) Special 4-dr, hardtop, $2,100 dr., $1,545*; 4-dr., $1,525. RAMBLER — ‘'59 Ambassador (8) 4-dr., 
(ps), $1,750* (ps); Eldorado conv.,| ‘59 Thunderbird (8) 2-dr, hardtop, $2,- $1,550* (ps); Custom (8) 4-dr, hard- 
$2,010 ne Sedan de Ville, $1,- 605* (ps); Galaxie (8) 4-dr, Victoria, top, $1,380*; Super (6) Cross Country, 
880* (ps); 2-dr. hardtop, $1,650* (ps). $1,725* (ps); Country Squire (8) 4- $1,235; American (6) 2-dr., $1,100. 


56 (62) 2-dr. hardtop, $1,465* (ps), 





“GET YOUR THREADS ¢/z¢¢-by fastening with 
PALNUT SELF-THREADING NUTS 


Automatically form deep, clean threads while 
turning on unthreaded studs, rods, wire and pins 





Low in price—fast assembly —vibration-proof grip. 
Spring-tempered steel PALNUT Self-threading Nuts apply like 
any ordinary nut with standard tools or high-speed PALNUT 
magnetized wrenches. Assemble perfectly, even on off-angle studs, 
in confined space, against curved surfaces. Hold tight, seated or 
unseated. May be removed and re-used on same studs. Use on 
any malleable material. 





WASHER TYPE—STYLE SD 
One-piece self-threading 
nut performs furctions of 
ordinary nut, lockwasher 
and flat washer. Resilient 
washer base distributes ten- 
sile force, avoids dimpling 


of sheet metal or damage 
to fragile parts. Available REGULAR TYPE—STYLE SR ACORN TYPE—STYLE SC 


with large or small base For assemblies where space Decorative nut covers stud 
diameters; also with is limited. Uses shorter ends in exposed areas to 
bonded-in plastisol com- studs, less seating area. protect against scratching, 
pound to seal out water and Internal wrenches may be snagging or tearing. Stud 
dirt. Stud sizes: Ye", %2”, used. Stud sizes: Ye", 342” sizes: Ye", %a” and %e’" 
%e” and %" dia. and %e6" dia. dia. 


Write fer Bulletin 585-A and Free Samples, stating style, size and application. 


THE PALNUT COMPANY 


Division of United-Carr Fastener. Corp. 


a ® “7 Glen Read, Mountainside, N. J. 
Regional Sales Office: 


730 West Eight Mile Road, Detroit 20, Mich. 
FASTENERS 















and 





LOCK NUTS 


DeSOTO—'58 Fireflite 4-dr. hardtop, $1,- Chief 4-dr., $2,205*; 4- 


dr, Vista, $2,- 


(ps); = 
ps); Parkwood (8) 4-dr., $1,775° ’56 Monterey station wagon, $785* (ps); 


dr., $1,675* (ps); Fairlane (8) 2-dr.,| STUDEBAKER—’59 Lark (6) 2-dr., $1,- 







































050. 
MISCELLANEOUS—’59 Ford Ranchero, 
$1,360*. 


COLUMBUS, 0O. 


Capital Auto Auction, Inc. Sale every 
Thursday. Prices are for sale of Aug. 18. 
Market still very high in the clean sharp 
"56 and ‘57 Fords and Chevrolets, Sold 
217 cars from 348 consignments. 


BUICK—’59 Electra 4-dr. hardtop, §$2,- 
050* (ps); LeSabre 4-dr. hardtop, 
$1,975* (ps); 4-dr., $1,800*. 

"58 Special 2-dr. Riviera, $1,400* (ps), 
$1,000; 4-dr., $1,390* (ps); Super 4- 
dr. Riviera, $1,295* (ps). 

"57 Super 4-dr. Riviera, $1,115* (ps), 
$1,050* (ps), $880* (ps); 2-dr, Rivi- 
era, $1,000* (ps); Special 2-dr, Rivi- 
era, $1,050* (ps); 4-dr. Riviera, $885*; 
4-dr., $860*; 2-dr., $735*. 

’56 Century 4-dr, Riviera, $625* (ps); 
Super 2-dr. Riviera, $550* (ps); RM 
2-dr. Riviera, $545* (ps); Special 4- 
dr., $490°*. 

"55 Century 2-dr. Riviera, $455*, $445*; 
Super 2-dr, Riviera, $315* (ps). 


CADILLAC—’58 (62) Coupe de Ville, $2,- 
610* (ps). 
"56 (62) 4-dr., $875* (ps). 

CHEVROLET—’60 Impala (8) sport se- 
dan, $2,325*. 

"59 Impala (8) sport coupe, $1,935* 
(ps), $1,825*, $1,735*; sport sedan, 
$1,900* (ps), $1,890*; conv., 2 at 
$1,870* (ps); 4-dr., $1,870* (ps); 
Brookwood (6) 2-dr., $1,550*; Bel Air 
(6) 2-dr., $1,350, $1,325; Bel Air (8) 
sport coupe, $1,250*; Biscayne (6) 
4-dr., $1,330, $1,210; 2-dr., $1,170. 

*58 Bel Air (8) 4-dr. ,$1,175* (ps); 2- 
dr., $1,155* (ps); sport coupe, $1,150*; 
Yeoman (6) 2-dr., $1,110; Yeoman (8) 
2-dr., $1,000*; Delray (6) 2-dr., $1,- 
005, $990, $975, $920. 

57 Bel Air (8) 4-dr., $1,230*, $915; 
sport sedan, $1,155*, $1,000*; conv., 
$1,060; sport coupe, $300; Bel Air 
(6) sport coupe, $985*; 2-dr., $930*; 
Two-ten (8) station wagon, $1,075; 
4-dr., $1,050* (ps), $750; sport sedan, 
$800*; Two-ten (6) 4-dr., $1,035. 

"56 Bel Air (6) 4-dr., $1,140; Bel Air 
(8) conv., $875*, $575*; 4-dr., $710*; 
2-dr., 2 at $655*, $60; Two-ten (6) 
4-dr., $800*, $765*, $465*; station 
wagon, $565; 2-dr., $540, $440, $420*; 
Two-ten (8) sport coupe, $625*. 

"55 Bel Air (8) 2-dr., $610*, $400*, 
$450°; sport coupe, $525*; MTwo-ten 
(6) 2-dr., $470*, $450, $325; station 
wagon, $440; One-fifty (6) 2-dr., $340. 

"54 Two-ten 4-dr., $320, $310*. 

"53 Two-ten 2-dr., $245. 


CHRYSLER—’57 Saratoga 4-dr. hardtop, 
$1,165* (ps). 
56 NY 4-dr., $550* (ps); Windsor 2-dr, 
hardtop, $510*. 


DODGE—’60 Pioneer” (8) 4-dr., $1,810. 

EDSEL—’58 Citation 4-dr. hardtop, $930* 
(ps); Corsair 4-dr, hardtop, $740* 
(ps). 

FORD — ’60 Galaxie (8) conv., $2,300* 
(ps), $2,290* (ps); Starliner, 2 at 
$2,170* (ps), $2,000; 4-dr., $2,060* 
(ps). 

59 Galaxie (8) conv., $1,815; 4-dr. Vic- 
toria, $1,700* (ps); 2-dr Victoria, 
$1,625* (ps); Country Sedan (8) 4- 
dr., $1,730*; Custom 300 (8) 2-dr., 
$1,325, $1,270. 

‘58 Thunderbird (8) 2-dr, hardtop, $2,- 
400* (ps); Fairlane 500 (8) 2-dr. Vic- 
toria, $1,180, $1,080, $950*, $905*; 
Fairlane 500 (6) conv., $940; Ranch 
Wagon (8) 2-dr., $920*; Custom 300 
(6) 2-dr., $880, $855, $675. 

’57 Fairlane 500 (8) conv., $1,085*, $1,- 
050*; 4-dr., $965*; 2-dr. Victoria, 
$950*, $905* (ps), $810*; 2-dr., $820*; 
Country Sedan (8) 4-dr., $1,055", 
$940*, $915*; Fairlane (8) 4-dr., 
$820*; 2-dr., $675*. 

*56 Country Sedan (8) 4-dr., $795* (ps); 
Fairlane (8) 2-dr, Victoria, $750*, 
$650*, $640* (ps), $545* (ps), $525* 
(ps); 4-dr., $605*; 2-dr., $585* (ps), 
$450*; conv., $460*; Parklane (8) 
2-dr., $675*; Ranch Wagon (8) 2-dr., 
$575, $440; Ranch Wagon (6) 2-dr., 
$490; Main (8) 2-dr., $385. 

’55 Country Sedan (8) 4-dr., $590*, $490, 
$445*; Custom (8) 4-dr., $340*; 2-dr., 
$335; Custom (6) 2-dr., $225; Fairlane 
(8) 4-dr., $300*. 

’54 Country Sedan (8) 4-dr., $305*. 

LINCOLN — '58 Premiere 4-dr. hardtop, 
$2,050* (ps). 

MERCURY — ’'57 Voyager 4-dr., $1,085* 
(ps); Turnpike Cruiser 2-dr, hardtop, 
$1,050* (ps); Monterey 2-dr., $890*; 
2-dr, hardtop, $710*. 

‘56 Montclair 2-dr. hardtop, $890", 
$700*; 4-dr., $640* (ps); Monterey 
station wagon, $755* (ps); 2-dr, hard- 
top, $645*, $610* (ps). 

’55 Custom station wagon, $550*; Mont- 
clair 2-dr, hardtop, $475*. 

OLDSMOBILE—’58 (88) Super 4-dr., $1,- 
350* (ps). 

‘57 (98) 4-dr, Holiday, $1,015* (ps); 
(88) 2-dr, Holiday, $660*. 

’56 (88) Super 2-dr. Holiday, $625* 
(ps). 

’55 (88) Super 4-dr., $690*%; 2-dr. Holi- 
day, $550* (ps). 

PLYMOUTH—’59 Fury (8) conv., $1,435* 
(ps); Belvedere (8) 4-dr., $1,425* 
(ps). 

’58 Suburban (8) Custom 4-dr., $1,090*; 
Belvedere (8) 4-dr, hardtop, $1,025*; 
Plaza (6) 4-dr., $620. 

’57 Belvedere (8) conv., $790* (ps); 4- 
dr, hardtop, $700*; 2-dr. hardtop, 
$675*, $640°; 4-dr., $580*, $575*, 
$525*; Savoy (8) 4-dr., $505*, $500*° 
(ps). 

'56 Suburban (8) sport 4-dr., $610*; 
Savoy (8) 4-dr., $525* (ps); Belvedere 
(8) 4-dr, hardtop, $440*; Plaza (6) 
2-dr., $415. 

PONTIAC—’60 Bonneville 4-dr., $3,050* 
(ps); Star Chief 4-dr. Vista, $2,550* 
(ps). 

’59 Catalina sport coupe, $2,080* (ps); 
2-dr., $1,765*. 

’58 Star Chief 4-dr, Catalina, $1,500* 
(ps). 

’57 Chieftain 2-dr, Catalina, $950*. 

’56 Chieftain 2-dr, Catalina, $755*; 2- 
dr. $430*, $205; Star Chief 4-dr., 
$575°*. 

'55 Star Chief 2-dr. Catalina, $680*; 
Chieftain 4-dr., $565* (ps). 

’53 Chieftain 4-dr., $185°*. 

RAMBLER—’59 Super (6) 4-dr., $1,600°; 
American (6) 2-dr., $1,020. 

58 Custom (8) 4-dr., $2,225* (ps). 

‘6565 Custom 4-dr., $450. 

STUDEBAKER—'59 Lark (8) 2-dr. hard- 
top, $1,220*. 

‘54 Commander (8) 2-dr., $260*. 

MISCELLANEOUS—’60 Chevrolet (6) El 
Camino %-ton pickup, $1,835. 

’58 Ford (6) F-100 %-ton pickup, $850; 





Willys Jeep (6) %-ton pickup, $810. 
55 Ford (6) F-100 %-ton pickup, $475. 


WEST PALM BEACH, FLA. 


West Palm Beach Auto Auction, Sale 
every Thursday, Prices are for sale of 
Aug. 18, Buyers from all over the state 
were actively bidding and buying as all 
clean units were snapped up, Sellers were 
happy with the prices as 81 percent sold. 
Retail on upgrade. 

BUICK—’60 Electra 4-dr, hardtop, $2,650* 
(ps). 

’57 Super 4-dr, Riviera, $850* (ps); 2- 
dr, Riviera, $710* (ps), $690; Special 
2-dr, Riviera, $820*. 

56 Century 4-dr. Riviera, $525* (ps); 
RM conv., $500* (ps). 

’55 Special conv., $475* (ps), $330; 2- 
dr., $395*; Super 2-dr, Riviera, $390* 
(ps); 4-dr., $380*%; Century conv., 
$275* (ps), $250*. 

’54 Special 4-dr., $300* (ps); Super 2-dr. 
Riviera, $250*. 

52 Super 4-dr., $150*. 

CADILLAC—’60 de Ville 4-dr. hardtop, 
$4,770* (ps). 

"57 (62) Coupe de Ville, $1,650* (ps). 

’56 (62) 2-dr, hardtop, $970* (ps). 

’54 (62) Coupe de Ville, $660* (ps); 
(60) Special 4-dr., $625* (ps), $530* 


(ps). 

"52 (62) 2-dr, hardtop, $385* (ps), 
$265*. 

CHEVROLET—’60 Impala (8) 4-dr., $1,- 
725*. 


"59 Impala (8) 2-dr. hardtop, $1,780* 
(ps); 4-dr., $1,725* (ps); conv., $1,- 
725* (ps); Impala (6) conv., $1,725* 
(ps). 

‘58 Impala (8) 2-dr, hardtop, $1,375* 
(ps); Nomad (8) 4-dr., $1,320* (ps); 
Brookwood (6) 4-dr., $1,220; Bel Air 
(8) 4-dr., $1,040*, $1,404; Yeoman 
(8) 2-dr., $1,000*, $750; Biscayne (8) 
2-dr., $975*; Delray (6) 2-dr., $630*. 

’57 Bel Air (8) 2-dr, hardtop, $1,190*; 
4-dr., $945*; 4-dr, hardtop, $725*. 

’56 Two-ten (8) 4-dr, hardtop, $675*; 
4-dr., $585*, $550; Two-ten (6) 4-dr., 
$510; One-fifty (8) 4-dr., $635*; One- 
fifty (6) 2-dr., $390; Bel Air (8) 
conv., $525*. 

’55 Two-ten (8) station wagon 4-dr., 
$485; 4-dr., $440*, $320; Two-ten (6) 
2-dr., $305. 

'54 Two-ten 2-dr., $230*, $215*, $175*; 
station wagon 4-dr., $205. 

'53 Bel Air 4-dr., $235; 2-dr., $150; 
Two-ten 2-dr., $175*. 

CHRYSLER—’54 NY 4-dr., $370* (ps). 

’53 Windsor Deluxe conv., $110*. 

DeSOTO—’57 Firesweep 4-dr., $675* (ps). 

’54 Firedome 2-dr, hardtop, $310* (ps). 

DODGE—’57 Sierra (8) 4-dr., $825* (ps). 

’56 Royal (8) 2-dr, hardtop, $505*; 
Coronet (8) 2-dr, hardtop, $375*. 

’55 Coronet (8) 2-dr., $375*; 4-dr., 
$340*; Coronet (6) Sierra 4-dr., $250*. 

’54 Coronet 2-dr., $155. 

FORD—'60 Galaxie (8) 2-dr. Victoria, 
$2,150* (ps); 4-dr., $2,025* (ps). 
’59 Thunderbird (8) conv., $2,625* (ps); 

Galaxie (8) 2-dr., $1,815* (ps); Fair- 
lane 500 (8) conv., $1,650*; Fairlane 
(8) 4-dr., $1,170*; Ranch Wagon (6) 
2-dr., $1,300, $1,110; Ranch Wagon 

(8) 2-dr., $1,240*. 

‘58 Thunderbird (8) 2-dr, hardtop, $2,- 
230. 

’57 Fairlane (8) conv., $900* (ps), $785; 
4-dr., $800* (ps), $660*; 2-dr, Vic- 
toria, $725; 2-dr., $610*; Country Se- 
dan (8) 4-dr., $840, $705. 

’56 Fairlane (8) conv., $550* (ps), $420*° 
(ps); 4-dr., $350*; Country Sedan (8) 
4-dr., $550, $515, $480*, $475. 

’55 Country Sedan (8) 4-dr., $455, $430*, 
$425*, $335; Fairlane (8) 2-dr., $450*; 
Ranch Wagon (6) 2-dr., $355*, $300*; 
Custom (8) 4-dr., $345. 

’54 Crest (8) 2-dr., $280; Ranch Wagon 
(8) 2-dr., $225; Country Sedan (8) 
4-dr., $225*, $160. 

’53 Crest (8) 4-dr., $275* (ps); Custom 
(8) 2-dr., $135*. 

LINCOLN—’54 Capri 4-dr., $215. 

MERCURY — ’56 Monterey 4-dr., $320* 
(ps); 4-dr, hardtop, $275*. 

’55 Montclair conv., $400* (ps); 2-dr. 
hardtop, $315* (ps); Monterey 2-dr., 
$375. 

’54 Monterey 2-dr, hardtop, $280*, $280; 
Custom 2-dr., $120. 

OLDSMOBILE — ’'56 (88) 2-dr. Holiday, 
$660* (ps); 4-dr., $570* (ps). 

°55 (98) 4-dr., $530* (ps), $465*, $425*; 
conv., $445* (ps). 

’54 (88) 4-dr., $230. 

PLYMOUTH—’59 Belvedere (8) conv., $1,- 
430* (ps); Suburban (8) 4-dr., $1,- 
400; Savoy (6) 2-dr., $990. 

’5S Plaza (8) 4-dr., $730* (ps); Savoy 
(8) 2-dr, hardtop, $460*. 

'57 Savoy (8) 4-dr., $625%; Plaza (6) 
2-dr., $480, $465. 

’56 Belvedere (8) 2-dr. hardtop, $490* 
(ps); 4-dr., $410*, $370*. 

’55 Savoy 4-dr., $350* (ps). 

PONTIAC—’'59 Catalina 4-dr. Vista, $1,- 
800* (ps). 

’57 Star Chief conv., $800*, 

’56 Star Chief 2-dr, Catalina, $560; 
Chieftain 2-dr., $400. 

’55 Chiefta‘n 2-dr., $225. 

’54 Star Chief 4-dr., $280* (ps); Chief- 
tain 4-dr., $205*. 

’53 Chieftain 2-dr, Catalina, $295* (ps); 
4-dr., $105*. 

STUDEBAKER—'53 Champion 4-dr., $115. 

WILLYS—’55 Custom 4-dr., $135. 


ALBANY 


Tim Anspach Dealer’s Auto Auction. 
Sale every Monday. Prices are for sale of 
Aug. 15. Despite the severe electric storm, 
we had a rousing good sale. Sold 132 cars 
from 166 consignments. 

BUICK—'59 Electra 4-dr., $2,000* (ps). 
’57 Super 2-dr, Riviera, $1,040* (ps); 
Special 2-dr, Riviera, $950*, $880*. 

’56 Super 2-dr, Riviera, $395*. 

’55 Special 2-dr, Riviera, $390; 2-dr., 
$370*. 

’54 Super 2-dr. Riviera, $320*. 

OADILLAC—’56 Eldorado conv., $1,500* 
(ps); (62) 4-dr, hardtop, $1,125* (ps). 

'55 (62) 2-dr. hardtop, $860* (ps). 

CHEVROLET—’59 Bel Air (8) sport se- 
dan, $1,790*; 4-dr., $1,680; Bel Air 
(6) 4-dr., $1,450*. 

58 Impala (8) conv., $1,600* (ps); 
Biscayne (8) 2-dr., $1,200; Biscayne 
(6) 2-dr., $950; Brookwood (8) 4-dr., 
$1,020". 

’57 Two-ten (6) 2-dr., $950; 4-dr., $900, 
$900*; Two-ten (8) 4-dr., $850*; Bel 
Air (8) 2-dr., $900* (ps); One-fifty 
(6) 2-dr., $740, $630. 

56 Bel Air (8) 4-dr., $800*, $690*; 2- 
dr., $620*; Two-ten (8) 2-dr., $700*; 
station wagon 4-dr., $550*; Two-ten 
(6) 2-dr., $400. 

"55 Bel Air (8) conv., $590*; 2-dr., 


(Continued on Page 39, Col. 1) 
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75. eee Custom (8) 4-dr., §875* —, we ea! $1,430° (ps); 300 (8) 4-dr., $900, $885*, $875. 
. ‘ scayne ( -dr., ; ‘ - 2. ° ve C 
o a 56 Super 4-dr., $325* dr., $1,060, ’$1,020° $1 200 (Ps); - gene” tear Seae*; eer sage com 
Le se - ar uction rices STUDEBAKER—’55 Commander (8) 4-dr.,| "58 Impala (8) conv., $1,450* (ps); Bis- Sameer te) sek. aren, See (Pa); 
le $200. cayne (8) 4-dr., $1,085*, $1,045*, §$1,- $575, $550; Custom 300 (8) 2-dr., 
a MISCELLANEOUS—’55 Ford walk-in, 005, $910; Biscayne (6) 4-dr., $1,040, $630; 4-dr., $490* 
ite i $270. $1,035, $1,035*, $1,015; Brookwood (8) '56 Country Sedan (8) 4-dr., $620*; 
= 4-dr., $1,025*; Brookwood (6) 4-dr., Fairlane (8) conv., $615*; 2-dr, Vie- 
: goomenens Sum Boge CALDWELL, N. J. Fag! ne) 8s OO) eT es al ae 
i ‘ . ‘ -dr., ; ) 4-dr., 
$590*, $410*; sport coupe, $370*;,MERCURY—’58 Monterey 4-dr., $720°. ian tee Auto Auction, Sale every Thurs- 57 Bel Air (8) 4-dr., $1,050*; conv., $410, $340. 
0* One-fifty (6) 2-dr., $400; Two-ten (6) ‘57 Monterey 4-dr., $795*, $650*. mele Prices are for sale of Aug. 18, '59s $910* (ps); Bel Air (6) 2-dr., $795*; ’55 Fairlane (8) 2-dr., $405* (ps), $250*; 
4-dr., $350; Two-ten (8) 2-dr., $300*. '56 Monterey station wagon, $500*: 2- olding. '58, '57, and '56 models in very Two-ten (8) 2-dr. hardtop, $1,040* 4-dr., $250*, 
.. 154 ‘Two-ten 2-dr., $300, $270; Bel Air dr., $300°. ; a eee, Market very good for this ‘Be met One-fifty (8) 4-dr., $745* (ps). "54 Custom (8) 2-dr., $225*, $170*; 4- 
ial 4-dr., $270*; One-fifty 4-dr., $180. '55 Monterey 2-dr. hardtop, $575*, $395*, ae Sold 220 cars from 314 con- an beg oo $700*; Two-ten dr., $190, $160; Crest (8) 4-dr., $140*. 
, i ., $320%; 2-dr., $185*; 285*; 4-dr., ey ° TO 1 , ‘zie : c P 
ys | re srsens Suerte 2-dr. ga00. se iaodousay. bGr. hardtop "s195¢; 4-ar., | BUICK eben ieee oe aan hae es ce, een we ioe Ee eee ee 
! CHRYSLER—'54 Windsor 4-dr., $360*. at thas ‘ “a ee Sine! Air (8) A-dr., $140; sport coupe, | +56 imperial 4-dr., $840° (ps). 
2- i DeSOTO—'56 Firedome 4-dr., $600* (ps). onterey 4-dr., $155*. ‘58 RM 4-dr. Riviera, $1,630" (ps);| ‘52 Bel Air 2-dr. hardtop, $140. MERCURY—'59 Montclair 4-dr., $1,690* 
0 i '55 Fireflite 4-dr., $425* (ps). OLDSMOBILE — ’60 (88) 2-dr., $2,735* Limited 4-dr, Riviera, $1,355° (ps).|CHRYSLER—'ss N : . (ps). ra ae 
Vey i DODGE—'56 Coronet (6) 4-dr., $425*. (ps). Special 2-dr, Riviera, $1,280*. : 540° (ps): eee hardtop, g: ‘58 Monterey 4-dr., $1,045*, $850* (ps). 
55 Coronet (8) 2-dr., $460*; 2-dr, hard- 56 (98) 4-dr., $460* (ps); (88) 2-dr., '57 RM 2-dr. Riviera, $1,010*; Special . 8 -dr., = $1,22¢ '57 Montclair 4-dr. hardtop, $990*; Voy- 
ir. i top, $375*; 4-dr., $300; Sierra (6) 4- 3425" (ps). 4-dr, Riviera, $970* (ps) eos: 4- ar mr 4-dr. hardt $1,200* ager 2-dr., $740* (ps), — i 
i 4 dr., $370* (ps). 55 (98) 2-dr., $495* (ps); (88) Super dr., $840* (ps); 2-dr. Riviera, $895* 54 ‘Winker Ante . ‘$155* * 0° (ps). ‘56 Montclair conv., $575* (ps); Custom 
; 54 Meadowbrook (8) 4-dr., $190*. 4-dr., $470* (ps); (88) 4-dr., $385*; (ps); Century 4-dr., $900* (ps). DeSOTO—’ = ps). . 4-dr., $545°. 
P, ) FORD—’60 Galaxie (8) 2-dr., $2,000* (ps). 2-dr., $165*. ’56 Century 2-dr. Riviera, $660* (ps); '57 Firefiit "a wee” a le ‘55 Monterey conv., $405* (ps); 2-dr., 
"69 Custom 300 (6) 2-dr., $1,100. "54 (98) 4-dr., $300* (ps); (88) 4-dr., Special 2-dr, Riviera, $475* (ps), dr,, 460° (ps). ys; Firesweep #- $230*; 4-dr., $225°. 
58 Thunderbird (8) 2-dr, hardtop, §2,- $245*, 2 at $170*, $120°; 2-dr., $200*; $400* (ps), "56 Firedome station wa ‘on 4-dr 660* "54 Montclair 4-dr., $230°; 2-dr., $190*. 
| 490* (ps); Country Squire (8) 4-dr., 2-dr. Holiday, $200*. ’5S Special 2-dr, Riviera, $405*; Estate 55 Firedome 4-dr $200" + § *| OLDSMOBILE—’60 (88) Super 4-dr. Holi- 
5 $1,390" (ps); Fairlane 500 (8) 2-dr.| PLYMOUTH—’58 Savoy (8) 4-dr., $810", Wagon 4-dr., $375* (ps). '54 Fireflite 4-dr., $120* (ps) day, $3,055* (ps). 
o* | Victoria, | $1,110° (pe); Fairlane (8) | ° 9000. as «s : ,.| "54 Super 2-dr. Riviera, $270* (ps); 2-| DODGE—'58 Coronet (8) 2-dr. hardtop,| .0% (38) 4-dr., $1,765" (ps). 
2-dr. $845", et Rae ree Savoy (8) 4 dr $405". Soret CADILLAC” sé gee : "' ir, $1,200 <oe)] (08) conv, buseee 
- -dr., F r -dr., a C—'58 (62) 4-dr. ss , r ; 4-dr., $1,290* (ps); (98) conv., $1,390* 
’57 Thunderbird (8) conv., $2,000* (ps); "55 Plaza (8) 4-dr., $245*, $165*; Savoy 470* (ps), ihienaches “ar. $890" “pe ; Onreee (8) rae (ps). r . 
Le Ranch Wagon (6) 2-dr., $760*; Cus-| | (8) 2-dr., $245*. '56 (60) Special 4-dr., $1,300* (ps); (62) $610* 5 er MS) ers | ST (88) Super 2-dr. Holiday, $1,095° 
i , tom (6) 2-dr., $560*. i 54 Cranbrook 4-dr., $185; 2-dr., $180, 4-dr., $1,205* (ps). 56 Custom Royal (8) 4-dr., $640* (ps); (ps); (88) 4-dr., $870* (ps); 2-dr., 
0° | 56 Country Sedan (8) 4-dr., $750*,| | $170. ’55 (60) Special 4-dr., $580* (ps). Coronet (8) 4-dr., $300*,” - $785". 
a ; $640*, $585*, $500, $500* (ps); Fair- 53 Cranbrook 2-dr., $115. "52 (62) conv., $225* (ps). '53 Coronet 4-dr., $125*. ° ’56 (98) 4-dr. Holiday, $810* (ps); (88) 
ge lane (8) 2-dr, Victoria, $660*; 2-dr.,| PONTIAC 56 Chieftain conv., $525*; 4-| "51 (60) Special 4-dr., $120*. FORD—'60 Custom 300 (6) 4-dr., $1,550 Super 2-dr. Holiday, $650* (ps); (88) 
12000", $460", a dr., $525%, $510, $280", $260°; 4-dr.| CHEVROLET—'59 Impala (8) “4-dr. hard-| 59 Thunderbird (8) 2-dr, hardtop, '$2,- 2-dr. Holiday, $600°. 
5* 55 Fairlane * ) 2-dr, Victoria, $600*; | Catalina, $430°; 2-dr., $430°. top, $1,750* (ps); Parkwood (8) 4-dr., 585* (ps); Custom 300 (8) 2-dr.. $1.- ’55 (88) conv., $330* (ps). 
); conv., $400* (ps); Gountry Squire (8)| °55 Chieftain 4-dr., $255*, $150*, $145*; $1,525* (ps), $1,420*, $1,405; Park- 260° (ps); Fairlane (8) 2-dr., $1,075.| 24 ($8) Super 4-dr.. $280° (ps). 
ir . ‘ 4-dr., $560*; Custom (8) 2-dr., $485*. Safari 4-dr., $200; 2-dr., $175*; 2-dr. wood (6) 4-dr., $1,495, $1,465; Bel Air 58 Fairlane 500 (8) 2-d Vi r., $1,075. "53 (98) 4-dr., $130*° (ps), 
nn 54 Country Sedan (6) 4-dr., $285*; Catalina, $160*. (6) 4-dr., $1,485", $1,455", $1,455* 140° : 5) r. ctoria, $1,- PACKARD—’55 Cli o-dr hardt 
7 Crest (6) 2-dr, Victoria, $125°. ‘54 Chieftain 4-dr., $145*. (ps), $1,415*, $1,385°, $1275: 3-ar ae A ad Ma tga tn a $260° Ore hat — 
+, : ’53 Country Sedan (8) 4-dr., $260; Cus- ’53 Chieftain 2-dr., $115*. $1,380*; Bel Air (8)'4-dr., $1,480°. a o> Se. see a Country Se- . 
" : tom (8) 4-dr., $250; Custom (6) 4- ana ’ +» $1, , $860*; Custom (Continued on Page 40, Col. 1) 
, ; dr., $100. 
*: j ’49 Custom (8) 4-dr., $125. 
"i i HUDSON—'55 Hornet (6) 4-dr., $225*. 
e- ' LINCOLN—’56 Premiere 4-dr., $810*. 
3) i MERCURY—’57 Monterey 4-dr. hardtop, 
$850". 
i. *56 Custom 4-dr., $525". 
6) ’54 Custom 4-dr., $170*. ° 
’53 Monterey 4-dr., $260, $235*, 
*: OLDSMOBILE—’'58 (88) Super 4-dr., §1,- 
7 600* (ps). 
0: "56 (88) 4-dr, Holiday, $800*; 4-dr., 
: $510". 


55 (88) 2-dr., $500* (ps); 4-dr., 2 at 
$450*, $320*. 

’54 (98) 4-dr., $385* (ps). 

PACKARD—’55 Packard Line 4-dr., $400* 
(ps), $300* (ps); Clipper 2-dr., $360* 
(ps). 

PLYMOUTH—’57 Plaza (6) 4-dr., $575. 

'56 Plaza (8) 4-dr., $540*. 

55 Suburban (6) 4-dr., $430; Plaza (6) 
2-dr., $380; 4-dr., $280; Savoy (6) 2- 
dr., $280; 4-dr., $180. 

’54 Plaza 4-dr., $150. 
PONTIAC — ’60 Bonneville conv., $2,640* 

(ps). 

’59 Bonneville 4-dr, Vista, $2,250* (ps). 

’56 Chieftain 2-dr, Catalina, $650* (ps); 
Star Chief 4-dr., $650* (ps), $620* 
(ps). 

’53 Chieftain 2-dr, Catalina, $260*. 
RAMBLER—’56 Custom Cross Country 4- 
5: dr., $550; Super 4-dr., $190*. 
: i STU DEBAKER—’57 Scotsman (6) station 
“a wagon 2-dr., $420. 

’56 Skyhawk (8) 2-dr, hardtop, $500*; 

)* Champion (8) 2-dr., $370. 

MISCELLANEOUS—’56 Chevrolet (6) Van 
2-ton, $1,000. 

’52 International Tractor, $250. 





so —- 
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re 


’*51 GMC %-ton pickup, $190. 
. DYER, IND. 
on 


Dyer Auto Auction. Sale every Friday. 
Prices are for sale of Aug. 19. Sold 247 
cars from 321 consignments. 

BUICK—’58 Super 4-dr., $1,200* (ps). 
’57 Super 2-dr. Riviera, $705* (ps). 
’56 Special 4-dr., $§370*, $235*; 2-dr., 

$360*; conv., $355*; Super 4-dr., $265* 
(ps), $250* (ps); 2-dr. Riviera, $250* 
(ps). 

’55 Super 4-dr. Riviera, $400* (ps); 4- 
dr., $150* (ps); Special 2-dr., $225", 
$210*; Century 4-dr. Riviera, $190* 
(ps). 

’54 Super 4-dr., $265* (ps), $135* (ps); 
2-dr. Riviera, $255* (ps), $250* (ps), 
$140* (ps); Special 2-dr., $135". 

51 Special 2-dr., $100*. 

CADILLAC—’57 (62) 4-dr., $1,555* (ps). 
56 (62) 4-dr., $925* (ps). 

54 (62) 2-dr. hardtop, $850* (ps). 
CHEVROLET—’60 Impala (8) conv., $2,- 

380* (ps), 2,310*; Biscayne (8) 4- 
dr., $1,750*. 

59 Kingswood (8) 4-dr., $1,820* (ps); 
Impala (8) sport sedan, $1,735* (ps). 

’58 Bel Air (8) sport sedan, $1,395", 
$1,340* (ps); 4-dr., $1,340*. 

'57 Bel Air (8) sport sedan, $1,290*; 
conv., $1,050*; Bel Air (6) conv., 
$960*; Brookwood (8) 4-dr., $1,200*; 
Two-ten (8) 4-dr., $735*. 

’56 Bel Air (8) sport coupe, $920*; Bel 
Air (6) 2-dr., $650*%; Two-ten (6) 4- 
dr., $690*, $660*, $575*; station wag- 
on, $590*%; 2-dr., $450; Two-ten (8) 
4-dr., $670; 2-dr., $575". 

55 Bel Air (8) 4-dr., $650*%, $545*; 
conv., $335*; 2-dr., $325*, $220*; Two- 


ten (6) 4-dr., $165*. 
’54 Bel Air 4-dr., $245*. 
’53 Bel Air conv., $190; 2-dr., $150*; e 
2-dr., $160*. 


Two-ten 
DeSOTO—’'55 Firedome 4-dr., $310* (ps). 


DODGE—’56 Coronet (6) 4-dr., $305*. 
'54 Meadowbrook (6) 2-dr., $140. ? 
EDSEL—’58 Ranger 4-dr., $585*. oo 
* 


FORD—'60 Galaxie (8) 2-dr. Victoria, 
$2,085* (ps). 
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r '59 Galaxie (8) 2-dr. Victoria, $1,740* . 
(ps); Fairlane (8) 4-dr., $1,590*, $1,- Brand-new cars deserve tires of nylon cord for new 
385*; 2-dr., $1,430*; Custom 300 (8) eh us | 
a 2-dr., $1,350*. safety, durability and blow-out protection. | 
’58 Fairlane (8) 2-dr. Victoria, $1,165° és ‘ | 
. ; a ace (5) Tires of Golden Caprolan® nylon offer greater resist- 
2-dr., $750°. 
: ’57 Fairlane (8) 2-dr, Victoria, $865°*; . . . 
je : ” Fairlane 500 (8) conv., 986°; | S-dr. ance to major causes of tire damage—flex breaks, 
= Victoria, $750%; 4-dr., $705", $650*, - » » ee e,e 
ir ; $605*; 3-dr., $610*; Custom (6) 2-dr., | heat, moisture. This means tires better conditioned to 
‘ $475 7 ; ° 
; ‘ 56 Thunderbird (8) conv., $805*; Ranch | withstand the effects of constant road impacts. 
4 Wagon (8) 2-dr., $645*%; Fairlane (8) | 
. 4-dr.. $550*; conv., $535°; 2dr. Vie~ Replacement tire sales reports show that more 
‘i toria, $170*; Custom (8) 4-dr., $400*, ° “ 
,, $185*; 2-dr.. $320%, $210°, as and more drivers demand the superior over-all 
'55 Ranch Wagon (8) 2-dr., 10*, | ° “ 
; $185*, $175*, $170*; Fairlane (8) 2-| performance given by nylon cord tires. 
dr., $385*, $355*, $330*; 4-dr., $375°: 
\. 


,- cony., $345*; Crown Victoria, $265°*; So, why put old-fashioned tires on a new GOLDEN 


bs Custom (8) 2-dr., $280*%; 4-dr., 2 at . : , 

: $235°. car? Make it all new with nylon cord tires. 
54 Custom (8) 4-dr., $250*%, $105*; 2-/ 

; dr., $235*, $130*, $125*. 


53 Custom (8) 2-dr., $120*. . A 
HUDSON—'55 Wasp 4-dr., $255°*. Fiber Marketing Dept., 
261 Madison Ave., New York 16, N. Y. NYLON OF THE 60's 












Used-Car Auction Prices 
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PLYMOUTH—’59 Fury (8) 4-dr., $1,450* ’56 Star Chief 2-dr., $850* (ps). 
(ps); Belvedere (8) 2-dr., $1,250*; ’55 Chieftain 2-dr., $375*; 2-dr, Cata- 
4-dr., $1,150*, $1,130*. lina, $275*; 4-dr., $250* 


’58 Belvedere (8) 2-dr. hardtop, $885*; 54 Chieftain 4-dr., $205*, $175. 


Plaza (8) 2-dr., $720*; Savoy (8) 4-| sTUDEBAKER—'57 Champion (6) sta- 
ao 3875, $675*; Suburban (8) 4-dr., tion wagon 2-dr., #400. sy: 

0* (ps). LLAN , - 

87 Belvedere (8) 4-dr., $730; Suburban | MISTRUCAN MOUS 1G? Chevrolet (6) 

f8) 4-dr., $705* — . 56 Chevrolet (6) %-ton panel, $360; %- 

55 Plaza (6) 2-dr., § ton pickup, $305; Ford Courier, $140. 


’64 Savoy 4-dr., $175, $150. 
PONTIAC—’59 Star Chief 4-dr., $1,860* 


(ps). 
68 Chieftain 2-dr., $985*, 
‘57 Star Chief conv., 
Chieftain 2-dr, Catalina, 
$680* (ps). 


Used Imported 


'54 Ford cab & chassis, 
%-ton panel, $130. 


ARMONK, N. Y. 


Banksville Auto Auction, Inc, Sale every 
Tuesday. Prices are for sale of Aug. 16. 
Action improved this week with a better 
class of merchandise consigned, Sellers 
seem to be realizing that it is a waste of 
time to try to dump their rough ones at 
any auction, 

BUICK—’55 Special 4-dr., $350*; 2-dr. 
Riviera, $340*; conv., $300* (ps); 
Century 2-dr. Riviera, $300* (ps). 

'54 Special 2-dr. Riviera, $200*, 
CADILLAC—'55 (62) Coupe de Ville, 


$350; Dodge (8) 


$1,075* 
$700; 


(ps); 
2-dr., 


’55 Country Squire (8) 4-dr., $500* 
(ps); Ranch Wagon (8) 2-dr., $320; 
ae (8) 4-dr., $260; wate (6) 4- 

$215. 

‘ee Geamtet Squire (8) 4-dr., $300* (ps). 

’53 Crest (8) 4-dr., $130*. 

MERCURY—’57 Colony Park 4-dr., $790* 


(ps). 
5S Montclair 4-dr., $350*; 
2 
OLDSMOBILE—'¢0 (88) 2-dr. Scenic, $2,- 


dr., 

350* (ps). 

S57 (88) 2-dr, Holiday, $920* (ps); (88) 
Super conv., $620* (ps). 

’56 (88) Super 2-dr. Holiday, $700* (ps); 


(88) 4-dr. Holiday, $580*. 


Monterey 4- 
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AASHO Traffic Testing 
Is Extended Till Nov. 30 


OTTAWA, Ill. — The test-traffic 
phase of the AASHO Road Test 
has been extended to Nov. 30, ac- 
cording to the Highway Research 
Board of the National Academy of 


tion from 60 to 99, The operations 
schedule was also revised to 19 
hours a day seven days a week. 


However, it was announced at 
that time that test traffic would 


PLYMOUTH—’58 Suburban (8) 4-dr., $1,- ‘ : 
; o10° (ps); Savoy ) of dr., $675. or National Research Coun-| oq after approximately 20 months 
. voy (8) 2-dr., ° . i ‘ 
56 Belvedere (8) conv., S410° (ps); of operations 


Suburban (8) 2-dr., $310 
PONTIAC—'58 Chieftain 4- a $1,040*. 
"57 Star Chief 4-dr., $800* (ps). 
'56 Chieftain 4-dr., $590*. 
'55 Chieftain 2-dr, Catalina, $270*, 
’54 Star Chief 4-dr., $155*. 
RAMBLER—’60 Custom (6) Cross Coun- 
try 4-dr., $1,610, $1,580. 
STUDEBAKER—’54 Champion 2-dr., $200. 


NEWINGTON, CONN. 


Newington Auto Auction, Inc, Sale every 
Thursday, Prices are for sale of Aug, 18. 
Clean and extra clean cars holding firm. 
Sold 49 cars from 66 consignments, 


The Ottawa road test, called 
the largest and most comprehen- 
sive highway research project 
ever undertaken, is sponsored by 
the American Assn. of State 
Highway Officials and is admin- 
istered and directed by the High- 
way Research Board, 

The project originally called for 
a two-year test-traffic period dur- 
ing which approximately a million 
applications of specific axle loads 


The new schedule will enable the 
test project to reach its original 
goal of a million load applications. 


The extension will push the en- 
tire road-test schedule ahead. 
Certain special studies, previous- 
ly scheduled for this summer, 
will be carried out during the 
winter of 1960-61 and the spring 
of 1961. 


Data analysis and writing of 
final reports will be done during 








Tenants ee 
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Cars 


ALBANY 
Ford (English)—’'56 2-dr., $300. 
Metropolitan—’'57 2-dr., $575. 


ARMONK, N. Y. 
Metropolitan—'59 2-dr., $685. 
Peugeot—'59 4-dr., $1,185. 
Renault—'55 4CV, $185. 
Simea—’58 Aronde 4-dr., $400. 


BORDENTOWN, N. J. 

Fiat—’'59 “<- $960; 2-dr., $585. 

'68 4-dr., 
Ford (megan) --'80 Prefect 4-dr., 

station wagon, $460. 

MG—’'57 MGA 2-dr., $1,165 
Metropolitan—'60 2-dr. hardtop, $1,085. 
Renault—’59 Dauphine 4-dr., $815, 

‘58 Dauphine 4-dr., $670, 
Simea—'57 4-dr., $380 


CHICAGO 
Lioyd—'58 2-dr., $400. 
Renault—’'60 Dauphine 4-dr., $1,050, 
Vauxhall—’'58 4-dr., $565. 
Volvo—’'58 station wagon, $500. 


COLUMBUS, O. 


7 ie Olympia station wagon 2-dr., 


$1,0 


Veeshalh”’ 59 Victor station wagon 4-dr., 


$1,010 


DETROIT 
Metropolitan—’'59, $925; 2-dr., $825. 
Volkswagen—'57 2-dr., $910. 


FLINT 
Metropolitan——'60 2-dr., $1,050. 
Volkswagen—'57 sunroof, $805. 


FONTANA, WIS. 
Renault—'57 4-dr., $570. 
Volkswagen—'60 2-dr., $1,160. 


LOS ANGELES 
Austin-Healey—’'60 roadster, $2,400. 
‘59 roadster, =. 
’56 roadster, $1,000 
Ford (Engtish)—'58 Consul 4-dr., $510. 
daguar—'57 4-dr., $1,000. 
MG—'56 MGA , $890. 
Benz—'58 300 4-dr. hardtop, $4,- 
875; 2208 4-dr., $2,400°, 
Metropolitan—'58 2-dr., $735, $665, 
Porsche—'57 1600 speedster, $1,800. 
Renault—’'59 Dauphine 4-dr., 
roof, $675. 
58 Dauphine 4-dr., $685. 
56 TR-3 roadster, $940. 
Volsuagen 50 
roof 2-dr., $1,300. 
’S7 sunroof 2-dr., $730, 


PA, 

Austin—’60 Cambridge 4-dr., $1,210. 
Borgward—'60 2-dr., $1,225. 
Fiat—’60 600 2-dr., $725. 

‘68 conv., $1,025. 
Ford (Eagiioh)—'89, $745. 
Hiliman—'59, $2,020 

‘58, $1,625. 
MG—’'60 conv., $1,850. 
Mercedes-Benz—'58 2208 4-dr., $2,050. 

‘60 2-dr. hardtop, $1,140. 
'59 2-dr., $875, 2 at $760, 
'60 2-dr., $1,330. 

"59, $700 
Peugeot—-'60 4-dr., $1,325. 
Renaalt—'58 4-dr., $610. 

’57 Dauphine 4-dr., $450. 
Saab—'59 4-dr., $760, $725. 


$1,550; 4-dr., 


Toyopet—’ 60 est $1,370, 
Triumph—’'60 roadster, $1,900. 


Volkswagen — ‘60 Karmann-G hia 2-dr. 
hardtop, $2,130; 2-dr., $1,525, 
*58 conv., $860. 
'ST 2-dr., $700, 
'56 2-dr., $735. 


MASON CITY, IA. 
Renault—'60 Dauphine 4-dr., $1,050. 


WAREHOUSE POINT, CONN. 
Renault—'59 Dauphine 4-dr., $700, 
58 Dauphine 4-dr., $575, $450. 
'60 cony., $1,850. 


WEST PALM BEACH, FLA, 


Borgward—’'57 Isabella station wagon 2- 


dr., $575. 
Fiat——'59 Zagato 2-dr., 
‘68 4-dr., $620, 
Ford (Engtish)—'59 Anglia 
$679. S650, $615. 
‘58 Escort station wagon 
2-dr., $500. 
Hiliman—'59 Minx 4-dr., $830. 
'S8 Minx conv., $590. 
‘56 station wagon 2-dr., $365, 
'54 conv., $650. 
'62 Mark VII 4-dr., $150. 
CALDWELL, N. J. 
Fiat—'60 Multipla station wagon, 


$1,350. 
2-dr., 
2-dr., 


$625. 


"ST roadster, 





$675; 


$700; sun- 


Microbus, $1,455; sun- 


$1,200, 


$680, 
$570; 


$980* (ps). 
CHEVROLET — °'59 Biscayne (8) 4-dr., 
9: 
"58 Nomad (8) 4-dr., $1,400* (ps); Im- 
pala (8) 2-dr. hardtop, $1,385*, $1,- 
350* (ps); Biscayne (6) 4-dr., $825. 


’57 Bel Air (8) 2-dr. 
(ps); Two-ten (8) 2-dr., 
$585*, $500. 

’56 Two-ten (8) 2-dr., $5€5, 

"55 Two-ten (8) 4-dr., $440* (ps); sta- 
tion wagon 4-dr., $435°*; Bel Air (8) 
2-dr, hardtop, $400*. 

53 Two-ten 4-dr., $130. 

’51 Deluxe station wagon 4-dr., $150*. 

DODGE—’'59 Coronet (8) 4-dr., $1,065*. 

57 Custom Royal (8) 4-dr., $595*, 

’56 Coronet (8) 2-dr., $340*, 

’55 Coronet (8) Suburban 2-dr., $350*. 

FORD—’59 Fairlane (8) 2-dr., $1,340* 
(ps). 
’57 Fairlane 500 (8) 4-dr. Victoria, $760* 


hardtop, $1,060* 
$600; 4-dr., 


(ps). 
’56 Fairlane (8) 


2-dr, Victoria, $445* 
(ps); 4-dr., $400* (ps); conv., $375* 
(ps); Ranch Wagon (8) 2-dr., $430. 


Dealer Can Pay 


Sales Tax on Car, 


KADA Aide Says 


LOUISVILLE.—A dealer can pay 
the sales tax on a car for the 
buyer, but he can’t advertise that 
he will, according to George M. 
Catlett, general counsel of the Ken- 
tucky Automobile Dealers Assn. 


His views were made in reply 
to an inquiry by KADA Director 
H. M. McCloy, Elizabethtown, about 
the application of the state’s use 
tax to vehicles sold to soldiers at 
Fort Knox, and the lawfulness of 
a dealer paying the sales tax on 
vehicles he sells, or advertising that 


he will pay the tax. 


“You are correct in your under- 
standing that the usage tax is ap- 
plicable to vehicles sold to mili- 
tary personnel, as all previous 
exemptions to the usage tax have 
been repealed except in cases of 
certain government vehicles,” Cat- 
lett said. 


“As to payment of the sales tax 
on a vehicle by a dealer, it is per- 
fectly legal,” he added, “However, 
the sales-tax law prohibits a dealer, 
or any retailer for that matter, 
from advertising that he will pay 
the sales tax for his customers.” 


BUICK—’ ‘ : 
750° (pa) far. hardtop, $1,-| ould be made on each of the|the winter of 1960-61 and the sum- 
a pod 2dr, Riviera, $415* (ps). many pavement test sections. The| mer of 1961, The target date for 
CHEVROLET—'50” 121%, (8) conv., $1,-| extended traffic period will meet closing out all work at the test 
950* (ps); Biscayne (8) 2-dr. (po-| these requirements, a board spokes-| Site and completing reports has 
glia, S875. salt 7 man said. been advanced to Sept. 30, 1961. 
n . 
(ps); 4-dr., $950" "8°" $1055"! nuti-scale traffic at the project| At the present time the project’s 
'55 Two-ten (6) 2-dr., $460, $430*; Two- began on Nov. 5, 1958, with a fleet| test-vehicle fleet has accumulated 
(S) ‘har $150"; Bel Ain (6) t-ar | Of 70 vehicles, of which 60 operated | nearly 11 million miles and axle- 
$430°. : |! at any one time on five test loops.| load applications on the pavement 
oe Ale a, a 2-dr., $190*;| Operations were carried out about| test sections are about 700,000. 
o-ten 2-dr., ee 


18% hours a day six days a week. 


In January, 1960, additional ve- 
hicles were added to the fleet in 
order to bring the total in opera- 


DeSOTO—’53 Firedome 4-dr., $155*. 
DODGE—’54 Royal (8) 2-dr., $100*. 
FORD—’60 Galaxie (8) starliner, $2,025*. 
*58 Custom 300 (6) 4-dr., $500*, 
(Continued on Page 41, Col. 1) 


Belen Rambler Opens 


BELEN, N. M.—Belen Rambler 
has opened at 321 N. Main St. 





New Commercial-Car Registrations, 


15 States for July, 1960-1959 
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Compiled from official state records. Data property of R. L. Polk & Co. ,iMev not be copied, sold or reprinted without Polk permission. 
Corvair included in Chevrolet totals, Falcon in Ford and Valiant in Plymouth 
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Used-Car Auction Prices 


PONTIAC—’56 Star Chief 4-dr., 


(ps). 
"55 Chieftain 2-dr, Catalina, 
$370*, $270; 4-dr., $265. 
RAMBLER—’57 Super (8) 4-dr., 


MISCELLANEOUS—’55 Ford (8) 
pickup, $390, 


$575° 
$375*, 


$750*. 
%-ton 


Modern Service Facilities 
Emphasize Cleanliness 





preeeninecinmnsinie seme 


ee 


‘RAMBLER—’55 Custom Cross Country, 


(Continued from Page 40) 
















'57 Custom 300 (8) 2-dr., $875*; Custom 2-dr., $635, $500. 
300 (6) 2-dr., $555, $465. ’56 Fairlane (8) 2-dr. Victoria, $650* 
56 Ranch Wagon (8) 2-dr., $675; Fair- (ps), $525*; 2-dr., $590*%; Custom (8) 
lane (8) 2-dr, Victoria, $675* (ps). 2-dr., $410*, $275°; Main (6) 2-dr., 
55 Country Sedan (8) 4-dr., $580*; $365; 4-dr., $350. 
Ranch Wagon (8) 2-dr., $465*; Cus- 55 Fairlane (8) 4-dr., $375*, $305*, 
tom (8) 4-dr., $370*; 2-dr., $245; $270*; Main (6) 2-dr., $370* (ps), 


$265; Custom (8) 2-dr., $255; 
Wagon (8) 2-dr., $235*. 
"54 Custom (8) 2-dr., $205*, 


Fairlane (8) 2-dr., $300*, 
’54 Custom (8) 2-dr., $245; Ranch Wag- 


on (8) 2-dr., $225. $200*, 


MERCURY—’ 55 — 4-dr., $265*; ’53 Crest (8) 2-dr. Victoria, $225*. 
Custom 4-dr., $1 LINCOLN—’5 

a (98) 2-dr, Holiday, MERCURY—’58 - Montelais” it. : Fo10e; 
$465* ( ps). Monterey 4-dr., $875*, 

PLYMOUTH—’57 Savoy (6) 2-dr, hard- ’57 Montclair 4-dr., $695* (ps), $650. 


top, $700*; Belvedere (8) 4-dr., $635*; 
Plaza (6) 2- dr., $450. 
’55 Belvedere (8) Suburban, $410; 4-dr., 
$385*; Plaza (6) 2-dr., $380, 
PONTIAC—’56 Chieftain 4-dr. “Catalina, 
$500*. 
’55 Chieftain 2-dr., $315*. 


’55 Montclair conv., $365. 

’54 Montclair 2-dr, hardtop, $125*. 
OLDSMOBILE—’56 (88) 4-dr., $575*. 

’65 (88) 2-dr. Holiday, $550*, $350* 

(ps); 4-dr., $455* (ps), 

"54 (98) 4-dr., $240* (ps), 

’53 (88) 2-dr., $140*, 
PACKARD—’53 Clipper 4-dr., $145*. 
PLYMOUTH—’59 Fury (8) conv., $1,490* 


(ps). 
’58 Suburban (8) Custom 4-dr., $890*; 


$595*. 
’52 Custom 2-dr, hardtop, $155. 
STUDEBAKER—’ 54 Champion (6) station 


wagon, $115. 2-ée., $670; Savoy (8) 2-dr, hardtop, 
DETROIT "ST Belvedere (8) 2-dr, hardtop, $680* 
. - ?. 

State Fair Auto Auction, Sale every 2: eae “eso; sae” dese, 
Tuesday. Prices are for sale of Aug. 16, Savoy (6) 2-dr $430, ~, ° 
Clean cars in demand, Sold 91 cars from/ ‘56 Belvedere (8) 2-dr., $515°, 

187 consignments, 55 Belvedere (8) 2-dr. $400*; Plaza 

BUICK—’57 Super 2-dr. Riviera, $920* . 3 & 
(ps), $860* (ps); Special 2-dr, Rivi- Se nes, 0": Saree: 0 Be. 
era, $860*. 


’54 Special 2-dr., $125*. 
CHEVROLET— 58 "Bel Air (8) 4-dr., $1,- 


050* (ps); Brookwood (8) 4-dr., $1,- 
050*; Delray (6) 2-dr., $780. 

57 Bel Air (8) 4-dr., $1,050*; conv., 
$1,000*; Two-ten (8) 4-dr., $635*; 
One-fifty (6) 2-dr., $620. 

56 Two-ten (8) station wagon, $635*; 


2-dr., $350; Two-ten (6) 4-dr., $570*; 
2-dr., $515*; Bel Air (6) 2-dr., $450*; 
One-fifty (6) 2-dr., $440*, 
55 Bel Air (8) sport coupe, $525*; sta- 
— wagon, $490*; One-fifty (6) 2- 
, $265. 
‘6A "Bel Air conv., $245*. 
CHRYSLER—’'55 Windsor ‘2- dr, 
$500*, $425*. 
DeSOTO—’ 56 Fireflite 2-dr. hardtop, $410* 


(8) 2-dr. hardtop, 


hardtop, 


(ps). 
DODGE—’57 Royal 
$715* (ps). 
56 Coronet (8) 2-dr., $515* 
55 Royal (8) 2-dr. hardtop, $385*, $265* 


2-dr., $1,- 
665*; 4-dr., $1,450*, 

"57 Fairlane 500 (8) “4-dr., $935* (ps), 
$775*; 2-dr, Victoria, $840"; Custom 
300 (8) 4-dr., $735*; Custom (6) 2- 
dr., $635*, $500*; Ranch Wagon (6) 


(ps). 
FORD—’59 Fairlane 500 (8) 





Seat-Cover Firm 
Sues Rayco 
For $720,000 


HOUSTON. —Rayco Auto Seat 
Covers of Houston, Inc., and- Jack 
Koopman and Irving N. Wilson, 
partners in the firm, filed a federal 
court suit for $720,000 in damages 
against Rayco Mfg Co., Paramus, 
N. J. 

The suit states that they were 
damaged $240,000 by Rayco Mfg. 
Co.’s restrictive exclusive franchise 
which prevented them from pur- 
chasing merchandise from other 
manufacturers in a free competitive 
market. They allege that this is a 
violation of the Clayton Anti-Trust 
Act, charging that it substantially 
lessened competition and tended to 
create a monopoly for Rayco Mfg. 
They seek treble damages. 

Wilson, president of the Hous- 
ton company, recalled that Rayco 
Mfg. and Joseph Weiss, its presi- 
dent, were charged by the Federal 
Trade Commission on January 7, 
1960, with entering into monopolis- 
tic exclusive dealing contracts with 
its independent dealers and illegal- 
ly fixing their resale prices. The 
FTC accused Rayco of enforcing 
the practices by oppressive contract 
terms and by the use of “regional 
directors” who policed the stores 
and could threaten cancellation of 
the franchise within 10 days if they 
found any purchases other than 
from Rayco Mfg. 

Several days before the govern- 
ment hearings, Rayco agreed to 
sign a consent order that they 
would cease and desist from such 
actions. 

Wilson is secretary of the recent- 
ly formed National Rayco Dealers 
Assn., one of whose objectives is to 
work out a new agreement between 
Rayco and the independent dealers, 





Dade County Claims Mark 


MIAMI.— Dade County authori- 
ties are claiming one motor vehicle 
for every 1.6 persons, the highest 
percentage of any county in the 
country. Dade County last year 
registered one vehicle for every 
2.4 persons, equal to Los Angeles 
County but second to Pinellas 
County (St. Petersburg), Fla, 
which had 1.9 cars per resident. 


— Auctions in Brief — 


BORDENTOWN, N. J. 
National Auto Dealers Exchange, Sale 
every Wednesday (Aug, 17), Buyers again 
outnumbered sellers, Prices remained firm 
with 1959 and ’'60 group taking a slight 
dip. Clean, sharp cars in every year and 
model brought strong prices, Sold 73 per- 


ch} cent of 478 consignments, 


FONTANA, WIS. 

Fontana Auto Auction, Sale every 
Thursday (Aug. 18). Market is slow all 
over around here, ’58, ’59 and ’60 still in 
demand, Sold 58 percent of 126 consign- 
ments. 

* * * 


PA. 

Manheim Auto Auction, Sale every Fri- 
day (Aug. 19), Weather: Rain, Sold 78 
percent of 677 consignments, 

* * * 


MASON CITY, IA. 

Central States Auto Auction, Sale every 
Wednesday (Aug, 17), Rough cars being 
Passed by at any price. Sharpies bringing 
spring prices. Retail activity on used cars 
seems to be picking up. Sold 119 cars from 
164 consignments, 

* * * 


VALDOSTA, GA. 
Tom Hewitt Auto Auction, Inc. Sale 
every Friday (Aug. 19). Terrific sale. Sold 
85 percent of 185 consignments, 


MINNEAPOLIS, — Archie D. 
Walker jr., Imported Motors, Inc, 
(Volkswagen-Porsche), has opened 
its new headquarters here, 

This 21,000-square-foot build- 
ing is one of the most modern 
= the — and the finest of 

type © area, according 
to Archie D, Walker jr., presi- 
dent. 

Designed as a sales and service 
operation especially for the two 
makes of carg handled, the facility 
has many features to speed work 
and promote clinic-like cleanliness. 

When a car enters the reception 
area in the winter, it will be wash- 
ed clean of ice and snow so that 
the mechanic does not get a cold 
shower, In this way, the road salt 
also will be washed from the car. 

If any major engine or trans- 
mission work is needed, the units 
to be repaired are removed from 
the car, steam cleaned and then 
taken to the overhaul room, 

In an area that is “eat-off-the- 
floor” clean, the work is done and 


the unit is returned to the car. The 
overhaul room is equipped with all 
special Volkswagen and Porsche 
tools plugs considerable American 
equipment to insure correct tech- 
nical work, The service area has 
10 hoists, 

The largest Volkswagen parts 
department west of Chicago plus 
@ modern body shop, spray booth 
and dry oven complete the serv- 
ice end of the operation, 

A lunchroom, showers and a 
locker room also are provided for 
the mechanics’ comfort. The gen- 
eral office and the sales department 
feature full illuminated ceilings 
and bright pastel colors with a full 
glass front, 

A revolving sign with a real 
Volkswagen 15 feet above the roof 
is an attention getter for the pass- 
ing motorists, It can be seen for 
several blocks away. 

The new building and equipment 
cost an estimated $250,000, The 
Walker dealership last year sold 
over 500 Volkswagens. 


Champion from Pennsylvania. That's Quaker State 
super Blend, the top 1OW-30 motor oil. Amazing stamina. Fights 
friction and wear, stands up no matter how rough the going. 
Pure Pennsylvania bred, it packs a terrific sales punch. Sell it! 


QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA. 
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Kibby Succeeds Crom 
In MeQuay-Norris Post 

ST. LOUIS.—Raymond F. Crom 
has retired as vice-president and 
general manager of the Indian- 
apolis Division of McQuay-Norris 
Mfg. Co. He joined McQuay-Norris 
in 1923. He will continue as a mem- 
ber of the board of directors. 

Succeeding Crom is Howard 
Kibby, who joined McQuay-Norris 
in 1938. For the last several years, 
he has been Crom’s assistant. 
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Tracing Background of Today’s Headlines... 
How Chrysler Drama Built Up 


(Continued from Page 24) 
interest on the part of Chrysler 
executives. 

The Markewich suit contains no 
specific charges and asks for a pre- 
trial investigation of Chrysler of- 
ficials and records. In short, it ap- 
pears to be a fishing expedition, 

Aug. 20 loomed for a while as 








The Broadest and Most Profitable 
Consumer Credit Insurance 


Market Ever Developed 
Coverages Available 


Automobile 


Physical Damage Insurance 


(Comprehensive, Fire, Thef* and\Collision) 


Credit Life Insurance 


RESOLUTE 
Dee ta: 
COMPANIES 


Established 1926 


aa a Teh T EY 
IN CONSUMER CREDIT INSURANCE 


Hartford 2, Connecticut 
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“Our biggest month in two years of operation — 28 units signed up,” 
is the report from Jack G. Kiefer, CARS Rental member and leading 
Chevrolet dealer of Baltimore, Maryland. Here's proof positive of the 
effectiveness of CARS method of leasing, renting and financing. 

“lam really tickled with the national advertising program as well as 
the success of our own local tie-in with your national ads,” Mr. Kiefer 
continues. Why not get the CARS Rental System story yourself? “Semi- 
nars in the Sun” are conducted weekly in Fort Lauderdale under the 
joint sponsorship of the University of Miami and CARS Rental System. 
Small, selective classes on Tuesday, Wednesday and Thursday permit 
personal attention to your individual problems—and show you the way 
to new profits through the only leasing group in the nation made up of 


new car dealers. 


Write or Phone TODAY 
For Your Reservation 





NAME 





CARS RENTAL 


CARS RENTAL SYSTEM 
DEPT. AN, DRAWER 7126, SUNRISE STATION 
FT. LAUDERDALE, FLORIDA 


Please send me full information concern- 
ing CARS “Seminars in the Sun’’. 


COMPANY 
SYSTEM 
LOgan 6-432! STREET. 
938 SUNRISE LANE 


FT. LAUDERDALE, FLORIDA CITY 








the possible date of the investiga- 

tion, but the action has already 

been postponed until at least 

Sept, 22. 

In the biggest legal action to re- 
sult from the Chrysler situation, a 
stockholders’ group headed by 
Dann has filed a suit in Wilming- 
ton, Del., asking that a receiver 
be appointed to oversee actions of 
Chrysler management in handling 
the situation. 

oe as * 
Stock Frozen 


epee Dann group’s suit made 
many charges against Chrysler 
officials and suppliers. Most of the 
charges have been denied empha- 
tically. Dann says the denials are 
based on going through loopholes. 
He says, “Let them try to deny 
them in court where we can ex- 
amine them.” 

The Delaware court has ap- 
proved sequestration of the 
Chrysler stock owned by the de- 
fendants in the suit by the Dann 
group. This means that the de- 
fendants, including all Chrysler 
directors, have until the day after 
Labor Day to answer the suit or 
they could lose their stock. 

The fourth legal action in the 
Chrysler case is a request by Dann 
to another Delaware court that 
Chrysler be forced to produce a list 
of stockholders. 

The action is common on the 
part of those who want to rally 
support of stockholders in a fight 
against management. Some action 
on this suit could come this week. 

+ * * 
nem investigations of the Chrys- 
ler problem are many and the 
results are varied. 

The Federal Securities and Ex- 
change Commission has begun a 
probe, since Chrysler may have 
been in the wrong for not reveal- 
ing Newberg’s interests in sup- 
pliers. The SEC could look into 
many aspects of the Chrysler case. 
Judging by past performances, the 
SEC will do little or nothing. 

The UAW has charged that 
some of its members have lost 
work because Chrysler executives 
have voted to send work to out- 
side suppliers. A Chrysler-UAW 
meeting has been arranged on 
the subject, but Chrysler said the 
discussion would be limited to 
topics covered by the collective 
bargaining agreement between 
Chrysler and the UAW. 

Chrysler is conducting an inves- 
tigation of its own officials, and 
has obtained the services of a big- 
name law firm to push the probe 
and review the results. 

The Chrysler probe was ordered 
by Colbert and has been carried on 
by the company’s law firm and in- 
dependent accountants. Apparently 
smarting from charges that the 
probe was a whitewash, Chrysler 


10-Year-Old Firm 
Leading Supplier 
Of Plastic Yarn 


WAYNESBORO, Va. — Dawbarn 
Brothers, Inc., which claims to be 
the largest supplier of plastic yarn 
to the seat-cover trade, has just 
celebrated its 10th anniversary. 

Dawbarn first furnished saran, 
which was in great demand during 
Dawbarn’s early years. In 1956, 
realizing the future of the polyole- 
fins, the firm began developing lin- 
ear polyethylene for seat covers. 
In 1957, Dawbarn introduced this 
lightweight, color-stable and less- 
expensive synthetic monofilament 
to the seat-cover industry. 

Late in 1957, the company in- 
troduced a new shape yarn in the 
form of a ribbon or, as it is some- 
times called, a raffia yarn. Today, 
Dawbarn says, ribbon is found in 
practically every top grade, pre- 
mium-level seat cover, 

In early 1958, Dawbarn submitted 
samples of polypropylene to the 
seat cover industry and by 1959 
this new lightweight fiber had won 
acceptance. 

Recently, Dawbarn developed a 
slub yarn (or “thick and thin” 
yarn) made of polypropylene, and 
is now working to develop multi- 
filament suitable for this trade. 

H, Dunlop Dawbarn is president 
of the firm. 











hired the law firm of Thomas E. 
Dewey to take part in the probe. 
ok * + 


At THIS point, it was revealed 
that the Chrysler investigation 
of its own officials was being con- 
ducted by four non-factory direc- 
tors, with Joseph M. Dodge, chair- 
man of Detroit Bank and Trust 
Co., as chairman of the probers, 

Other members of the committee 
are W. Alton Jones, chairman of 
the executive committee of Cities 
Service Co.; R, E. McNeill jr., pres- 
ident of New York’s Hanover Bank, 
and Juan T. Trippe, president of 
Pan American World Airways. 

Before Newberg’s resignation, 

11 of the 21 directors held fac- 
tory jobs. Since his resignation, 
the board has been evenly split 
between factory and non-factory 
directors. 

Dewey, former governor of New 
York and two-time Republican 
nominee for President, first came 
to fame as a racket buster in New 
York City. 


* * * 


Lawyers Busy 


—~— Dann group has been carry- 
ing on its own probe and has 
acquired a number of affidavits, 
signed statements and photostats 
which charge irregularities at 
Chrysler. 

The whole question of investiga- 
tion comes down to a question of 
“Who is investigating whom?” 

Colbert claims that Dann will 
not cooperate with the company 


probe and is, in fact, interfering 
with it, Dann charges the com- 
pany probe is a whitewash and 
that he will not give his evidence 
to those who should be investi- 
gated. 

Dann once said that he hoped to 
prevent the Chrysler case from be- 
coming “a lawyers’ gold mine.” 
From the extent of the legal and 
investigative action now in prog- 
ress, it is apparent that his wish 
has been denied. 

* * * 


T MIGHT be noted that in ad- 

dition to hiring the Dewey law 
firm to assist the probe, Chrysler 
has hired an additional law firm to 
handle its case against Stone, The 
company has traditionally had a 
New York and a Detroit law firm. 
It now has two in each city, 

In the midst of all this, two final 
details should be recalled. 

Chrysler has announced that 
its own investigation has already 
led to the dismissal of one pur- 
chasing agent. He was a $750-a- 
month buyer, not considered part 
of management. 

His dismissal was considered a 
byproduct, rather than a result, of 
the probe of conflicts. of interests. 

The other item is the overhang- 
ing position of the Prudential In- 
surance Co. of America, Prudential 
gave Chrysler a 100-year, $250-mil- 
lion loan in 1954, but says it has 
no power in Chrysler management 
since the loan is in good standing. 

Prudential also holds some 14,000 
shares of Chrysler common stock 
and could use this to enter either 
of the stockholder suits. The in- 
surance company says it has no 
present plans to enter the suits but 
is studying the case closely. 


In Nationwide Campaign .. . 


Gasoline Taxes Assailed 


NEW YORK, — A nationwide 
campaign calling the attention of 
motorists to the high tax on gaso- 
line is being conducted this morith, 
according to the newly formed Gas- 
oline Tax Education Committee. 

Stefan F. Blaschke, the com- 
mittee’s executive secretary, said 
the tax messages will be carried 
to the public through newspaper 
advertisements, radio and _ bill- 
boards. 

The committee said motorists will 
be reminded that: 

1. State and federal gasoline 
taxes across the nation now aver- 
ages nearly 10 cents a gallon. 

“This amounts to a sales tax of 
almost 50 percent, which is five 
times as high as the tax on such 
luxuries as diamonds and mink 
coats,” the committee said. “The 
federal tax alone has _ increased 
three times since World War II.” 

2. High taxes “tend to obscure 
the fact that gasoline remains one 
of the most economical of all con- 
sumer products.” 

According to the committee, the 
cost of living has gone up 21 per- 
cent in the last 10 years, while the 
basic price of gasoline has risen 
only 5.5 percent. Gasoline taxes 
climbed 51 percent during the pe- 
riod, the committee said. 


3. While reasonable taxes are| 


necessary to build roads, the na- 
tion’s highway users “are already 
carrying more than their full share 
of gasoline and automotive levies.” 
The committee asserted that 
last year the federal government 
spent $1.7 billion of motorists’ 
taxes for nonhighway projects. 
“This means that more than 40 
cents of every federal highway tax 
dollar paid by motorists went for 
non-road purposes,” the group de- 
clared. 
Members of the Gasoline Tax 


Al-Roland Ford Adds 


Benefits for Employes 


MANCHESTER, N. H. — Aiming 
for 2,500 car-and-truck sales this 
year, Al-Roland Ford, Inc., has in- 
creased its employe incentives with 
several new fringe benefits, includ- 
ing two weeks’ vacation with pay 
and accident and sickness insur- 
ance coverage. 

The firm is owned by Al Marcotte 
and Roland Genest. It has a new- 
car dealership on Canal St., a used- 
car lot on the Daniel Webster 
Highway, a body shop on Charles 
St. and a branch in Derry. 








Education Committee are: E, K.. 
Bennett, president, E. K. Bennett, 
Inc., Longview, Tex.; Morgan J. 
Davis, president, Humble Oil & Re- 
fining Co., Houston; C. J. Guzzo, 
senior vice-president, Gulf Oil 
Corp., Pittsburgh; Kerryn King, 
vice-president, Texaco, Inc.. New 
York., and Howard D. Leake, Hen- 
don & Co., Birmingham, Ala, 

Also, R. W. McDowell, board 
chairmain, Sunray Mid-Continent 
Oil Co., Tulsa; T. S. Petersen, pres- 
ident, Standard Oil Co. of Califor- 
nia, San Francisco; Henderson Sup- 
plee jr., president, Atlantic Refining 
Co., Philadelphia, and J. E. Swear- 
ingen, president, Standard Oil Co. 
(Ind.), Chicago. 
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Cessna 


“The World's Largest Producer of 
Business Aircraft" 


Offers the following opportunity: 
MARKET RESEARCH 
SPECIALIST 


This position will require proven abil- 
ity to assist and understudy the Di- 
rector of Market Research in pro- 
grams such as product and area 
surveys, developing merchandising 
programs, interpreting and evaluating 
a wide variety of research material 
and developing reports for presenta- 
tion. 


REQUIREMENTS: 


(1) BA or BS Degree—prefer mar- 
keting major. 

(2) Several years experience in all 
phases of market research. 

(3) Experience in working with all 

levels of management, including 

dealer and distributor organiza- 


tions. 
(4) Knowled of mathematics and 
statistical techniques. 


Knowledge of business aircraft 
industry desirable, but not nec- 
essary. 
If you meet the above requirements and 
are interested in an unlimited opportun- 
ity, send your resume to Employment 
» Cessna Aircraft Company, 
Commercial Aircraft Division, 5800 East 
Pawnee Road, Wichita, Kanses. APPLY 
BY RESUME ONLY! 


(5) 
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NEW SUBSCRIPTION ORDER 


Send me Automotive News every week for 
2 Years $16 [| 1 Year $9 [1 (U.S. and Canada) 
All Other Countries, 2 Years $22 [1] 1 Year $13 OJ 
for which check is attached [] or send bill [] 


Name & Title 


Company 


Street Address 
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Breakdown of Dealer Expense 


FIRST SIX MONTHS, 1960-1959 
(PERCENTAGE OF TOTAL SALES) 





Group I* Group II Group Il Group IV Ind. Average 
6 Mos. 6 Mos, 6 Mos. 6 Mos. 6 Mos, 6 Mos, 6 Mos. 6 Mos, 6 Mos, 6 Mos, 
1960 1959 1960 1959 1960 1959 1960 1959 1960 ©1959 
Preparation and delivery ......... 42 41 45 45 AT 44 39 42 43 43 
Warranty and policy .............00 45 48 49 53 51 -50 Al 42 46 49 
Salaries, commissions, other 
compensation to salesmen... 1.69 1.76 2.13 2.13 2.19 2.03 2.08 2.15 195 1.96 
.All other salaries, wages 
(except mechanics’) ................ 4.78 4.52 443 4.37 4.01 4.18 3.51 3.47 4.37 4.30 
Employes’ bonuses ...............scss0se .05 .06 13 12 17 15 17 19 oad. 11 
Shop tools and supplies ............ .40 .36 33 31 .27 -26 .23 .20 34 31 
Rent and expenseinlieuofrent 1.00 1.00 95 .96 91 .92 73 -76 .93 95 
** Advertising, local ................0. .60 59 -76 17 88 91 1.09 .80 76 72 
Insurance, other than building .39 .36 31 .29 27 24 -20 19 32 .30 
SIU IG RIE. ten iptexcventiecceshsencicsieines 48 40 Al .33 .36 27 .33 .29 42 .34 
All other exXPense ...........cccc0000 2.98 2.92 2.69 2.63 2.88 2.34 2.41 1.98 2.78 2.63 
TOTAL EXPENSE‘ ............... 13.24 12.86 13.08 12.89 12.92 12.24 11.55 10.87 12.87 12.54 


*Groups are based on the volume of 1959 retail deliveries of new cars and trucks as follows: Group I, 1 to 149 units; Group 
II, 150 to 399 units; Group III, 400 to 749 units, and Group IV, 750 units or more. 
** Includes travel, promotion and service training for Ford and Lincoln-Mercury dealers. 


t Includes all owners’ salaries, employes’ 


Profits 


showing a net profit of 1.7 percent 
on sales. 
* + * 

ir GROUP III, dealerships with 

sales of 400 to 749 new units 
last year, the profit figure ran to 1.9 
percent. Group IV, those with sales 
of 750 or more units, fell behind 
the industry average with a first- 
half profit of 1.6 percent. 

When the individual dealer ex- 
pense items are broken down, six 
of them were higher in the first 
half than they were a year ear- 
lier, two showed no change and 
three were lower. Thus a majority 
of expense items went up despite 
an increase in unit sales over 
which to spread the costs. 

In the first half of this year, gen- 
eral salary expense, tools and sup- 
plies, local advertising, insurance, 

interest and miscellaneous expenses 
all were a higher percentage of the 
sales dollar than they were in last 
year’s first half. 

Preparation and delivery expense 
and employes’ bonuses took the 
same share of the. sales dollar in 
this year’s first half as they did 
a year earlier. 

* * 
7 only expense items that de- 
clined this year in terms of 
the percentage of the sales dollar 
consumed were warranty and pol- 
icy, salesmen’s compensation and 
rent. 

The NADA survey did not show 
any large gain in dealers’ inven- 
tories over the figures reported a 
year ago. 

The average dealer had 24.1 
new cars in stock on June 30, 
up just 0.2 cars from the figure 
reported for June 30, 1959. Truck 
stocks showed a much greater 
relative increase from 4.9 per 
truck dealer on June 30, 1959, to 
54 per dealer on June 30 of this 


year. 
The June 30 inventory was good 
for 50.7 days of selling. The in- 


1,300 Renaulis 
Sent Back Home; 
Damaged in Flood 


HOUSTON. — More than 1,300 
Renault cars, damaged when flood 
waters covered a storage lot here, 
have been shipped back to France 
for renovation at the Renault fac- 
tory. 
A Renault spokesman said the 
cars “will be completely disassem- 
bled at the factory and rebuilt.” 

The decision to ship the cars 
back was made after officials of 
Renault, Inc., from New York, came 
here and inspected the cars. 

The cars were loaded aboard two 
ships. One carried 753 of the dam- 
aged cars; the other, 550. 

Renault spokesmen would not 
comment on where the cars would 
be sold after they are reconditioned. 


Renault for Belcourt 
SEATTLE.—L. E. Belcourt Co. 
has been franchised by Renault. 
L. E. Belcourt, president, is a past 
president of the Seattle Automobile 
Dealers Assn. 





















bonuses and interest paid. 
* 


Reach 1. 7 Pet. 


ventory on hand a year earlier was 
good for 49.2 days of selling. 
* * * 


4 report showed a number of 
rather sharp changes in the 
used-car picture. The upswing in 
sales of new vehicles resulted in 
cutting used-car: sales by dealers 
to 1.48 for every one new car sold. 
A year ago, there was 1.56 used-car 
Sales by dealers for every new-car 
sale. 

The price level in the used mar- 
ket has unquestionably declined. 
The average selling price of used 
vehicles sold by dealers in the first 
half was $813, compared to $850 a 
year earlier. 

The average used car in inven- 
tory on June 30 cost $714, down 
more than $100 from the $835 the 
average used unit in stock a year 
earlier. 

The inventory of used vehicles on 
hand on June 30 was good for 36.7 
days of selling, compared to a 33.2- 
day supply on hand a year earlier. 

a * * 


yaa were some bright notes 
in the NADA’s report on the 
average dealer’s parts and service 
operation but there were also some 
dark notes. 

Parts sales amounted to $353 per 
new unit sold in the first half, com- 
pared to $361 per unit a year earlier. 
This change wasn’t bad, considering 


Chrysler Begins 
Sending Dealers 
Parts for ’6ls 


DETROIT.—More than a million 
parts and accessories for ’61 Chrys- 
ler Corp. cars and trucks are being 
shipped this week to fill initial 
dealer and wholesaler orders from 
coast to coast. 

The initial estimates of parts and 
accessories are computed by a 
high-speed electronic computer. 
More than 6,300 parts exclusive to 
’61 models—from the smallest pre- 
cision gears to the exterior trim— 
have been catalogued. The number 
of serviceable parts for domestic 
cars and trucks and industrial and 
marine .engines now is more than 
100,000. 

The first shipment will have been 
tucked away in bins and on shelves 
of the dealerships and 121 distri- 
buting points throughout the coun- 
try weeks before the company’s ’61 
models roll into dealer showrooms, 
H. Haild Zeder, general plants 
manager for the company’s Service 
Parts and Accessory Division, said. 

“We feel that availability of 
parts and accessories is imperative 
before the first shipment of new 
models is dispatched to the dealer. 
We began planning our supply pro- 
gram just as soon as the parts’ 
specifications were approved for 
production, 

“Based on past experiences, we 
can predict the types of parts and 
their number for use throughout 
the year. More than 46 percent of 
our parts account for 96 percent of 
our orders.” 

In addition, Zeder noted, 6,800 








Simca parts will be stocked by the} 


parts division. 


—From NADA Survey 

* ” * 

in Ist Half 
the number of new units sold has 
gone up. 

The gross profit on parts sales 
went up from 29.8 percent in the 
first half of last year to 30.2 per- 
cent this year. The average dealer 
cut his parts inventory from 4.6 
months’ supply last year to 4.5 
months’ supply this year. 

‘Dealers were turning over their 
investment in the parts supply at 
the rate of 2.7 times a year in the 


first half, compared to 2.6 times a 
year in last year’s first half. 
* * * 


._ report on the customer labor 
business and the total parts 
and service operation did not make 
such good reading. 

Customer labor sales amounted to 
$227 per new unit sold in the first 
half, down from the $237 per unit 
in the first half of last year. The 
gross profit on labor sales fell from 
44.1 percent last year to 43.3 per- 
cent this year. 

Total service sales amounted 
to $748 per new unit sold in *the 
first half, compared to $772 per 
unit in the first half of last year. 
Gross profit on all service sales 
in the first half was 33.5 percent, 
compared to 33.9 percent a year 
earlier. 

Service absorption, the percent- 
age of operating expense including 
officers’ and owners’ salaries cov- 
ered by gross profit from all service 
and parts Sales, fell to 57.4 percent 
in the first half. It was 59.0 per- 
cent in the first half of 1959. 

* * * 
wana noted little change in car 
absorption in the first half. Car 
absorption is the percentage of op- 
erating expense covered by washout 
gross less selling expense. 

In the first half, a car absorption 
was 49.5 percent,:-compared to 49.6 
percent in the first half of last year. 

The average dealer’s sales in 
the first half broke down by de- 
partments in this fashion: New 
car and truck, 58.5 percent of total 
sales; used car and truck, 25.6 
percent, and total parts and serv- 
ice, 15.9 percent. 

In the first half of 1959, the break- 
down went this way: New car and 
truck, 57.6 percent; used car and 
truck, 26.8 percent, and total parts 
and service, 15.6 percent. 


sGroup I* .... 13.5 


How Dealers Are Faring 
On Sales, Profits 


First Six Months, 1960-1959 
(Taken from report by NADA Business Management Committee) 


New Cars and Trucks 
Inventory Per Dealer 
Trucks Days’ Supply 
(Per Truck Dealer) Cars and Trucks 
= = June June dune June 


30 30 30 

1960 §=— 1959 1959 «= 1960 1959 = _:1960 

14.8 . 33 572 566 $414 $425 

38.6 : 72 804 49.7 406 421 

72.3 10.6 47.1 41.4 368 367 
119.0 25.7 


41.5 36.4 315 305 
Industry 
Average .. 24.1 23.9 , 49 650.7 492 386 398 


* Groups are based on the volume of 1959 retail deliveries of new cars and trucks 
as follows: Group I, 1 to 149 units; Group II, 150 to 399 units; Group III, 400 
to 749 units, and Group IV, 750 units or more. 


Used Vehicles 


Average Cost 
Ratio Used-Unit No. Days’ Supply Per Used Unit 
Sales to New in Inventory in Inventory 
June 30 June 30 June 30 June 30 
1960 1969 1960 1968 
40.3 
30.3 
23.9 
20.9 


‘33.2 


Washout Gross 

on New, Used 

Units Combined 
June 30 June 30 
1969 


Cars 
June June 


Group II .. 37.1 
Group III .. 76.9 
Group IV ..173.2 


6 Mos. 6 Mos. 
1960 1959 

1.81 

1.59 


1.29 
1.12 


48.5 
32.6 
25.7 
19.5 


1.70 
1.55 
1.33 
1.09 


Group I 
Group [I .... 
Group III .. 


Group IV .. 
Industry 
Average .. 


785 


1.48 1.56 36.7 


Parts 


(Accessories Not Included) 


Percentage of Number Months’ 
Gross Profit Supply in 
to Sales Inventory 


6 Mos, 6 Mos, 6 Mos, 
1959 1960 


30.5 4.9 
30.2 4.3 
28.7 4.1 
26.9 3.6 


29.8 4.5 4.6 


Customer Labor Sales 


Average Sales 
Per New Unit Sold 


6 Mos. 6 Mos. 
1959 


$266 
243 
220 
162 
237 


Total Service Sales 


(Includes labor, parts and all other service and stockroom sales, 
except accessories with new vehicles.) 
Av. Sales Percent of 


erage 
Per New Unit Gross Profit 
Retalled to Sales 


6 Mos. 6 Mos. 
1960 1959 


Average Sales 
Per New Unit 
Sold 


1959 


Average .. 


Percentage of Gross 
Profit to Sales 


6 Mos, 6 Mos. 
1960 1959 
40.3 40.6 
45.3 46.1 
46.2 48.1 
47.2 


48.4 
43.3 44.1 





*Percentage of 
Service 
Absorption 
6 Mos. 6 Mos, 
1960 1959 

58.5 58.3 

56.9 58.9 

694 58.9 60.2 

525 54.2 60.8 
57.4 


Industry Average .. 748 772 < 59.0 
* The percentage of operating (or fixed or semifixed) expense covered by gross profit 
from all service and parts operations. Officers’ or owners’ salaries included, 


6 Mos. 6 Mos, 
960 «= 1959 
$893 
762 


Percentage of Departmental Sales to Total Sales 
Total Service 
and Parts 
6 Mos. 6 Mos, 
1960 1950 
185 171 
15.1 15.0 
144 146 


12.0 12.7 
15.9 15.6 








How Dealers Fared on Expenses, Profits 


Eprror’s Note: The following figures are taken from the NADA bulletin, “Operating Averages for 
the Automobile Retailing Industry.” 


FIRST SIX MONTHS, 1960-1959 


OPERATING PROFIT BEFORE TAXES 


TOTAL SALES 
GROSS PROFIT 
Selling Expense 
Operating Expense 
TOTAL EXPENSE 
OPERATING PROFIT 
Including Finance Reserve.. 


* Groups are based on the volume of 1959 retail deliveries of new cars and trucks as follows: 


*Group I 
Pct. Total Sales 
6 Mos. 6 Mos. 


Group IV Industry Average 
Pet. Total Sales Pct. Total Sales 
6 Mos. 6 Mos. 6 Mos. 6 Mos, 
1959 1960 §61959 
100.0 100.0 100.0 100.0 100.0 100.0 100.0 100.0 100.0 
14.8 14.8 14.9 14.8 14.3 13.2 13.3 14.6 
3.3 3.8 3.9 4.1 3.6 4.1 3.8 3.6 
9.6 9.3 9.0 8.8 8.6 7.5 Te 9.3 
12.9 13.1 12.9 12.9 12.2 11.6 10.9 12.9 


Group III 
Pet. Total Sales 
6 Mos. 6 Mos. 
1960 


Group II 
Pct. Total Sales 
6 Mos. 6 Mos, 

1960 1959 1960 


1959 1959 


1.7 1.9 1.7 2.0 1.9 2.1 1.6 2.4 L7 


Group I, 1 to 149 


units; Group II, 150 to 399 units; Group III, 400 to 749 units, and Group IV, 750 units and more, 
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A DEALER CAN LIVE 





Compare the Business Atmosphere! 


Studebaker dealers acquire profits, not ulcers. They don’t have 
to sell a compact against a big-car cousin. They run their own 
business to meet their own local conditions—with qualified fac- 
tory representatives who can help with any phase of your oper- 
ation.When the trailer makes a delivery it’s always as prumised, 
and nothing is unloaded except what the dealer ordered. You can 
live right with Studebaker’s Lark; the dashing, low-priced Hawk; 


and the Champ line of pickups that sells like passenger cars! 


And what else is yours with the 
Studebaker franchise? Products to 
meet every prospect’s needs—anda 
happy tie-in with a fine, substantial 
Factory which is ready to meet any 
shift in the market with the products 


you'll need to prosper in any market! 





THE 


D 





1 
eALER>' THERE'S 
STILL TIME TO BE RIGHT 
FOR THE’61 YEAR! 


i 


BY STUDEBAKER 
















GOWNS BY CEIL CHAPMAN FURS BY MAXIMILLIAN 


GET THE FACTS ON THE 
LPT Or PIED E UII: ses duscairitss shiegecnivitipudlemnsidhiie qed Saiaidraasioes dabiiioak icin einai = 


Dealer Development Division 
Studebaker-Packard Corp., South Bend 27, Ind. 


Gentlemen: Please send me the facts—in strictest confidence—no obligation. 


NAME 





POSITION 





FIRM 





ADDRESS 
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Members Like Euro 


AUTOMOTIVE NEWS, AUGUST 29, 1960 





What NADA Provides in New Services 


(Continued from Page 3) 


Tower, Notre Dame of Paris, and 
all the rest, but they also meet 
with both dealers and manufactur- 
ers in each key European city. Re- 
nault, for example, offers a trip 
through its plant—a tour which 
always ends on that famous proving 
ground for beautiful young ladies, 
the Folies Bergere. This feature 
alone does much to cement inter- 
national relations. 

In addition, there are temporary 
exchanges of children between 
European and American dealers. A 
U. S. retailer sends his son or 
daughter to visit the family of 
a French dealer for one month, 
for example, and the French re- 
tailer gives up his child to the 
American dealer for a month. So 
far, NADA has arranged 60 such 
exchanges. 

* * 

AM. sons of foreign dealers may 

work for an American dealer 
for one year—receiving the mini- 
mum wage—and vice versa. At the 
moment there are seven youths 
waiting for assignment. The first 
assignment was a young man from 
Australia, who went to work for 
T. M. Gardner, a Buick dealer in 
Charleston, W. Va. The trainee has 
been on local television eight times 
since he began work this spring. 

Two boys from India will begin 
training soon, making the pro- 
gram truly a worldwide one. 

Objective of the exchange pro- 
gram is to give dealers of all na- 
tions a better understanding of 
their neighbors overseas. Each 
trainee must sign an affidavit stat- 
ing that he will return home after 
finishing his training. 

Another comparatively new 
NADA service is its seminar and 
conference program. The passion 
for adult education, and, in particu- 
lar, the passion of businessmen for 
education, has intensified in the 
last 10 years. Perhaps it came 
about because running a business 


y. 
The multiplicity of federal forms, 
which would have killed a dealer 
of 1919 within a week, also has 


Goodyear Field Officials 
Killed in Auto Crash 


CLEVELAND, Miss.—Two offi- 
cials of the Goodyear Tire & Rub- 
ber Co. in Memphis were killed 
near here in an auto crash during 
a rainstorm. 

They were N. Gordon Crone, 67, 
service manager for the Midsouth, 
and Andrew T. Brown, 42, district 
manager. 

; * * 
R. J. Musch 

SANTA MARIA, Calif.—R. J. Musch, 
47, formerly a Dodge-Plymouth dealer in 
Yuma, Ariz., died here Aug. 16 after a 
heart attack. 

. * * 
Joseph D. Murray 

HASBROUCK HEIGHTS, N. J.—Joseph 
D. Murray, a retired auto dealer, died 
Aug. 15 while vacationing. He founded 
Murray Motors, Inc., North Bergen, in 
1918, and retired in 1957. 

+ - * 


Otto W. Fisher 
TEANECK, N. J.—Otto W. Fisher, 72, 
credited as one of the developers of elec- 
tric autos early in the century, died 
Aug. 15. 
- * * 


Stace E. Bone 


COLLEGE CORNER, O.—Stace E. Bone, 
an auto dealer and garage owner here for 
32 years, died Aug. 10. He was 57. 

* * * 


David W. Alderman 


FLORENCE, 8. C.—David Wells Alder- 
man, 73, formerly a franchised Ford dealer 


here, but in retirement for several years, 
died Aug. 19 at his home from a heart 
attack. 

+ * * 


Emil R. Kreger 
ALBION, Mich.—Emil R. Kreger, 61, 
partner in Maple City Auto Co. (Buick), 
died Aug. 12 in a Jackson hospital, 
* * * 


Carroll H. Petermann 
CINCINNATI.—Carroli H. Petermann, 
pioneer Ford dealer in Hamilton County 
and a former president of the Cincinnati 
Automobile Dea: Assn., died Aug. 16. 
* * + 
Edward L. Miller 
MANSFIELD, 0.—Edward L. Miller, 90, 
retired auto dealer, died Aug. 18. 





























added training schools of one sort 


or another since 1950. 
+ +. aa 


penn seminar program is 
headed by John E. Binns, who 
is assisted by David Schlothauer. 
Seminars (small groups) and con- 


ferences (larger ones) have been 


held in various 


the 
have been 





John E. Binns 
gers. Dealers say they like the ses- 
sions and get a lot out of them. 

In time, enough information de- 
velops out of seminars to permit 
NADA to pull the dope together 
and publish it. Profit Control, In- 


side Leasing, The Automobile 
Dealer and Taxes, and The Art 
of Controlling Expenses are four 
titles from NADA’s growing 
library of a 
textbooks on management. 

Other association booklets origi- 

nate in NADA committees, Out of 
the Employer-Employe Relations 
Committee, for instance, emerged 
a 52-page book for describing every 
conceivable plan dealers can use 
to pay sales and service employes. 

Called Pay Plans for Automotive 
Sales and Service Personnel, it is 
based on the results of 22,100 
questionnaires sent dealers asking 
them how they compensated their 
workers. 

NADA also has jumped on the 
group-insurance bandwagon in re- 
cent years. This trend came to pass 
as More and more businessmen 
yearned for the same sort of bene- 
fits they were helping provide for 
their employes — group life insur- 


cities, although 
lion’s share 
in 
Washington. Sub- 
ject matter has 
covered practical- 
ly every phase of 
a car and truck 
dealer’s business. 
Discussion |e ad- 
ers have been 
professors, deal- 
ers and mana- 
























pay as individuals. 
* + 


* 


always a dealer- 
director). 

Ordway is con- 
vinced that most 
people — the 
younger ones in 
particular — are 
underinsured and 
are failing to pro- 
vide adequately 
for old age. 

“Young peo- 
ple need more 
insurance than John Ordway 
older ones,” he pointed out, “be- 
cause more people are dependent 
on them. A young parts manager 
or used car manager generally 
needs more coverage than a deal- 
er of 63.” 

So far, about 2,400 dealers and 
their key executives are covered in 
the life-insurance group, and new 
enrollments will be accepted around 
the end of the year. 

In the retirement program, Ord- 
way reports, about 2,200 people have 
joined. Investing for this many ex- 
ecutives has made the NADA ac- 
count attractive to top investment 
houses, and Ordway says “the yield 
has been far greater than our expec- 
tations.” 

Dealers who invest in the pro- 
gram to provide retirement benefits 
for all their employes report that 
the plan has cut turnover more 
than any single move in their 
experience. 





* * * 


IHESE are some of the services 
produced in the NADA “fac- 
tory” at 2000 K St. N. W. in Wash- 
ington, D.C. It is a long list: Gov- 
ernment contacts and factory con- 


ance and social security. As a rule, 
insurance groups offer members 
lower premiums than they might 











ADA’S group life and retirement 
programs are administered by 
John Ordway, controller and as- 
sistant treasurer (the treasurer is 


the price. 


Elected president of NADA is 
Birkett L. Williams, a Cleveland 
dealer, but the full-time manager 
of this complex business is James 


C. Moore jr., executive vice-presi- 
dent. Moore is an attorney, a native 
of South Carolina, 
who came over to 
the associa- 
tion from the De- 
partment of Jus- 
tice in 1950. He 
was general coun- 
sel until the Board 
of Directors 
unanimously se- 
lected him to 
head the associa- 
tion in April, 
1959. 





J. ©. Moore 
Jim Moore is no autocrat, 

which in our book means he is a 

good gg He has given his 


de heads authority to 
look after their own affairs—as 
long as they conform to NADA 
policies. 

Since he became EVP, he has 
travelled about 200,000 miles to 
speak at state conventions, In his 
addresses, he constantly admon- 
ishes dealers to take a more active 
role in the affairs of government 
at all levels and to lend their vital- 
ity to NADA programs. He warns 
dealers that they can lose their 
business freedom by default. 

And that, in a nutshell, is what 
is going on inside NADA during 
this hot Washington summer. In 
our years on the capital beat, we 





Industry Fights D.C. Smog Devices 


By William Ullman 
Washington Bureau Chief 


WASHINGTON.—The auto in- 
dustry presented a united front in 
opposing mandatory installation of 
blowby-control devices on '62 
model cars sold in the District of 
Columbia. 

The Automobile Manufacturers 
Assn., Automotive Trade Assn. 
for the District of Columbia, the 
American Automobile Assn., and 
the Automotive Exhaust Re- 
search Institute all refused to 
give their endorsement at this 
time of the proposed regulation 
on which the district commis- 
sioners were holding public hear- 
ings. 

The proposed regulation would 
attempt to control air pollution in 
Washington by restricting idling 
time of internal combustion engines 
and by requiring blowby-control 
devices on ’62 and subsequent mod- 
els. 

Lt. Col, Charles S. MacVeigh, as- 
sistant engineering commissioner, 
testified in favor of the measure 
as a “reasonable” one that would 
“aid in correcting present unwhole- 
some conditions.” 

Dr. Daniel L. Finucane, district 
Public Health Service, felt that 
“we should take steps to combat 





Conferees OK $1 Million 


For Auto-Exhaust Study 


WASHINGTON.—A $1 million 
appropriation to step up Public 
Health Service research into «ir 
pollution by auto exhaust fm: 
has been approved by a Senat 
House conference committee. 

Automotive News in June vre- 
ported that the appropriation 
proposed by Senator Thomas H. 
Kuchel, California Republican, 
had been passed by the Senate. 
The $1 million becomes part of 
a new law which directs the Pub- 
lic Health Service to report to 
Congress within two years on the 
effect of exhaust fumes 
lic health, 





this hazard rather than to wait 

until all the accumulated evi- 

dence has been completely docu- 
mented.” 

Karl Richards, AMA, repeated 
the car makers’ position that Los 
Angeles smog is a unique problem, 

He noted public criticism of the 
industry for installing devices only 
on California cars, but asserted 
that “there was a need in Califor- 
nia and such need has not been 
established elsewhere.” 

Richards pointed out that “the 
use of this system on a broad basis 
involves different engineering con- 
siderations for each manufacturer 


|and for each engine and requires 


| normal engineering development, 
| testing, field application and main- 
tenance to assure satisfactory 
service. 

“The evidence so far available 
does not support the position that 
internal venting devices will sig- 
nificantly reduce any exhaust prob- 
lems which the District of Colum- 
bia may have, The motor-vehicle 


manufacturers, therefore, do not/f 


recommend that they be required.” 

The dealers’ problems in install- 
ing blowby-control devices were 
mentioned. If the internal venting 
were done by the factories, Rich- 
ards estimated the cost at about 
$10 per vehicle, In some engines, 
for example, it would be neces- 


tified that the AAA has installed 
one such device on a car, but 
“there are several questions which 
have not yet been answered to our 
satisfaction. 

“One is the matter of cost — 
whether installed locally or at the 
factory. Others have to do with its 
effectiveness, its effect on the op- 
eration of the car, and its main- 
tenance.” 

Harold T. Halfpenny and Russell 
Graham, representing the Automo- 
tive Exhaust Research Institute, 
claimed there is nothing on the 
market as yet which will do an 
effective and complete job of elimi- 
nating noxious exhaust fumes. 

“When our exhaust system man- 
ufacturers are fully satisfied that 
they have an effective, durable, 
trouble-free device to offer the 
American car owner, at a price he 
can afford to pay, you will find 
them entering the market wher- 
ever an air-pollution problem ex- 
ists,” Graham said. 


sary to change the carburetor jet,|F 7 


he said. 


George Delaney, former Pontiac] ~ 


chief engineer on loan to AMA, 
testified that although car makers 


|} had been installing some blowby- 


control devices, new-model cars 

did not need them and there was 
basis in fact for the claims of 

increased engine efficiency. 

Joseph Paul and Maurice J. 
Murphy, representing 123 fran- 
chised rs of the area in the 
automotive trade association, en- 
dorsed AMA’s position. 

Paul noted that the district’s res- 
idents might feel discriminated 

against since Washington’s streets 
were full of traffic from tourists 
and residents of nearby Maryland 
and Virginia. 

Arthur E. Miller of the AAA tes- 





Volvo Signs Dealer— 


Laurence Ettinger, vice-president, 
Phalanx Motors, Inc., Spring Valley, N. Y., 
signs a contract as a Volvo dealer at the 
office of Volvo Import, Inc., Englewood, 
N. J. Looking on, from left, are William 
P. Kelly, Volvo representative, and David 
Beesley, Volvo sales manager. 













tacts; a big convention and exhibi- 
tion; books, magazines, pamphlets, 
and releases; educational and over- 
seas programs; marketing and legal 
research; press conferences; insur- 
ance, and the all-important dealer 
profit-and-loss statements. This is 
the big package which NADA 
offers dealers for their dues, and the 
typical member who slaps the 
NADA decal on his show window 
thinks the package is well worth 








have been through many crises and 
some interesting fireworks with 
this restless association. 

At times, we have mourned the 
turnover in managing directors, and 
at other times, we have scratched 


we have never for a single moment 
doubted that it would bounce back 
from every crisis stronger than 
ever. 

And we have never doubted that 
NADA will be precisely what its 
members want it to be. It is a 
fair reflection of dealer wishes over 
the nation, and anytime that deal- 
ers want NADA to be a different 
sort of organization, they have the 
power to make it so. 

It is going to be around, turning 
out words and paper, as long as 
franchised dealers sell cars in 
America. 


Wonderland Plans 


Consumer Poll 


Opinions to Be Asked 
On Auto Features 


By John F. Walsh 

Staff Writer 
ISITORS at the National Auto- 
mobile Show Oct. 15-23 in De- 
troit’s Cobo Hall will have a chance 
to participate in the auto industry’s 
exhibits in Auto Wonderland, the 

“show within a show.” 


Their first stop upon entering 
the section will be at the con- 
sumer-research exhibit, Here 
they will be asked their likes 
and dislikes about auto features. 


The answers to the researcher’s 
questions will be noted on cards 
which will be “fed” to computing 
machines in the display. The ma- 
chines then will come up with 
general observations on what the 
show visitors think a car should 
or should not offer, 

The object of this display is to 
show the public the importance the 
auto maker attaches to the con- 
sumer’s views when new models 
enter the planning stage. 

* + * 


QUnarQuanr exhibits show the 
visitors how it evolves — from 
product planning through assem- 
bly. Each display will stress how 
long it takes to develop a certain 
phase of the new model, and what 
it takes to bring the model to a 
particular point in planning. 

After the role of product plan- 
ning is explained through charts 
and illustrations, the visitors will 
have a chance to see a model 
styling studio, with craftsmen 
at work on a scale clay and wood 
model of a composite ’61 car, 

Stylists will start from scratch 
on a full-scale model of the stand- 
ard-size composite car on opening 
day and wind up on the final day 
with the finished model. 

Another exhibit will touch on in- 
terior styling, showing how seats 
are designed and how fabrics and 
upholstery are selected and blended 
into the final Product. 


ERE will be a onaibice of dis- 
plays showing how a car is en- 
gineered and the testing that is 
required before the new model 
finally is approved for production. 
Two exhibits will show how car 
bodies and axles are put through 
torture tests. Another will explain 
how television can be used in in- 
dustry, such as observing engine 
operations too hazardous to watch 
in person. 

In addition, there will be movies 
of proving-ground tests, and a 
giant wall map will show the lo- 
cation of hundreds of areas 
throughout the country where auto 


makers test their products. 
” oe 7 
A MODEL classroom will show 
how a factory trains its deal- 
ers’ mechanics to service a new 
model, where the training is of- 
fered and to whom it igs available. 
A safety exhibit will point up 
the design aspects of a “safe” 
vehicle, what is done to assure 
safety in the product and how 
safe packaging of passengers is 
achieved, 

Next the visitors will see how a 
car is assembled. Actua] assembly 
operations are depicted in a mini- 
ature exhibit prepared for Ford 
Motor Co. It takes two men to 
keep the scale model in operation, 
a show official explained. 


our head over NADA’s policies. But’ 
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Car, Truck Output Estimates 
By Automotive News 
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Other Charges Hurled ... 





PASSENGER CARS 
(U, 8. PRODUCTION ONLY) 




















Week Week Jan. 1 dan. 1 
Ended Same Ended Output, To To 
Aug. 27, Week, Aug. 20, August, Aug. 29, Aug. 27, 
1960 1950* 1960 To Date 1969 1 
AMERICAN MOTORS 
IIE iccincticsscisstasa sesscocese 6,066 267,758 325,153 
CHECKER MOTORS ee )< ectinstes 
CHRYSLER CORP. 46,980 512,630 715,441 
Chrysler Division 3,128 62,413 65,608 
Chrysler .........:.0000 3,028 50,277 
Imperial .................... 100 12,136 8,763 
Dodge Division 20,349 108,950 285,621 
Dart-Polara 11,980 108,950 277,252 
BANOO | cssccesiscoviers ance GID Snccsiins 8,369 
P-D-V Division 23,503 341,267 364,212 
NO: “cctatwvactschvibceiee 297 33,969 16,674 
Plymouth. .......... 10,944 307,298 167,455 
Valiant. ........... BR PGE i. rcpt 180,083 
FORD MOTOR** 113,989 1,227,727 1,214,709 
Ford Division 80,608 1,075,404 
I ilies cesesoreaicrons ERTS seccaviess 335,046 
EL ED; cckvicvsovsies:  tavveeings 28,885 1,023,615 583,252 
Thunderbird 9,025 51,789 65,011 
L-M Division. .............. 33,381 125,501 231,400 
PMID > dcthccrecativdoicntonns Stee. . ashes 116,629 
BAIN sinniesvesesseciyere 1,223 18,749 13,127 
POE, | coiccscscesnersecte 4,739 106,752 101,644 
GENERAL MOTORS 105,952 1,961,942 2,191,239 
Buick Division 1,355 161,076 183,982 
BL NUD Whskbsishaid’” asterses -\” . Sevissenee ~,” “Sebdetcnen - Sovapnonba 161,076 182,627 
SEE. devsccqussseetesersere < Saeree 1,355 
ID + akeas biseeasshiaietinae viditern > Sécinpenten. -. Sapeengines 5,721 106,281 109,938 
Chevrolet Division .... .......... 2,932 8,216 ‘75,460 1,119,996 1,335,824 
RIE - civctve:dcselvcinectee- cdsvieseee. +, « Shiniiniee 120 | epee ee 170,646 
Chevrolet (Std.) .... .......... 2,982 8,096 68,350 1,119,996 1,165,178 
UID: | icicsstecemnethiiene'. acesscecass!” <serestacse ~~ ~dmpinesone 13,662 275,216 256,473 
BI si bb ddscucstacurtatueed | Wivecseces — _bsctwaese’’) . oynlieeete 9,754 299,373 305,022 
S-P CORP. 
Studebaker .................. 200 See Rea 200 102,008 70,516 
Total Cars, U, S.** .... 41,268 18,446 47,545 273,635 4,072,065 4,521,896 
*Revised 


**Totals for 1959 include Edsel production. 








COMMERCIAL CARS 
(U. 8. PRODUCTION ONLY) 








Week Week Jan. 1 Jan. 1 
Ended Same Ended Output, To To 

Aug. 27, Week, Aug. 20, August, Aug. 29, Aug. 27, 

960 1959* 1960 To Date 1959* 1960 
1,170 1,230 9,188 252,419 274,667 
101 48 191 4,140 1,996 
62 87 210 2,092 2,404 
1,444 949 2,689 52,751 48,775 
4,951 5,092 22,279 233,702 244,117 
485 2,003 1,703 61,536 77,375 
2,889 2,164 5,216 97,840 86,113 
388 348 1,366 11,879 10,624 
TF ainnioes 152 9,062 9,287 
445 214 879 13,273 11,736 
IEE 10k aeictienaenssilasot 2,976 2,937 5,787 77,018 91,003 
US ...... 90 85 90 364 2,843 3,093 
Total Trucks, U. S..... 14,437 15,275 15,162 56,024 818,555 861,190 

Total Cars, Trucks, 

> Ey chats pvcckstennantacteed 55,705 33,721 62,707 329,659 4,890,620 5,383,086 





basiainindsiacceiniiae 837 1,865 795 2,828 281,695 280,972 
Grand Total, 
Cars and Trucks, 
U. S. and Canada.... 56,542 35,586 63,502 332,487 5,172,315 5,664,058 








More Makes Shift to ’61s 
But Output Hits New Low 


plant continued to turn out current 
models, and is scheduled to run 
’60s for the rest of the month to 
make up for production lost in the 
recent strike, 

Thunderbird and Lincoln are due 
to assemble '60 models until Sept. 9. 
” * * 

Au Chrysler Corp. plants were 

on five-day schedules turning 
out ’61s. The corporation’s estimat- 
ed 20,400 assemblies accounted for 
49.4 percent of the week’s produc- 
tion, 

Studebaker-Packard began work 
on '6ls and had an opening-week 
schedule of 200 cars and 152 trucks. 

The Buick Special was the only 
General Motors car in production 
last week, but the estimated out- 
put was down to 212 units from 

the previous week’s 559. Adjust- 
ments in operations at the new 





Phila. Parley Off 
PHILADELPHIA.—The confer- 
ence on “Fitting Compacts Into 
Dealership Operations,” scheduled 


by the Philadelphia Automobile 
Trade Assn. for Sept. 8 has been 
postponed, Julie C. Driscoll, execu- 
tive secretary, announced. A new 
date has not been set. 


(Continued from Page 1) 


Special plant caused the dip in 
assemblies, a spokesman said. 

Chevrolet, Cadillac, Pontiac and 
Oldsmobile will be down until] after 
Labor Day. Chevrolet will resume 
work on trucks Sept. 6 and cars 
on Sept. 12. The other three GM 
divisions are due to begin assembly 
of ’61 models Sept. 6. 

* * * 
ITH the shutdown of Chevrolet, 
estimated truck output for last 
week dropped 5 percent to 14,437 
units, compared with 15,162 for the 
previous .even-day period, 

In Canada, Chrysler Corp. was 
the only firm building cars, An 
estimated 600 new models were 
scheduled to roll off the lines. 
The corporation also turned out 
an estimated 25 trucks, 

Production of ’61s also was sched- 
uled to start today at Canada’s 
GM and Ford plants. 

Ford has cut by about 1,100 the 
number of workers to be recalled 
for the start of new-model produc- 
tion, and a company official said 
this about the action: 

“Phasing in of the 1961 models 
will be developed at a more gradual 
rate in order to permit an orderly 
buildup of inventories in dealer- 
ships across Canada.” 








Chrysler Case Faces 
Long Run in Courts 


(Continued from Page 6) 
ment which said the suit had no| interests in Press Products and 


foundation. 


The charges not reported so far 


include: 
A claim that Jack W. Minor, 


marketing director of Plymouth- 
DeSoto-Valiant, pressured dealers 
into buying promotional materials 


produced by Arthur Cerre Co., a 


Detroit company in which Minor 


was charged with having an inter- 
est. 
Minor has denied any interest 
in the company. 
* * * 


A CHARGE was made that 
Chrysler continued to buy pre- 


mium-priced steel after the end of 


the steel shortage caused by the 
strike last year. 

It also was charged that Chrysler 
has listed products by brand names 


when asking for bids so that only 


one supplier could offer the prod- 
uct, while other, cheaper sources 
of the product were available. 

Chrysler officers and “favored 
subofficials” were charged with 
receiving trips which did not 
benefit the company, with use of 
company planes for private pur- 
poses, expense accounts “invent- 
ed or padded beyond all reason,” 
use of lumber and materials for 
homes, farms and swimming 
pools and rebates on purchases 
from suppliers. 

The suit mainly asks that a re- 
ceiver be named to oversee the 
company. Other requested actions 
include voiding all salaries, stock 
options and benefits of Chrysler of- 
ficials who are defendants in the 
suit; setting aside the settlement 
for more than $450,000 obtained 
from Newberg as “grossly inade- 
quate,” and dismissal and restitu- 
tion from all found liable. 

* * * 


i ALSO was revealed last week 
that George D. Miller and 
George C, Tilley had resigned from 
the Detroit law firm of Miller, Can- 
field, Paddock & Stone. 


George Miller is not the Miller 
nor is Ben Stone the Stone in the 
firm’s name, 

The pair said they resigned due 
to a dispute over their affiliation 
with Chrysler supplier companies. 
Miller said he was retiring and 
Tilley said he planned to set up his 
own firm. 

Miller and Tilley were officers 
and directors of the Stone-New- 
berg companies—Press Products, 
Bonan Co, and Sango Co.—and 
served as lawyers for the com- 
panies, The ouster of Newberg as 
Chrysler president was due to his 





As of This Week... 


Changeover 
Score 
"61 Makes 60 Makes 
mn Fredacten in_Proguction 

Buick Special Checker 
Chrysler Lincoln 
Comet Thunderbird 
DeSoto , 
Dodge Dart Down for 
Dodge Lancer Gaangnovers 
Dodge (Std.) Buick (Std.) 
Falcon Cadillac 
Ford (Std.) Chevrolet (Std.) 
Imperial Corvair 
Mercury* Oldsmobile (Std.) 
Plymouth (Std.) Pontiac 
Plymouth- CANADA 

Valiant Studebaker 
Oldsmobile 

F-85** 
Rambler 
Studebaker 

Hawk 
Studebaker Lark 

CANADA 

Chrysler Corp. 
General Motors 
Ford Motor 


*—Plants at Los Angeles and St. Louis 
building ’61 models, but Wayne (Mich.) 
plant will not phase out on ’60 models 
until early September, 

**—Oldsmoblile F-85 is out of production 
until Sept. 6. 





Bonan, according to Chrysler. 

Tilley, who has been with Miller, 
Canfield for 25 years, made this 
comment on the Stone-Newberg 
companies: “I feel the crux of the 
matter was whether the contracts 
between Chrysler and the vendor 
companies were fair and that they 
should not be prejudged simply on 
the basis that they were profitable 
vendor companies.” 

Newberg, while a Chrysler offi- 
cial, was a director of Detroit Bank 
& Trust Co. Joseph M. Dodge, who 
is chairman of Detroit Bank & 
Trust, is a Chrysler director and 
heads the committee of non-factory 
directors who are investigating 
Chrysler officials. 

* 


* * 


ORE of the major clients of Mil- 
ler, Canfield, Paddock & Stone 
is Detroit Bank & Trust. Cleveland 
Thurber, one of the four senior 
partners in Miller, Canfield, is a 
director of Detroit Bank & Trust. 

Ben Stone held a lengthy press 

conference at which he denied 
any wrongdoing in relations with 

Chrysler, said that he saved 
Chrysler millions and that he felt 
Chrysler had no grounds for ac- 
tion against him and gave an in- 

teresting account of his activities 
as an automotive supplier. 

Stone gave this account of the 
birth, business and eventual death 
of Bonan Co.: Press Products, the 
first Stone-Newberg company, was 
liquidated in 1955 and Stone didn’t 
have much to do. 

One day, he went out to Dodge 
Division “to bum a free lunch.” He 
bumped into the late Carl Poyner, 
then purchasing agent for Dodge. 
Poyner told Stone that he (Stone) 


Pauley Picks Perry 

LOS ANGELES.—Joe W. Perry, 
marketing director for Pauley 
Petroleum, Inc., has been named 
executive vice-president of the 
newly formed subsidiary, Pauley 
Stations, Inc., to take charge of 
company plans to market petrole- 
um products under the Pauley 
name. 
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was just the man Poyner wanted 
to see. 





FTER lunch, Stone and Poyner 
™ went to the office of M. C. Pat- 
terson, then and now general man- 
ager of Dodge, where, Stone said, 
the Chrysler officials told him that: 
Chrysler had five vendors supply- 
ing arm rests, all doing an unsatis- 
factory job and all charging more 
than 90 cents per arm rest. 

Patterson and Poyner asked 
Stone, who had a reputation as a 
trouble-shooter on sticky manufac- 
turing problems, to work out some 
better method for making arm 
rests. Stone said he developed a 
better method and offered to make 
arm rests for 74.6 cents apiece. 

Stone said this was typical of 
the way he got business and that 
he never needed Newberg’s in- 
fluence to get a contract to sup- 

ply a part. He said that he did 

invite Newberg to join with him 

in setting up Bonan. 

Bonan successfully produced arm 
rests and other textile trim items 
until 1958, cutting the price on arm 
rests to 61.75 cents apiece, accord- 
ing to Stone. Stone said that he 
was first ill and then hurt in an 
auto accident in 1958. 

7 * * 


E WANTED to sell Bonan, in 

view of his physical condition, 
but could not find a buyer for some 
time. Just at the time that he was 
ready to sell for any price, he 
learned that Allen Industries need- 
ed dielectric equipment for its Ford 
account. It was a “heaven sent” op- 
portunity for Stone, he said. 

Stone said that he was able to 
sell the assets of Bonan to Allen 
for more than book value, realizing 
a capital gains for the company. 
Stone signed a consulting contract 
with Allen and became an Allen 
vice-president. 

In order to save Allen any em- 
barrassment, he said he resigned 
as a vice-president this summer. 
He is still an Allen consultant, 


When Bonan was set up, trusts 


cilities at what Stone termed fair 
rentals, The Warren Division of 
Allen Industries continues to 
lease the facilities from the Stone 
family trusts, Stone said. 

When Bonan got out of the sup- 
plier business in 1958, the name 
of the company was changed to 
Sango. Last year, Stone bought out 
Newberg’s interest. Stone says that 
Sango is now solely his company 
and is in the oil and gas well 
investment business. 


Colorado Convention Hears 


A Forecast of Prosperity 


(Continued from Page 3) 


chairman of these groups will re- 
port to the state chairman, who 
in turn will report to the NADA. 


It was pointed out at the con- 
vention that franchised dealers of 
the state rate high as civic minded 
small businessmen, according to a 
survey conducted by CADA, This 
survey proved that the auto dealer 
is not “just another merchant” in 
a@ community of many merchants. 

He is actually a symbol of leader- 
ship. He is an organizer of charity 
functions, he is a leader of safety 
campaigns, he igs quick to give of 
his time and his means to make his 
town a better place in which to 
live. 

“The franchised dealer in Colora- 
do is much more than a responsible 
businessman offering quality prod- 
ucts and dependable service,” the 
survey stated. “While contributing 
substantially to the economic well 
being of his community through 
his payrolls, taxes, local advertis- 
ing and the capital investment in 
his dealership, he is, at the same 
time, planting deep business roots 
which assure him a life-long place 
in the heart of the community.” 

Officers elected for the ensu- 
ing year were: Ed Eisenhauer 

(Dodge), Grand Juction, presi- 
dent; Hayes Holloway (Buick- 
Chevrolet), Sterling, vice-p res i- 

dent; Jess Hunter (Ford-Lincoln- 

Mercury), Pueblo, secretary, and 
Russell Lyons (Chevrolet), Boul- 
der, treasurer. Clive Bradford, 
Denver, is general manager, 

The directors: District I (Den- 


ver), Harry Dowson, George Irvin, 
Florian Barth. District 2 (North- 
eastern Colorado), Ed Garrett, 
Loveland; Hayes Holloway, Ster- 
ling, and Bill Arnold, Boulder. Dis- 
trict 3 (Southern and Eastern 
Colorado), Tom Cimino, Trinidad; 
Bob June, La Junta, and W. A. 
Wills jr., Colorado Springs. District 
4 (Western Slope), Gene Carring- 
ton, Montrose; Reed Miller, Grand 
Junction, and Wayne Denny, Cor- 
tes. 

Four prominent new-car dealers 
and one used-car dealer have been 
appointed to the Motor Vehicle 
Dealers Advisory Board, The ap- 
pointees are Owen Faricy, Faricy 
Motor Co., Rambler, Puebio; Hayes 
Holloway, Holloway’s, Inc, (Buick- 
Chevrolet), Sterling; L. F. Luka- 
vaky, Luke’s Auto Sales (used 
cars), Denver; Reed Miller, West- 
ern Slope Auto Co. (Ford-Lincoln- 
Mercury), Grand Junction, and 
Paul Seifert, Seifert Pontiac-Cad- 
illac, Denver. 

The board advises state officials 
on automotive matters. 

Seifert was master of cere- 
monies for the annual banquet, 
which featured Walter B, Cooper, 
Cooper-Michael Motors (Chevro- 
let-Oldsmobile), Fort Collins, as 
speaker. 

Line group meetings were held 
at the convention. American Mo- 
tors dealers met with Owen Faricy 
as chairman; Chrysler, Art Sheely; 
Ford, Joe Marsh; General Motors, 
Ed Morehart, and Studebaker, Carl 
Bartz. 
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ist. Behind the scenes is what is 
known as a “boiler room.” Here 
a number of women are busy 
making telephone calls. 

According to Martin, half the 
women are setting appointments 
for referrals brought or sent in by 
previous customers. The other 
women are calling “cold.” Using the 
telephone book, they solicit ap- 
pointments with a prepared sales 
presentation. 

Instructions conclude by em- 
phasizing that both husband and 
wife must come in together at a 
definite appointment time, and 
they should know the exact ad- 
dress of the advertising depart- 
ment. 

When prospects arrive at the ad- 
vertising department they are 
greeted by a receptionist, offered 
coffee and passed to one of several 
advertising directors. 

According to Martin, the direc- 
tor’s job is not to sell the car, but 
to sell the referral program. Initial- 
ly each couple prepares a simple 
credit application, which is used by 
the director to weed out those who 
obviously could not afford to pur- 
chase a car. 

In explaining the program to 
prospects, Martin says, “As you 
know, manufacturers pay out 
many millions of dollars in adver- 
tising each year. A part of this is 
added to the price of each car, and 
the dealer has this money in the 
car when he sells it. Now you can 
earn this advertising money, as 
other people buy cars, by sending 
your friends to us to buy their 
cars. 

“You can earn as much as $150 
from each person that comes in. 
you send a friend in and 
a car. We'll pay you $100. 
if this friend sends in 

else who buys a car, 
pay your friend $100, and 
you $50. It’s that easy.” 

(Payments on compacts are less. 
First referrals are paid $50; second 
referrals are paid $25.) 

If the prospect approves the 
basic M & M presentation, he is 
shown a second contract which 
reads: “The Advertising Depart- 
ment agrees to deliver to Repre- 
sentative full and clear title for 
the automobile he has contracted 
to purchase, when the Representa- 
tive has directly submitted twelve 
(12) names of individuals who 
thereafter become qualified (make) 
Owner Representatives.” 

Once the prospect and his wife 
approve M & M’s contract pro- 
posal, they are turned over to the 
dealer (or another M & M) repre- 
sentative who assists the buyer in 
choice of car and completes details 
of selling and delivering the car. 

In addition to the usual condi- 
tional sales contract, all purchasers 
sign and are given copies of the 
M & M “Representatives Advertis- 
ing Agreement” which clearly 
states that the customer is buying 
a car on which payments must be 
made. 

What about complaints in a pro- 
gram where the car is sold only as 
an afterthought? 

Leo Domerque, general man- 
ager of Baldwin Chevrolet, says, 
“I’m very happy with it (referral 
selling) and expect to continue 
with it as long as we can keep 
it clean.” 

“I'd say our percentage of com- 

* * ” 


L. A. Dealers Warned 
Of ‘Chain-Sales’ Pitfalls 

LOS ANGELES.—The Los Ange- 
les Motor Car Dealers Assn. last 
week warned its members of pit- 
falls in referral-sales operations. 

It noted that “serious charges” 
have been filed against individuals 
and corporations engaging in refer- 
ral plans, and said “it is indicated 
that similar action will be taken 
against automobile dealers.” 

The association also warned that 
dealers involved in referral selling 
are possibly violating the licensing 
law unless customers involved in 
the arrangement are licensed as 
salesmen. 


i 


a3 


of L. A.’s Stormy Gimmick .. . 


How Referral Selling 
Works at Dealership 


(Continued from Page 2) 




































plaints (from referral selling) is 
less than with sales off the retail 
floor,” said Henry Frost, of Art 
Frost Plymouth. 

“Tm sure most of the reason for 
our success, and lack of complaints, 
is that I am in personal control of 
the operation, with a Frost man to 
go over every deal with the cus- 
tomer before it is closed.” 

According to figures given to 
Automotive News by Merriam and 
Martin, M & M is setting from 20 
to 25 appointments a day, per deal- 
ership, or a total of 100 to 125 
daily. About half of these actually 
show up to find out how they can 
qualify for the advertising pro- 
gram, 

Of the 50 to 65 persons appear- 
ing each day, some 30 percent end 
up buying cars. Converted to units, 
M & M is moving 15 to 20 cars 
a day. 

(Next week Automotive News 
presents the opinions of dealers 
using referral selling, and the 
business approach of M & M ad- 
vertising management.) 


Leading Ford Dealer Seeks 
NATIONAL 


FLEET SALES 


REPRESENTATIVE 


Here is a great opportunity for a 
thoroughly experienced man to move 
‘wa P into the BIG time and the 
BIG money. We do an outstanding job 
in passenger car and truck fleets 
nationally. An exceptionally generous 
profit-sharing basis assures tremendous 
earnings for the right man. We are 
promotionally “4 ressive and highly 
regarded —the kind of company a 
sales-minded man enjoys working for. 
You may work from anywhere in the 
U. S. to best cover your accounts, 


Contact Mr. Goldsmith 


QUEEN FORD 


216-25 Hempstead Ave., 
Queens Village, N. Y. HO 8 





MEN WANTED: Are you making over 
$20,000 per year? We want men to dem- 
onstrate and sell simple device that 
stops shimmy and shake in cars, elimi- 
nates all wheel balancing and tire truing 
and most front end work. Requires less 
than 30 minutes per car. Instrument 
costs dealer $159.00 complete. Write for 
details to: J. Lavinger, B & B Manu- 
— Company, Box 816, Sioux City, 
owa. 


SERVICE MANAGER — With ability to 
handle all phases of the operation. Good 
on diagnosis, with ability to sell, By a 
well established Chrysler product dealer 
in a thriving Ohio town, within thirty 
minutes of a metropolitan area. The 
person selected will become a respected 
member of our community representing 
a dealership with twenty-six year record 
of fair and honest dealing. Therefore, 
your references must bear the most rigid 
scrutiny. Give all details in first letter. 
Include salary expected. Box 1747, c/o 
Automotive News, Detroit 7. 


USED VEHICLE MANAGER—Must know 
all phases of used vehicle merchandising, 
with a demonstrated record of profits. 
The person selected will become a re- 
spected member of our community, rep- 
resenting a dealer with a record of 
twenty-six years of fair and honest deal- 
ing. Located in a thriving Ohio town 
thirty minutes from a metropolitan area, 
References must stand most rigid scru- 
tiny. Give full details in first letter in- 
cluding compensation plan desired. Box 
1748, c/o Automotive News, Detroit 7. 








SERVICE MANAGER 


Exceptional and unlimited opportunity avail- 
able to a service manager who is seekin 
a future for himself and his family. One o 
the largest Chevrolet dealers in the south- 
west has an urgent requirement for an aggres- 
sive, ambitious person between 30 aoa 50 
years old who has a proven record as a 
service manager and executive in developing 
men, sales and profits. This dealership has 
been in the Chevrolet retailing business over 
37 years and is expanding rapidly. We're 
interested only in men who can handle large 
volume service departments, who are iooking 
for big challenges and large compensations. 
Compensation based on performance. High! 
lucrative pension plan plus full range o 
fringe benefits available. 


Send complete resume of your experience 
and accomplishments including a _ recent 
photograph to Box 1746, c/o Automotive 
News, Detroit 7. 












































HELP WANTED 





TREASURER 
ACCOUNTING 
MANAGER 


G. M. dealer, 























background ex 
close a recent picture. Box 
Automotive News, Detroit 7. 


5 1765, </o 


SERVICE MANAGER, must be thoroughly 


experienced in shop supervisory work, 
factory claims, etc. Chrysler, Imperial 
and imported cars. New modern shop, 


top salary plus incentives. Mr. Kaye, 
en 949 Central Ave., Albany, 
ew. 





SALES MANAGER, not over 35, capable 
of selling 700 new 1961 Pontiacs in 
Florida’s fastest growing area. Must be 
aggressive, good closer, able to train 
and supervise. Do not reply unless you 
have what it takes. Send picture and 
references as well as full information 
regarding yourself and family. Box 1749, 
c/o Automotive News, Detroit 7. 


SIX NEW CAR SALESMEN NEEDED, 
by franchised Dodge dealership. Volume 
sales, top pay. Move to Pensacola, Flor- 
ida and make more money. No state in- 
come tax, homestead tax exemption. 
Write Hill Kelly Motor Co., 125 South 
Baylen, Pensacola, Fila. 


TRUCK SALESMEN: Hill Kelly Motor 
Co., Dodge dealer, 125 8, Baylen, Pensa- 
cola, Fla. has a money making opportu- 
nity for you. No state income tax, home- 
stead tax exemption. Write today. 


SERVICE MANAGER—Thoroughly experi- 
enced in Chrysler products and proced- 
ures for expanding Plymouth-Valiant 
dealership in the San Francisco Bay 
area. Age 30-40, send full particulars. 
Box _ c/o Automotive News, De- 
troit 7. 





DEALER ACCOUNTANTS 
OFFICE MANAGERS 


The National Association of Automotive Ac- 
countants is the only professional organiza- 
tion devoted to your needs. Membership ap- 
plications heartily solicited. Box 
Automotive News, Detroit 7. 


1750, </o 





KEY MAN 
AVAILABLE 


After 20 years as an automobile dealer 
handling the major lines of the "Big Three," 
this alert, young, ambitious, highly experi- 
enced automobile expert is, for the first time 
in his career, available to work for someone 
else. If you want a man to handle the entire 
operation, are willing to pay a top salary, 
plus a bonus, then answer this ad. If not, give 
to someone you know who is in need of this 
know-how, Will relocate immediately, 


Box 1737, c/o Automotive News, Detroit 7. 





LE ER Re a 
GENERAL MANAGER—"Big Three’’ 


ex- 
perience. Have operated own dealership 
successfully; know all phases of dealer- 
ship operation from business manage- 
ment to sales. Age 42. Locate anywhere. 
Box gree, c/o Automotive News, De- 
troit 7. 


WANTED—RESPONSIBILITY. 35 year old 


ex-GM dealer (medium line—400 car), 
service and sales background, would 
consider service or sales manager posi- 
tion in large dealership or general man- 
ager for medium-sized deal. Take ad- 
vantage of my experience and benefit 
from the mistakes I’ve made. Box 1741, 
c/o Automotive News, Detroit 7. 















POSITION WANTED 






































SPECIALIST 


Specialist in automotive advertis- 
ing, sales promotion, merchandis- 
ing, public relations, publicity 
available for West Coast repre- 
sentation. 18 years West Coast 
automotive market experience 
handling assignments at the man- 
ufacturer, distributor, dealer and 
advertising agency levels. Box 
1751, c/o Automotive News, De- 
troit 7. 








SERVICE MANAGER — Chevrolet experi- 
ence; employed at present, wish to 
change location to New York area or 
Southern New England. Family man, 
with good background and education. 
Ability to maintain excellent relations 
with customers and factory. Please write 
Box 1756, c/o Automotive News, De- 
troit 7. 


OFFICE MANAGER, F. C. Bookkeeper— 
Three years Chrysler, five years G.M. 
experience. Daily operations control, gen- 
eral ledger thru financial statement. All 
taxes. Supervisory capacity credit and 
finance experience, sales minded. Hard 
worker, seeking future with possible buy- 
in with medium size dealer in South or 
East, will welcome your inquiries.. Box 
1766, c/o Automotive News, Detroit 7. 


GENERAL SALES MANAGER—preferably 
General Motors dealership East Coast of 
Florida. Young man, 34, single and able 
to devote long hours. Presently employed 
as used car sales manager of large met- 
ropolitan dealership. Desire to relocate 
in the South, primarily interested in 
opportunity to advance, salary open. 
References available from top men in 
field. Box 1752, c/o Automotive News, 
Detroit 7. 


GENERAL MANAGER OR SALES MAN- 
AGER—successful operator with proven 
record. ‘‘Big Three’’ experience, Best 
references. Desire permanent connection. 
Box 1753, c/o Automotive News, De- 
troit 7. 


BUSINESS MANAGER—ACCOUNTANT— 
General Motors, six years’ experience. 
Must move to dry climate, Arizona pre- 
ferred. Age 45, married, family, Box 
1733, c/o Automotive News, Detroit 7. 


FINANCE—Young man, age 33, university 
graduate, 10 years installment loan ex- 
perience, would like to relocate in South- 
ern Florida. Write Box 1754, c/o Auto- 
motive News, Detroit 7. 


SERVICE MANAGER, Buick and Chrys- 
ler, 15 years experience in the manage- 
ment of heavy volume of all phases of 
service and parts department, 6 years 
ownership experience, 46 years of age, 
good health and well qualified in all 
dealer operations. Box 1755, c/o Auto- 
motive News, Detroit 7. 


DEALERSHIPS AVAILABLE 


EXCLUSIVE DEALERSHIP AVAILABLE 
in growing swimming pool industry. 
Capri Manufacturing, Inec., Burbank, 
California, one of America’s oldest 
swimming pool manufacturers, is mak- 
ing available to carefully selected indi- 
viduals in some major markets, an ex- 
clusive swimming pool dealership. Capri 
will completely establish the individual 
or group in the swimming pool business 
and provide all personal services and 
merchandise to establish the dealership; 
and continuing guidance to help the deal- 
ership grow profitably. Our dealers do 
make an investment of $6,500 with 
Capri, as any businessman would expect, 
This investment covers a working stock 
of pools, personal services of engineering 
and sales consultants, factory paid ad- 
vertising, publicity releases, manualized 
operating procedures, stationery supplies, 
promotional material and many others. 
There is no franchise fee, deposit or 
heavy inventory, yet protection of an 
exclusive territory is assured. Capri is 
the only swimming pool manufacturer 
who guarantees the dealer’s success in 
writing. For complete information write: 
John W. Briscoe, Vice-President, Capri 
Manufacturing, Ine., Dept. A, 2021 
North Lincoln St., Burbank, California. 


SEVEN YEAR OLD, established agency 
handling Volkswagen, in modern building 
within 100 miles of New York City. Po- 
tential growing steadily. Five year lease 
with optional extension. Ample room for 
expansion. Box 1745, c/o Automotive 
News, Detroit 7. 


FLORIDA DEALERSHIP HANDLING 
DeSoto-Plymouth-Valiant and Fiat in 
one of Central Florida’s fastest growing 
counties, No accounts receivable, used 
cars or blue sky to buy. This is a good 
deal for some young man willing to 
work. Good terms to a responsible party. 
Box 1757, c/o Automotive News, De- 
troit 7. 


DEALERSHIPS AVAILABLE 


FOR SALE—DEALERSHIP HANDLING 


FORD, Pacific northwest, Rich commun- 
ity, city of 12,000. Owner retiring. Write 
Box 1698, c/o Automotive News, De- 
troit 7. 


AGENCY HANDLING BUICK, PONTIAC, 


GMC, JEEP, RAMBLER available, in 
Central New Mexico town. Sales 150 new 
units per year. On U. 8. Highways 60 
and 85, 350 foot frontage, very low rent, 
long term lease available. Texaco service 
station, 10 stall garage, 2 car showroom. 
Gross over $500,000 per year. Wonderful 
climate—sun shines every day. Box 1759, 
c/o Automotive News, Detroit 7. 


TEXAS DEALERSHIP HANDLING FORD 


cars and trucks, located in heart of West 
Texas, Irrigation belt, approximately 
$25,000 will handle. Dealership estab- 
lished in 1955. Box 1760, c/o Automotive 
News, Detroit 7. 


FOR SALE OR LEASE, dealership han- 


dling Buich-Opel-Triumph, City over 
100,000 population in New England. New 
building, adjoining lot, twin posted lifts, 
all equipment like new, Parts inventory 
to date. No new or used car inventory. 
Write Box 1761, c/o Automotive News, 
Detroit 7. 


NEWPORT BEACH AREA, CALIFORNIA 


—Dealership handling Dodge and Dart 
in fastest growing county in the United 
States. Franchise covers 120,000 popula- 
tion. Excellent lease and facilities. Over 
200 substantial industries and more com- 
ing. Ideal climate and living conditions, 
Factory approval necessary, Box 5055, 
Pasadena, Calif. 

AGENCY HANDLING PONTIAC for sale 
in the Midwest, In a town of 35,000, 
total trade area 50,000, Running in the 
black. $18,000 buys complete dealership; 
furniture and fixtures, shop equipment 
and parts. No receivables. Box 1758, 
c/o Automotive News, Detroit 7: 


DEALERSHIP HANDLING FORD—Locat- 
ed beautiful Southern Missouri. Heart of 
the Ozarks, surrounded by Table Rock 
Dam, White River, Lake Taneycomo. 
Complete service and parts equipment, 
used car lot, 100 percent absorption, 
100-120 new units, low rent, long lease. 
Highway 65. Box 607, Branson, Mo. 

DEALERSHIP HANDLING PLYMOUTH- 
VALIANT-TRIUMPH, Florida West 
Coast. $8,000 cost will handle, No used 
cars. Building $500 per month, fast ac- 
tion required. Box 1767, c/o Automotive 
News, Detroit 7. 


DEALERSHIPS WANTED 


FLORIDA—either coast, Top cash price, 
factory approved, Can act immediately. 
Box 1694, c/o Automotive News, De- 
troit 7. 

EXPERIENCED AUTO DEALER desires 
well-established Chevrolet or Ford deal- 
ership in Pacific Northwest, Prefer me- 
dium or large size operation with sound 
record of growth and profit. Will make 
offer for outright purchase or buy con- 
trolling interest, Replies held confiden- 
tial., Write Box 1722, c/o Automotive 
News. Detroit 7. is 

MORE PROFIT — Pan-American Labora- 
tories, Inc., manufacturers of easy sell- 
ing, premium quality, guaranteed auto- 
motive cleaners, stop leaks, lubricants, 
and additives is seeking aggressive dis- 
tributors for protected-franchised terri- 
tories, Profit potential is $25,000 to 
$75,000 net annually. Build a substantial 
enterprise with small initial investment. 
108 N. Martha S8t., Angola, Ind, Phone 
938. 

BUSINESS OPPORTUNITIES 

NORTH CALIFORNIA—W e 11 established 
auto supply, retail store; expanding non- 
metropolitan community, ideal climate 
and living. $75,000, 29 percent down. 
Write Box 1764, c/o Automotive News, 
Detroit 7. 


DEALER SERVICES 


EIEIO AAEE LS ONO PLETE A ACTIN 
TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 


Tools 
For /Sell Agreements, Annual Fiscal 
4 Tax, Banking and Insurance 
Write for free 
“Hidden Earning Power" booklet. 
AUTOMOTIVE INVENTORY & APPRAISAL CO. 


10040 Freeland Ave. Detroit 27, Michigan 
WEbster 3-6445 


























MILITARY ACCEPTANCE 
WILL HELP YOU SELL MORE 
MILITARY PERSONNEL 


* Worldwide financing and refinancing up 
to 36 months . . . for officers and non- 
coms of pay grades E5 and above... 
on simplified, non-recourse basis. 


* Cars may be taken overseas without re- 
financing. 


Military Acceptance Corp. 
Dept. D, P. O. Box 2166, 800 Broadway 
San Antonio, Texas—CApitol 5-6756 

















REWARD for information leading to re- 
covery of 1959 Ford convertible, white, 
serial number H9FC319975, last driven 
by James R. Adams. Call collect Jack 
Carey, Associates Finance Corp., Clarks- 
ville, Tenn.; Lienholder, Phone MI 5- 
5631, MI 5-5698, or MI 7-4527. 


$100.00 REWARD for information leading 
to the recovery of 1960 Chevrolet Impala 
convertible, black with black top. Serial 
No. 01867N-106078, bearing Ohio license 
No. 599-CU, operated by man known as 
Al Brown. Call Queen City Chevrolet 
Company, Cincinnati, Ohio at PArkway 
1-4880 collect AND notify your local 
police. 


$100.00 REWARD for information leading 
to the recovery of 1959 Chevrolet Impala 
convertible, green with white top and 
green interior. Serial number F59F121132, 
Stolen June 10, 1960. Call collect, Al 
Hetrick, Ine., Fremont, O, FEderal 
2-7371. 





CARS WANTED 


OVERSTOCKED? We buy surplus new and 
used cars only. One or one hundred. 
Foreign or domestic. Wire or write in 
confidence, FLORIDA AUTO AUCTION, 
P. O. Box 1749, Daytona Beach, Fila. 


CADILLAC LIMOUSINES—NEED CLEAN 

’56, 57 and ’58s. Franz Ridgeway, BEl- 

‘ mont 4-6611, 2836 N, E, Sandy, Portland 
| 12, Oregon, 


, 1961 ORDERS 
BEING PLACED 


j All Makes—All Models—All States 


New-car Dealers Interested in Volume Fleet 
Sales and Service, Contact: 


National Purchasing Department 


ROLLINS LEASING 
CORP. 
14th and Union Sts. Wilmington 99, Del. 
Chevrolet- Ford - Plymouth - Dodge - Comet 
Corvair ~- Falcon - F-85 - Lancer - Lark 


Rambler - Special - Tempest - Valiant 
Especially Invited 














CARS FOR SALE 








BE FIRST 


1961 
VOLKSWAGENS 


Ghias, Convertibles, Buses 
to all ports. 


1960s, 1959s, etc. 


Call, Write or Wire 


LOWNI CORP. 


200 W. 72nd St., New York 4 
Ask for Zigi—TR 3-5727 
Jacksonville, Fla.—ELgin 6-7551 














Ample Supply of 


CLEAN 
r USED 
| CARS 


1960 - 1959 - 1958 


MOST MAKES 


CURRY 


CHEVROLET 


B'way & 133rd St., N. Y. C. 
Ed Hogan AD 4-6000 


T 
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CARS FOR SALE 


IMPERIALS FOR SALE—Imperial Cus- 
tom, 2-door hardtop, used, all _pewer, 
swivel seat, solex glass, radio, heater, 
white-wail tires—$3; 620. Imperial Crown, 
2-door hardtop, used, all power, swivel 
seat, rear defogger, beamchanger, auto- 
pilot, remote mirror, deck-lid, door 
moldings, radio, heater — $4,150. Im- 
perial Custom, 2-door hardtop, used, air- 
conditioning, all power, swivel seat, 
power vent windows, record player, auto- 
pilot, deck-lid, solex glass—$4,480, Im- 
perial Le Baron, used, all power, rear 
defogger, power vents, door locks (elec- 
tric), auto-pilot, swivel seats, door mold- 
= remote mirror, deck-lid—$4,970. 
e following are NEW and can be . 

bought at exact invoice: Imperial Crown,|L U C A D, the Dealers’ Diréctory 
2-door hardtop; Imperial Custom, 2-door Lea Aut 

hardtop; Imperial Custom, 4-door sedan; to ding © Auctions. 
Imperial Crown, 2-door hardtop. Econo- 
my Motors, 75 McCartney Rd., Rt. 422, 
Campbell, O. 


CARS FOR SALE 


NTION PLYYOUTH AND V. 
BUYERS: 30 Plymouths — 2-doors, 4- 
doors, and 10 tion wagons; 21 Val- 
iants—4-doors -100’s and V-200’s), 
also some statiog wagons. These are all 
brand new 1960 Piymouths and Valiants. 
We will sell any of the above cars for 
$25.00 ~ eee over invoice, Economy 
Motors, McCrtney Road, Campbell, 
Ohio, RI t 1161. ¢ 


BUS: R SALE 
FOUR (4) NE ger Chevrolet 
school buses. Giles t Sales, Port 


Jefferson, New York. Phone:\PO 8-1234, 






































PARTS WANTED 
NEED a complete interior and instrument 
panel for 1960 New Yorker, 4-door 
Chrysler, Contact: Rodosta Motors, 2035 
Poydras St., New Orleans, La, 
PARTS FOR SALE 





FOR SALE 


@ 1960 Eldorado Brougham 

a7 B 

a e PARTS - 
$900 Callin, 7 peseapes nove a HANSA 

@ 1957 Eldorado Brougham Goliath Express 


Huntoon & Raffo, Inc. 


238 W. 55th Street New York City 


HANSA CORPORATION 








Cl 7-3990 Master Parts Depot 
Western Distributor 
1326 Marsten Rd. 
Burlingame, Calif. 
Wholesale DI. 2-6358 
Mercedes-Benz 


We import and distribute direct Old Chrysler Products 


ALL MODELS 1955-1960 Bn vie 
GLOBE AUTOMOTIVE 1937 - 1955 


IMPORTS, INC. 
On Rte, 17K, Montgomery, New York 
Telephone: Newburgh, JOhn 2-0847 
Cable: GLOIMP 


Will sell 50% below 
Wholesale cost. 


Miller Motors, Inc. 
5937 Belair Road 
Baltimore 6, Md. 
Hamilton 6-2737 








CLASSIFIED WANT ADS 
BRING RESULTS 








CARS FOR SALE 


Got the customer? 


HERTZ 


has the used car! 


All are in fast-selling colors and fully equipped with 
power steering, R & H, automatic transmission, 
many with power brakes — the works! 

Chevys, Fords, Plymouths, Buicks, Cadillacs, Pon- 
tiacs. Sedans, hardtops, wagons and converts — you 
name it, we’ve got it! Low mileage, clean and sharp 
— real bell ringers! 

1959 models are now available at Hertz offices across 
the country. 


CALL YOUR LOCAL HERTZ OFFICE TODAY 


or 
contact: Mr. I. E. Spatig, Hertz Car Leasing Division, 


125 N. Wabash, Chicago 4, IIl., Tel. DE 2-0420 





MISCELLANEOUS 








.BLACK BEAUTY BUMPER TOWBARS 
WHITE MULE 
TRUCK TOWBARS AND SADDLES 


A COMPLETE LINE OF ENGINEERED 
TOWING EQUIPMENT 


THE MARION MANUFACTURING C’o 
P. O. BOX 1026, MARION, OHIO DU 2-7594 


ANT|IN A “BIND” for a slow moving Chevro- 








PARTS FOR SALE MISCELLANEOUS 


let part? Try Fuller-White Chevrolet, 
Tulsa, $250,000 inventory perpetually 
controlled, 

CHEVROLET PARTS, antique or classic. 
Louis Chevrolet, Box 51, Thompsonville, 
Connecticut. 

LLOYD PARTS for all models, U. 8.’s old- 
est authorized Lloyd importer, If car is 
down, we ship same day, Foreign Cars 
Corporation, 1812 So. Andrews Ave., 
Fort Lauderdale, Florida, JA 2-9942. 

NSU PRINZ AND SPORT PRINZ PARTS 
AND ACCESSORIES — Contact your 
nearest distributor or Ludwig Motor 
Corp., 421 East 91st St., New York 28, 
N. Y. TRafalgar 6-7010. 


ACCESSORIES FOR SALE 
————S 


No Other Tow Bar 
Measures Up To 


The SUPERIOR 
BLUE © CHIP 


TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& BRAKE CABLE - 
LEADS IN SALES... 
VALUE AND... 
PERFORMANCE 
Dealers’ List Price...........-$69.80 
Dealers’ Special Discount 25%. 17.45 


Dealers Net with 4 $5935 


Standard eae 
Fedora! t Excise Tax Included 
cd < 
THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 
With Universal 
Swivel Action 

Four Clamp Hook-Up 


Dealers’ List he re 
Dealers’ Special Di 


Dealers Net with 4 
Standard —s 
Adapter Clamps 








PORTABLE DUAL CONTROiS 


Recommended for Driver-Education Cars by 
the Auto-Industry Highway Safety Committee 
and by Chevrolet, Ford and Plymouth for all 
their models, including compacts. Automatic 
transmission $25; standard $30. Money back 
guarantee. PORTABLE DUAL CONTROLS, 
INC., 1701 Balmoral, Detroit 3, Mich. 





SHOP EQUIPMENT WANTED 

WEAVER 2-post hydraulic lifts. Contact: 

Rodosta Motors, 2035 Poydras St., New 

Orleans, La. 

EQUIPMENT FOR SALE 

ALIGNMENT EQUIPMENT — Complete 

Bean front end alignment and frame 

straightener machine. In excellent condi- 

tion, Priced for quick sale. Vin Devers, 

Inc., Sylvania, O. Phone TUrner 2-7171. 


MISCELLANEOUS 


Swiss Watches For Premiums 

. $2.95 each. 
$4.25 each. 
$4.75 each. 
Ladies | J sport watch $3.80 each. 
Ladies | J water resistant . . . $5.00 each. 
Min. | dozen, leather straps . + 25¢ each. 
Expansion bracelets, 60c ea. Free catalog. 


TRANSWORLD, 565 5th Ave., N. Y. C. 17 


Mens | J sport watch . 
Mens | J water resistant... . 
Mens | J rhinestone dial ... 





Federal Excise Tax Included 


* 
"‘ON THE BALL"' 


TOW-PILOT 


Cadalloysteel Coupler ' 


Dealers’ List F.0.B. Factory 
Dealers’ Special Discount 25%.... 


Dealers Net with 2 $3g25 


Standard plus 2 Large 
Adapter Clamps 
Federal Excise Tax Included 


Special Introductory Offer 
Limited 


The NEW “*: 
ROADKING ONLY 


Complete with odjusteble $5950 
long 36” draw beam 

and steering guide Pn 

with Roguier Draw Beam” SQQ50 
Universal Wrist Action Bar 

The “ORIGINAL BRAKE BAR" 


Automatic BraKinG 


Only Bar Manufactured Today 


Substantial Discounts 
To Distributors 


Write for Illustrated Catalog 








WITH THE UNIVERSAL ¢ 
$51 Factory Sales Division 
PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Depts 
“Leaders in the Industry 
since 1939" 





“WRIST ACTION" 
Incldg. BRAKE HCOK-UP 
4 Point 00 

TowKinG crt, *45 
TRAIL KING $3750 
BALL GAR 2s as es 
CompacTow Intra- 50 
State T ri-Bar $37 

T Y 
ERR GACCEMENS YOUR, 
BROWNIE CARRY-ALL Only 
BAG weet utiies $13 95 
Rubber-Tire H ° 
SAFETY CHAINS, set of 2, only......$2.95 ee oe 
All Prices Include Federal Excise Tax a) Nes eo te can ae 
Liberal Quantity Discounts 
To Distributors 


time, any where. 8127 Broadway, Lemon 
Grove, Calif. (suburb of San Diego). 


AUTO PHYSICAL DAMAGE INSUR- 
ANCE, available country wide. All risks. 





Box 1762, c/o Automotive News, De- 
Tow Bar Sales Co. J} ti 7 
Exclusive Factory Distribut 
DE 2-0700 AN 3-8888 Nites: BA. 48717 SEE PAGE 36 


Call Collect 3 pry charges, 


40 So. Clinton St., Chicago 6, Ill. 


for the nation's 
TOP AUTO AUCTIONS 





New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $9 [] or Two Years $16 [] 


All Other Countries — One Year $13 [] or Two Years $22 (J 





AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 


COREE HEHEHE ERE EEE EEE HEHEHE EEE EEH EEE EE EEH HEHEHE HHH EHH HE EE 


Cee eee were eens 


Street Address...... vhbiaeey $s eves oe CeeEEROeRs hee ---Zone No,....++++ 
CIV soc nnteetesees Vite kiakseea baa osvsasebacd eee | a ee oace 
TRADE CONNECTION: 

Car Dealer [J Truck Dealer [] Manufacturer [] 
Jobber [] Insurance [] Financial [] Supplier [) 

Make of Car. .cccccccccvccccccscccessccccescccesees Mevsvevesveseves 








Preferred Performance 


Sealed Power has Sitminless Sival 


... the very best oil ring metal ever used! 


* Stainless steel resists corrosion— 
makes it virtually impossible for 
troublesome sludge and carbon de- 
posits to build up. Overcomes oil 
ring plugging—oil pumping. 
Stainless steel maintains its original, 
built-in tension indefinitely so it de- 
livers better oil control far longer 
than ordinary rings. 


The high number of spring ten- 
sion points assures oil control in 











STAINLESS STEEL OIL RING, U. S. PAT. NO. 2;789.872 


tapered and_.out-of-round bores. 


Side seals in groove—stops oil go- 
ing around back of ring—no smoking. 


End-abutment design produces 
ring tension independently of con- 
tact with bottom of piston groove— 
eliminates groove depth problems. 


Chrome-plated, factory-seated 
side rails give instant oil control. 
Sealed Power Corporation, Muske- 
gon, Michigan. 


Scaled Power 9i:02"E%ers 


* SLEEVES AND SLEEVE ASSEMBLIES + + VALVES + + WATER PUMPS + + TAPPETS 








yd 


